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embership Poll 
Jn ADSA Plan 
Studied by NADA 


Directors Vote Oct. 8 
On Missouri Assn.’s 
Proposal for Survey 


PROPOSAL that NADA poll 
its membership on the sales 
onus plan of the Authorized 
Dealer Survival Assn. will be sub- 
fitted to a special NADA board of 
rectors meeting Oct. 8 in Wash- 
on. 
The proposal was made to NADA 
week by the executive com- 
fittee of the Missouri Automobile 
ers Assn. The committee urged 
t NADA give “wholehearted 
pport” to the ADSA plan if a 
aple majority of NADA members 
es for it in the suggested poll. 
NADA President Frederick M. 
ter, in a letter to Missouri 
Association President V. T. Mc- 
| on, said NADA would “sup- 
‘port and promote any sound plan 
promises results and can be 
defended in the public interest.” 
The resolution of the Missouri 
ociation’s executive committee 
d not openly endorse the ADSA 
. It warned, however, that its 
option in the face of NADA op- 
ition “might well be the cause 
serious, if not fatal, harm to 
ADA.” 
- > * 


WAS pointed out in the Missouri 
resolution that the ADSA plan 
omises dealers faster relief than 
DA’s own bonus proposal be- 
use the NADA plan requires 
deral legislation. 
’ The Missouri resolution suggested 
NADA switch its support to 
ADSA plan, a majority of the 
fembership willing, “even though 
may entertain some doubt as to 
plan’s legality.” 
Copies of the Missouri resolu- 
were sent by Executive Sec- 
Te James A. Gorman to all 
tional officers and directors of 
ADA and to all members of 
the Missouri association, who wiil 
polled themselves by Gorman 
this week on their bonus-plan 
preference. 
Highlights of other ADSA-NADA 
velopments last week were: 
1. Asked for comment on an 
‘ADSA demand that NADA either 
support its plan or remain neutral, 
NADA Executive Vice-President 
Frederick J. Bell said the national 
association was “not irrevocably 
“committed to any particular plan 
(Continued on Page 41, Col, 1) 


Top Cars 


New-car registrations for seven 
months plus one state for August: 
1957 Pos. Make 1956 Pos. 

1—901,606 Ford 7192,051— 2 
2—858,219 Chev. 947,151— 1 
3—375,549 Plym. 301,661— 4 
4—249,716 Buick 339,227— 3 
5—228,306 Olds. 276,585— 5 
6—199,052 Pontiac 223,042— 6 
7—168,820 Mercury 168,915— 7 
8—161,191 Dodge 133,831— 8 
| 9— 85,195 Cadillac 85,519— 9 
10— 66,182 Chrysler 67,794—10 
ll— 65,900 DeSoto 62,636—11 
12— 53,863 Rambler 43,277—13 
13— 37,961 Stude. 50,719—12 
14— 21,899 Lincoln 25,932—14 
15— 21,121 Imperial 6,033—18 
16— 6,850 Nash 16,588—16 
1ij— 6,482 Met. 3,559—19 
18— 3,787 Packard 20,601—15 
19— 3,592 Hudson 7,998—17 
20— 538 Cont’ 1,051—20 
99,929 Misc. 50,743 
Total All Makes 
3,615,758 3,624,913 
Further details on Page 22. 
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Wyoming Auto Dealers Elect Officers— 


leaders chosen at the annual convention of the Wyoming Automobile Dealers 
Assn. in Sheridan include, left to right, Leo I. Herman, secretary-manager; George 
Sturholm, Rock Springs, first vice-president; Rex Wirthlin, Afton, president, and H. P. 
Nagel, Casper, second vice-president. (See story on Page 4.) 
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United Auto Bargaining 
Advocated by Romney 


By Frank Gawronski 
Staff Writer 

ETROIT. — Industrywide bar- 

gaining in the automobile in- 
dustry was proposed last week by 
American Motors President George 
Romney as a necessary expedient 
in fighting inflation. 

A vigorous opponent of the 
concept for many years, Romney 
told the convention of the Na- 
tional Assn. of Life Underwriters 
that it was his conviction that 


industrywide bargaining would 


Output Hits Low 
As Only Ford 
Turns Out 757s 


By Martin L. Whitmyer 
Staff Writer 

Wwa= only Ford Motor Co. pro- 
ducing at a near-normal level 
among Big Three manufacturers, 
U. S. car output last week dropped 
to a 52-week low of 52,310 units. 
Previous low for this year was the 
74,107 cars rolled from the lines 

during the week ended July 6. 

Last week brought to an end 

1957-model output activities at 

Chevrolet and Cadillac and, for 
the most part Mercury, which 
closed out assemblies at its St. 
Louis plant Thursday, and its 
Wayne (Mich.) plant Friday. Its 
Los Angeles plant has been down 
since the end of August and its 
Metuchen (N. J.) unit is expected 
to halt assembly operations this 
Wednesday (Sept. 25). 

Only manufacturer still assem- 
bling ’57 models is Ford, which is 
expected to go down for change- 
overs at the end of this week. 

* on iz 

HRYSLER CORP. started out- 

put of 1958 models last Wednes- 
day and brought to 11 the total 
lines now building °58s—Hudson, 
Nash, Rambler, Edsel, Lincoln, 
Studebaker, Plymouth, Dodge, De- 
Soto, Chrysler and Imperial. 

Manufacturers in the process 
of changing over to ’58 models 
but who have not yet begun as- 
sembly are Buick, Chevrolet, Cad- 

illac, Oldsmobile, Pontiac and 

Packard. 

Packard is expected to begin out- 
put of its Hawk series this week. 

ra K * 


y Ast week’s output of 52,310 cars 
was 42.4 percent of AUTOMOTIVE 
News’ three-year index, and the 
lowest weekly outturn of cars since 
(Continued on Page 45, Col, 3) 





“lead inevitably to government 
decision-making with respect to 
wages, prices and eventually to 
the total economy.” 

But he said that the Govern- 
ment’s failure to restrict anion! 
power forced him to suggest a 
united bargaining front among auto 
makers. 

Although Romney is president of 
the Automobile Manufacturers 
Assn., he made it clear that he was 
speaking for himself and not the 
industry. There was no immediate 
reaction from other auto makers. 

+ = . 

- THE auto industry,” he said, 

“the alternatives to industry- 
wide bargaining are further wage- 
price inflation, or a change in our 
national labor and economic poli- 
cies as a vital part of a successful 
anti-inflationary program. 

“IT see no evidence that the ad- 
ministration or Congress are ap- 
proaching the problem of inflation 
with a view to dealing with the} 

(Continued on Page 44, Col. 3) i 


LW AUKEE The shrinking of 
the auto dealer’s profit margin 
is the result of the changing char- 
acter of his product—it used to be 
a specialty but now is a utility item. 

That is the opinion of Edward 
Payton, Cleveland consultant on 
dealers’ management problems. He 
was one of the speakers for the 
29th annual convention of the Wis- 
consin Automotive Trade Assn. 

Payton said properly managed 
dealerships are profitable with 
their income comparing favorably 
with those of businesses in other 
retailing lines but below those of 
the postwar auto boom. 

He said dealers are now getting| 
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o¢ Cleanup Steady 
Due to ‘Fall Boom,’ 
Talk of Price Hikes 


By Robert M. Lienert 
Associate Editor 
ITH the “spring boom” in new- 
car sales apparently a thing 
of the past, there are growing in- 
dications that a new phenomenon— 


the “fall boom”—may replace it this 
| who feel that the cleanup season 


year. 

Sales have been holding partic- 
ularly strong so far in this 
cleanup period. 

Dealers, in fact, evidence no 
worry over new-car inventories 
which are heavier than they ever 
have been at this season. 

* * * 
HE “fall boom,” if it may be 
called that, is of relatively mod- 
est proportions. There has been no 
bulge in registrations—the hallmark 
of the spring boom of yesteryear. 

Rather, the “fall boom” is char- 
acterized in some marketing areas 
by modest gains; in others by a 
steady sales pace rather than the 
seasonal decline experienced here- 
tofore. 

Dealers specify the following 
factors as contributing to present 
market strength: 

1. An extensive inventory from 
which prospects may choose. 


2. The certainty that prices will | 


jump 3 to 5 percent on 1958 models. 
+ * > 


3 HEAVY emphasis on advertis- 
* ing and sales promotion on both 
dealer and factory level. 

4. A suspicion that ’58s will not 


Dealer 


Conventions 


In addition to the Wisconsin 
convention report on this page, 
the Kentucky and Vermont meet- 
ings are covered on Page 6, Colo- 
rado and Minnesota on Page 8, 
and Wyoming on Page 4. 


the lower markup which normally 
goes with sales of utility items 
rather than the higher markup that 
is customary on specialty or luxury 
goods. 
+ . * 

AYTON foresees a number of 

basic changes in auto retailing 
in the future. Here are some of the 
trends he looks for: 

The number of dealerships will 
decline and the survivors will 
handle a larger volume of sales. 
Small-town outlets will be able to 
stay healthy through diversification 
—selling gasoline, vehicle service 
and even financing of auto sales. 

Dealerships will be moving 


Inside Automotive News... 


@ Cleanup ads point to ’58 price hike. Page 2. 
@ Regional meetings in Pennsylvania. Page 8. 
@ A Chevrolet dealer’s strangest sale. Page 18. 
@ Automotive Washington. Page 10. 

@ Three new tires unveiled. Page 8. 


New-car and truck registrations and new-car prices, Page 22. 
Used-car auctions and trends, Pages 6 and 26. 
Production by makes, Page 45. 





be radically different from ’57s, 
after all. (A look at the Edsel 
convinced many prospects of this, 
according to one dealer.) 

5. A growing number of persons 
who buy new cars for value, and 


offers the best opportunity for driv- 
ing a bargain. 

Whether the strength character- 
izing this fall’s market can carry 
the year’s ultimate total of six mil- 
lion units remain problematical. If 
the eventual total surpasses last 
year’s final count of 5,955,248, this 
year will go on the books as the 
third highest in history — trailing 
only 1955 and 1950. 

* > > 
Most recent registration figures 
available show 1957 trailing 
1956 by only 9,155 units, or one- 
quarter of one percent. 

Dealers, who expect ’58 models 
to be received more favorably in 
the early months than were the 
"57s a year ago, say they expect to 
pull ahead of last year’s total by 
the end of the year. 


Conjecture over the failure of the 
spring boom to materialize for two 
years in a row was highlighted last 
spring when Henry Ford IU, presi- 
dent of Ford Motor Co., said: 

“Whether the absence of a spring 
upturn for two successive years is 
a mere coincidence, or whether it is 
a sign of a new pattern in automo- 
tive sales, we do not know at this 
time. 

“If a new pattern is developing 
which would distribute sales more 
evenly throughout the year, it 
might alleviate some of our sched- 
uling problems and bring a greater 
degree of employment stability to 
the industry.” 

It looked last week as though the 
fall of 1957 is marking the develop- 


(Continued om Page 4, Col. 5) 


Car Discount Seen in Transition 


away from the heart of cities to 
get adequate parking space and 
to build on land which is not too 
expensive to be used for servicing 
autos. 


The number of dealers handling 
more than one line of cars will in- 
crease, giving them a wider range 
of merchandise. 


The demand for small cars will 
increase, although small cars will 
not take the place of the bigger 
models. For instance, the number 
of persons over 65 is increasing and 
those retired on limited incomes 
need a smaller, cheaper car. 

> + © 


AYTON said he had heard com- 

plaints that factories were mak- 
ing too many cars as early as 1936 
and that car registrations had gone 
up by 112 percent since then. He 
said he expected to see another 50- 
percent increase by 1970. 


The Wisconsin dealers elected 
William R. Bryden, Beloit, presi- 
dent. 

Vernon W. Sell, Superior, was 
named first vice-president; Arthur 
F. Gilsdorf, Fond du Lac, second 
vice-president; Louis Milan, Madi- 
son, executive vice-president, and 
Leonard Rohrbach, Milwaukee, 
secretary-treasurer. 
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Cleanup Ads Court the Thrift 





‘Buy Before the Prices Rise’ 


By John K, Teahen Jr. 
a Writer 
af OC aEOUT the nation, deal- 
ers are playing the cleanup to 
the hilt in their advertising. Give- 
aways, gimmicks, prices and terms 
abound as merchants strive to clear 
the decks for the 1958 models. 
Many dealers are exhorting 
shoppers to “Buy at low ’57 prices, 
not at high ’58 prices.” This line, 
with only the dates changed, is 
used every year. And every year 
it makes sense to the thrifty mo- 
torist. 

A variation of this theme was 
used by Wood Motors, Inc, (Chrys- 
ler-Imperial), Columbus, O. 

A statement over the signature of 
dealer Harold Wood declared, “I 
do not believe that this opportunity 
to buy an Imperial or Chrysler at 
such low prices and great savings 
will ever exist again.” 

* > . 
NEW YORK, Don Allen listed 
a radio - and - heater - equipped 
Chevrolet at $1,789, and Stude- 
baker-Packard Salon, Inc., 
a Silver Hawk with radio at $1,995 


and a Scotsman station wagon at 
$1,795. 
Pepper & Potter, also in New 
* > * 








at oa, 


“T saw our ad on TV Iast 
night! Gosh, Boss, are we really 


tagged! making those deals?” 





Or Romney Fears Foldup er 


08 Profit an AMC ‘Must’ 


MILWAUKEE.—George Romney, 
president of American Motors 
Corp., told the firm’s Wisconsin 
employes and their families that 
AMC must show 
a profit in 1958 if 
it is to stay in the 
auto business. 

He said the 
1958 sales goal 
was 150,000 cars, 
50 percent higher 
than this year’s 
total 


Romney spoke 
here at a special 
employe preview 
of the company’s 
1958 model autos. He called it the 
“most important talk I've ever 
made to American Motors em- 
ployes.” 

Repeating an appeal he made 





in 
co- 
in 


the black in 1958 if we (the pres- 
ent management) are to main- 
tain direction and control of the 
product program we have been 
pushing.” 


He said operating losses “have 
been to a third of what they 
were ah despite 1957 cost in- 

of 5% percent in material 
7% percent in labor. He cred- 
stable production and labor, in 
mtrast to the ups and downs of 


gERE 


Rambler sales so far in the fiscal 
year that started Oct, 1, 1956 are 
more than 30 percent ahead of the 
previous year, and Metropolitan 
sales are 80 percent higher, Rom- 
ney reported. 

However, he added, total! sales 
are about the same as a year ago 
because of a sharp drop in Nash 
and Hudson sales. 

Romney said AMC “still will 

show substantial losses in 1957 





despite the improvements made 
this year.” 

Speaking of prospects for 1958, 
Romney said: 

“American Motors has a greater 
sales opportunity in 1958 than any 
other company in the automobile 
industry, Our product position — a 
compact, economical yet com- 
fortable car (Rambler) is the 
growing car in the United States 
automobile market. 

“We've added a _ considerable 
number of new dealers. We're even 
getting requests from dealers of the 
Big Three to sell our Ramblers and 
Metropolitans in addition to their 
own lines.” 

Romney said that because 
small cars are gaining wider ac- 

, AMC is bringing back 
its 100-inch wheelbase Rambler 
after a three-year absence “to 


He said the price of the small 
Rambler “might be as much ag $200 
below the smal] foreign car im- 
ports, including General Motors’ 
Vauxhall and Opel,” which GM is 
importing for sale by Pontiac and 
Buick dealers, respectively. 

Earlier, Romney denied reports 
that AMC is approaching a finan- 
cial crisis. 

A New York columnist said AMC 
would encounter a banking dead- 
line in 40 days. 

The writer said Louis E, Wolf- 
son, AMC’s biggest individual 
stockholder, will announce he is 
moving into the management if 
banks holding AMC loans do not 

give assurance that the loans 
will be renewed. The loans expire 
Sept. 30, 1958. 

“On the basis of indicated profit- 
able operations in 1958, I do not an- 
ticipate difficulty in securing a re- 
newal of our banking requirements 
and I have already discussed such 
a renewal with the banks,” Romney 
declared. 


Business Barometer 


Auto Production — 65,493 cars, 
trucks in week vs. 49,462 the year 
“before. 

Business Failures—237 in week 
vs. 203 the year before. 

Department Store Sales — Up 
one percent from the’ year before. 

Loadings — 648,391 cars 
in week, a decline of 31,260 from 
Ahe year before. 

Gasoline Stocks — 173,683,000 

barrels, an increase of 1,869,000 in 


week. 
Jobless Claims—217,000 in week 
vs. 205,000 the year before. 
New-Car Registrations—3,615,- 
758 in 1957 to date vs. 3,624,913 the 
before. 
New-Truck Registrations—513,- 
118 in 1957 to date vs, 544,575 the 
year before. 


Oil Stocks—282,482,000 barrels, a 
decline of 1,741,000 barrels in week. 

Steel Output—81.1 percent of 
estimated capacity vs. 81.9 percent 
the week before. 

Used-Car Prices—$852 in Sep- 
tember to date vs. $873 in August. 

Wholesale Prices—118.1 percent 
of the 1947-49 index vs. 118.3 percent 


the week before. 
Ss e--s 


Common Stocks 


Sept. Sept. 1957 
18 High Low 
7% 8% 5% 
75%, 824%, 64% 
52% 59% 51% 
41% 47%. 38% 
5% 8% 5% 


Average 36.55 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 








York, announced, “We guarantee 
to deliver '57 Buicks for the un- 
believable price of $1,950. No gim- 
micks, nothing extra to buy, Just 
pay the tax.” 

The ad didn’t specify whether 
the cars were new or used, Nor 
did it say whether the Federal 
excise figure was part of the tax 
the buyer would have to pay.” 

It was $1,695 for a One-Fifty two- 
door sedan with heater at City 

Chevrolet Co., Charlotte, N.C., and 
$1,796 for a ’57 model at Lloyd Ford 
Co., Jackson, Miss. 

City Chevrolet said it had 200 new 
cars and listed 36 in its ad, with 
color, equipment, price, down pay- 
ment and monthly payment, 

+ * * 


Pas were offered for $2,136 
at Chief Pontiac Co., Pine 
Bluff, Ark., while in Dallas, “$1,999 
buys a factory-fresh new ‘57 Pon- 
tiac,” according to Daniel & Yar- 
borough Pontiac. 

Ray Clanton’s East Georgia Mo- 
tors, Inc., Savannah, reached far 
into the cliche barrel to declare 
that 16 new Mercurys would be sold 
“at prices so low we can’t adver- 
tise them.” In Jacksonville, Fila. 
Brooks Plymouth offered a “20 per- 
cent discount on all models.” 

“Whatever you want, we've 
got,” advertised Rich Chevrolet, 
Inc., Huntington, W. Va, The ad 
continued: “133 new Chevrolets 
in stock, All to be sold at our 
cost.” One-fifty models were 
listed from $1,674.58, 

The 
popular in many quarters. Among 
others using it were Monarch Auto 
Co. (Lincoln-Mercury), Louisville, 
and Dumas Milner Chevrolet, San 
Antonio. Milner added, “plus $40 
handling charge.” 


ANY Ford dealers in recent 

weeks have complained that 
station wagons were in short sup- 
ply, but Bert Wolfe, Charleston, W. 
Va., apparently had plenty of them. 
He advertised a sale of 36 new 
wagons and said 32 more were on 
the way from the factory. 

In New Orleans, Paretti Pon- 
tiac made it easy for buyers with 
an offer of “pay nothing ’til 
November.” Hemphill’s (F ord), 
San Antonio, staged a “liquida- 
tion sale” and reported, “25 sales- 
men and five finance officers on 


duty. 

Murdoch Chevrolet, Pittsburgh, 
was loaded with giveaways. The 
company offered, “$200 clothing 
certificate, plus $200 grocery cer- 
tificate, plus 300 gallons of gaso- 
line — all three of these items free 
with the purchase of a new 1957 
Chevrolet.” 

The offer was good for four days 
and Murdoch told buyers that “all 
previous commitments (are) tem- 
porarily suspended during this 
sale.” 


Highway Work 
Gaining Speed, 
Says AAA Official 


COLORADO SPRINGS, Colo. — 
The multibillion-dollar highway 
program authorized by Congress is 
progressing on schedule and rapidly 
gaining momentum, according to 
Russell E. Singer, executive vice- 
president of the American Automo- 
bile Assn. 

Speaking before the Western 
Conference of AAA clubs, Singer 
scotched reports that construction 


was being delayed by rising prices 


and a shortage of engineers. 

“Congress next January will get 
a new estimate of the cost of the 
National System of Interstate and 
Defense Highways,” said Singer. 
“There is general expectation that 
the estimate for the system will be 
revised upward, but it should be 
remembered that there is ear- 
marked for the highway trust fund 
only about two billion dollars of 
the three billion dollars the Federal 
Government will collect from motor 
vehicle owners and users for the 
next several years under the new 
tax program. 

“Thus, without further tax in- 
creases, "there is a reserve of a 
billion dollars or more annually, 
which could be tapped if Interstate 
System costs should run substan- 
tially above the early estimates.” 


“at-our-cost” gimmick was| | 





Dealer Makes Most of Space 





Surrounded by Service— 


Considerable study went into the design and layout of the new Bob Hook Chevrolet 
building in Lovisville. Note the integrated layout in the overall photo above—show. 
room, offices, service reception and the service stalls. The photo below spotlights the 


service area, with each mechanic work area having an outside door. 


The stalls 


surround the customer service lot. Roof area over the stalls is to be used for display 


of new cors. 
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S-P Is Expected to Add 
Small German Car 


By Robert M. Lienert 
Associate Editor 


OUTH BEND.—Studebaker- 
Packard offerings for 1958 will 
include two new two-door hardtops 
in the Studebaker line and a hard- 
top and a Hawk in the Packard 
line and a new low-priced car. (The 
latter is believed to be the German 
. 


‘58 Packard Hawk— 


Lovely Barbara Dixon spreads her skirt 
to shield the 1958 Packard Hawk which 
will make its debut in dealer showrooms 
on Oct, 15. The new line of Studebaker 
cars and trucks and the expanded Packard 
line were shown to press representatives 
last week. In addition to the Packard 
Hawk, there will be a Packard four-door 
station wagon, a .four-door sedan and a 
two-door hardtop. Studebakers will be 
offered in the Scotsman series, the cham- 
pion, Commander, President and Hawk 
series. The Silver Hawk comes in either 
six-cylinder or V-8 models. The Golden 
Hawk is powered by a 289-cubic-inch 
supercharged engine. 


Goggomobil, although S-P officials 
decline to discuss this.) 

S-P’s 1957 models included only 
one hardtop—the Studebaker 
Golden Hawk. 

The 1958 series were shown at 
S-P’s proving ground near here last 
week to the nation’s press repre 
sentatives. Public introduction of 
the new models will begin Oct. 15, 
S-P said. 

Harold E. Churchill; S-P presi- 
dent, told newspapermen that S-P 
would add an economy car below 
the Scotsman, but refused to dis- 
cuss this further. 

However, a spokesman for Hans 
Glas Isaria-Maschinenfabrik KG, 
Dingolfing, Bavaria, said last week 
that his firm, which developed and 
manufacturers the car, expected to 
complete negotiations by the end of 
this month with “a large American 
firm” for the U. S. manufacture of 
the Goggomobil. 

Goggomobil has been recruiting 
dealers in the U. S. in recent weeks. 

+. * * 


A TIEUP with Goggomobil may 
have been what S-P President 
Harold E. Churchill had in mind 
in a recent announcement in which 
he said that the success of the 
Studebaker Scotsman had con- 


'| vinced S-P that it should enter the 
*| small-car field. 


The Goggomobil spokesman first 
mentioned the U. 8S, negotiations 
as Glas unveiled its 1958 Goggo- 
mobil models, which include two 
four-seaters, with engine capa- 
cities of 250 c.c, and 300 c.c. 

Prices of the '58 models in Ba- 
varia are $710 and $735. On the ’57 
model, port of entry price at New 
York was $995. 

* * x 


[HE Goggomobil has been one of 
Germany's most popular small 
ears since its introduction in 1955. 
Last year, about 33,000 were sold, 
with 6,000 of these being exported 
from Germany. 

Glas’ firm is an old-line builder 
of agricultural machinery. Glas 

(Continued on Page 44, Col, 2) 
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EDITOR’S NOTE: Guest col- 
umnist this week for John O. 
Munn, who is ill, is David E. 
Castles, of Castles, Wilson Buick 
Co., St. Louis, a veteran dealer 
leader and former president of 
NADA. 
= + af 

T APPEARS to me that the retail 

automobile business is under- 
going a complete revolution. 
Changes are moving faster than 
most of us realize. Surely, the old 
order changeth, I hope for the 
better, but sometimes, I have grave 
doubts. 

The old-fashioned dealer, who 
took pride in his setup, his per- 
sonnel and his place in the economy 
of his city or town is being shoved 
aside for a new type operator. 

Perhaps the new style dealer is 
a little faster (wheel and deal) 
and quicker to grasp his oppor- 
tunities and, perhaps, a little less 
aware of his responsibilities, Re- 
sponsibility, that is to his cus- 
tomers, his employes, his factory 
and to the community in which 
he lives. 

I haven't quite been able to 
determine whether the new type 
operation is responsible for boot- 
legging, cross-selling, blitz sales, 
wild terms, etc. or whether the new 
style operation is the result of these 
things. It is sort of like the ques- 
tion, “Which came first, the hen or 
the egg?” 

I am convinced, however, that 


Sutter to Speak 
At Dealer Parley 


In New Jersey 


NEWARK, N. J.—NADA Presi- 
dent Frederick M. Sutter will be 
one of the speakers at the 39th 
annual meeting of the New Jersey 
Automotive Trade Assn. at Atlantic 
City’s Hotel Chalfonte-Haddon Hall 
Oct, 1-3. 

Other speakers include Floyd F. 
Stein, assistant sales manager of 
General Motors Acceptance Corp.; 
W. Heartsill Wilson, assistant to 
the vice-president for sales, Plym- 
outh; Frederick J. Gassert jr. di- 
rector of the New Jersey division 
of motor vehicles; M. R. Darling- 
ton jr.. managing director, Inter- 
Industry Highway Safety Commit- 
tee. 

Wives of members will be ad- 
dressed by Emily Kimbrough, writer 
and world traveler. 

Carl E. Fribley, James R. John- 
son, William Frame and William 
L. Mallon, all of NADA, will take 
part in a dealer panel with open 
forum for members. 





Show Dates Changed 


ROCHESTER, N. Y.—The Roch- 
ester Automobile Dealers’ Assn., 
Inc., has changed the dates of its 
1958 auto show to Feb. 1-8 in the 
War Memorial Exhibit Hall. It 
originally was scheduled Jan, 25- 
Feb. 1. 
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By John O. Munn 


there is no turning back until the 
public gets hurt, and then only by 
regulation from within industry 
itself, or from outside, probably by 


Government. 
+ * = 


Loyalty Has Disappeared 
BELIEVE that it is entirely 
possible for our industry to 

regulate itself without Government 
interference. We operated satis- 
factorily for years under regula- 
tions promulgated by the manufac- 
turers. 

Every part of the automobile 
store was operated under the di- 
rection of the home office; pric- 
ing, assigned territory, advertis- 
ing, accounting, service procedure 
and everything else pertaining to 
the retail sale of automobiles had 
at least some element of factory 
direction. 

Dealers often chafed under fac- 
tory policies, and complained, 
but the fact remains that the busi- 
ness grew and prospered. Customers 
got what they paid for and con- 
sequently remained loyal, both to 
their dealer and their line of cars. 

Now, in the wild scramble for 
volume that has been so evident 
in the last few years, there is little 
reason for loyalty on the part of 
customers, and less and less loyalty 
among dealers. 

I am aware that some manufac- 
turers have declared that they are 
unable to clean up the distribution 
end of the business because their 
hands are tied by the “good-faith” 
bill passed into law last year, 
through the efforts of the dealers 
and the dealers’ associations. 

I simply cannot buy this, be- 
cause the “good-faith” bill was 
the result of the chaotic condi- 
tions existing over the period im- 
mediately before the dealers 
sought legislative relief. No seri- 
ous effort was then evident to 
bring about an improvement. 
Therefore, I say that the law is 
the result, and not the cause of the 

distress that existed and still exists 

with retailers. 


> * * 


Cooperation or Regulation 
Avrossorive NEWS of Sept. 2, 
headlines the fact that dealer 
profits have increased to 1.7 percent 
before Federal taxes, and ONLY 
13 percent of the dealers are in the 
red. Remarkable showing, indeed, 
for an industry with as much in- 
vested and employing as much risk 
capital as a retail trade represents. 
It has been said before, and I say 
it again, that the retailing of auto- 
biles is an enormous business. It 
employs a very substantial amount 





of money, it furnishes employment 
to a great number of people, it 
bears its share of the taxes and, 
above all, it performs a genuine 
service for both manufacturers 
and customers. 

For all of this, it is entitled to a 
reasonable return. Mark you well, 
this: There will be a fair return, 
and 13 percent of the dealers will 
NOT continue to operate in the 
red. 

It would be well, indeed, for 
factories and dealers to get to- 
gether and agree to make a re- 
spectable business of the retailing 
of automobiles, so that a dealer 
could keep his rightful place and 
hold his head up and be assured 
of a reasonable return on his 
investment and the work that he 
puts into it. 

If this cannot be accomplished 
within the industry, then we can 
look forward only to outside regu- 
lation, such as in other industries 
which now are operating under 
rules set up by the Government, 
rules that became necessary for the 
protection of the public. 

I hope sincerely that this will 
not be necessary, but just as sin- 
cerely, I believe that regulation 
will come if we prove that we. can- 
not clean up our own house, The 
public is already beginning to suffer 
in spots. 
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Dealers tell me 


Lead New York State Dealers— 







New officers and new directors of the New York State Automobile Dealers Assn., elected at the annual convention at Kiamesha 
Lake, N. Y., are, seated, from left, J. E. Sayles (Pontiac-Cadillac-International), Suffern; Nelson K. Mintz (DeSoto-Plymouth), Staten 
Island, outgoing president who becomes a life director; John G. Dorschel (Buick), Rochester, first vice-president; Andre Bigsbee 


(Ford), Saratoga Springs, 


president; Walter E. Heingartner (Chevrolet), Brooklyn, second vice-president; R. Harold Craig (Dodge- 


Plymouth), Albany, treasurer (reelected); Sperry W. Miner (Oldsmobile), Buffalo, immediate past president during Mintz’s tenure 


as president. Standing: Leo L. Linehan (Oldsmobile), New Rochelle; 


Walter A. Shelp (Chevrolet-Cadillac-Oldsmobile), 


Albion; 


Harvey M. Stewart (Edsel), Syracuse; Edward Tunmore (Oldsmobile), Buffalo; M. H. Yager (Pontiac), Albany; George N. Shivery 
(Ford), Kingston—all elected new directors; and John J. Evers jr., Albany, executive vice-president. Not appearing in the photo- 
graph are Samvel S. Giles (Chevrolet), Port Jefferson, secretary (reelected); Wesley Van Benschoten (Dodge-Plymouth), Pough- 
keepsie, assistant treasurer (reelected); James J. Clarkeson (Lincoln-Mercury), Schenectady, third vice-president, and Paul Hille- 
boe (Lincoln-Mercury), Saratoga Springs, director. 





Pennsylvania Panel .. . 





More Dealer Business 
Seen in Next 9 Months 


By George E. Shelley 
Staff Correspondent 

READING, Pa —(UTPS) —Opti- 
mism that automobile dealers can 
expect increases in business during 
the last quarter of this year and 
probably for the first half of 1958 
was expressed last week by speak- 
ers kicking off a series of regional 
meetings sponsored by the Pennsyl- 
vania Automotive Assn. 
However, the same speakers 
warned that steps will have to be 
taken to cut expenses, an effort 
made to make more profit on 
present volume of business and 
that adjustments will have to be 
made in customer labor rates to 

meet rising costs. 
First in a series of 18 sessions 


California Bans 
‘Fine Print’ on 
Installment Pacts 


SAN FRANCISCO.—The Cali- 
fornia law governing installment- 
sales contracts has been revised 
and now prohibits “fine-print” 
clauses. 

According to the Motor Car Deal- 
ers Assn. of San Francisco, all 
material on the contracts must be 
printed in type no smaller than six 
point (a type size slightly smaller 
than that used in most news- 
papers). 

Other changes in the code listed 
by the association include: 

The names and addresses of all 
persons liable shall be listed on the 
contract and they shall be given 
five days’ notice of intent to sell a 
repossessed vehicle. 


Alberta Dealers 
Convene Sept. 25 


EDMONTON, Alta. — Clarke 
Simpkins, Vancouver, president of 
the Federation of Automobile Deal- 
er Assns. of Canada, will address 
the annual convention of Alberta 
Automobile Dealers Assn. here 
Sept. 25-26. 

Among other speakers will be 
Premier Manning; Howard B. 
Moore, executive vice-president and 
general manager of FADA; Frank 
W. Mills, AADA president; Ron 
Henderson, safety director of the 
Workmen’s Compensation Board, 
and Paul M. Millians, vice-presi- 
dent of Commercial Credit Co., 
Baltimore. 


|to be conducted by PAA on the 
subject, “Management, Expenses, 
Profits,” the Reading session met 
with enthusiastic dealer response. 

E. W. Parkinson, Harrisburg, 
PAA’s assistant manager, led off 
with a talk on “Customer Labor 
Trends and Personne! Tips.” 

“How to Make More Profit on 
Your Present Volume of Business” 
and “37 Ways to Cut Expenses” 
were the topics of talks given by 
John B. White, Philadelphia (Ford), 
and H. L. Peterson, Jenkintown, 
(Oldsmobile), respectively. 

Alternating with White and 
Peterson at other regional meetings 
will be: 

Forest E. Bowles, York; C. A. 
Dailey, Erie; Dave Reese, Drexel 
Hill; Paul Ruch, Clearfield; E. A. 
Sahli, Beaver Falls, and David H. 
Smith, Washington, Pa. 

In his talk, White, former presi- 
dent of PAA, said, “You and I must 
know today whether we made a 
profit yesterday and where we made 
it or where we lost it. We must 
have a monthly forecast and a daily 
operating control.” 

The speaker declared that “con- 
trol of expenses can be the differ- 
ence between profit or loss.” 

Citing ways in which to reduce 
expenses, Peterson said, “We sin- 
cerely believe that a sensible and 
realistic approach to the control of 
expenses in managing your business 
is One sure way for you to retain a 
greater profit. 

“When a question is in your mind 
as to whether or not money should 








the Navy League of the U. 


Life Insurance Co. has 





On the House . . . 


Some Detroit dealers report they’re being be- 
sieged by out-of-town new-car dealers (and a few 
bootleggers, too) who are seeking 1957 models to 
sell before the '58s come out. The Detroit dealers 
(in the hot lines, of course) 
stretch their stock out to within a couple of weeks 
of new-model announcement, compared with about 
a six-week shortage a year ago... . 

Utah dealer association is sponsoring an inno- 
vation in automotive sales training, a 10-week 
course for prospective and present salesmen held 
in a Salt Lake~City business school. Staff mem- 
bers of the business college will be supplemented 
by iuiidiiiadastens of auto retailing and allied industries, says Elias 
J. Strong, manager of the Utah association. . 
Ford dealer in Oxnard, Calif., has been named national director of 
8. in Southern California. . . . 

James Meagher (Chevrolet-Olds) and Don Essen (Chevrolet) have 
been appointed to succeed the late Harry T. Gooch and William 
Rasmussen jr., as directors of Missouri association. . . 
available for interested persons an excellent 
training film for business letterwriters, called “Dear Mrs. Calvin.” 





be spent for some particular expense 
item, ask yourself this question, 
‘Will it sell cars?’ If the answer is 
in the affirmative or negative, your 
course of action is set.” 

He suggested that “a standard 
procedure be established for the 
preparation of cars for delivery 
and, where volume justifies, one 
or more men be employed to 
perform this work outside of your 
regular service department opera- 
tion. 


“Not only can you hire less ex- 
pensive men, but by standardizing 
the various operations, some that 
are unnecessary can be avoided and 
the 1,000-mile inspection would take 
care of minor discrepancies.” 

Savings on delivery expenses 
could also be realized by making a 
car “commercially acceptable” in- 
stead of putting it into “museum- 
piece” condition; delivery of a new 
car with about a half tank, instead 
of a full tank of gasoline, and mak- 
ing what the owner feels are needed 
adjustments after the car has been 
driven a few thousand miles since 
no two customers will place em- 
phasis on the same things. 

Peterson also suggested that ac- 
cessories and other items of equip- 
ment prior to delivery of a new car 
be made by the same personnel 
preparing the cars for delivery. 

He warned that the dealer or 
salesmen should avoid a tendency 
toward generosity when a sale is 
made by giving the customer some 
small accessory or installing some 
extra accessory at no installation 
fee. 

“We just can’t continue to in- 
crease volume to get more profits; 
we have beaten that ‘old dog’ to 
death,” Peterson declared. “Every- 
one can’t be a volume dealer, but 
We can, by careful scrutiny of our 


expenses, good management and 
careful planning, reduce our ex- 
penses.” 










say they hope to 











A. J. Dingeman, 
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—Perte Wemuorr, Editor, 
Automotive News 




















' 















4 





AUTOMOTIVE NEWS, SEPTEMBER 23, 1957 


U. of Mich. Conducts Survey. . . 





Study Finds Motorists 
Buy Every 3 Years 


ATLANTIC CITY, N. J.—Most|older models, The rest owned no 
car owners are in the market for| car either time. 


an automobile at least once every 
three years, even though they be- 
lieve their present model is in good 
condition. When they buy, most 
trade up just a few model years. 

Those were among the findings 
of a three-year study on car- 
buying intentions and actual pur- 
chases presented to the American 
Statistical Assn. by three Univer- 
sity of Michigan researchers. 

The study included five inter- 
views with a panel of more than 
700 families between June, 1954, 
and February, 1957. It was con- 
ducted by Charles Lininger, Eva 
Mueller and Hans Wyss, of the U. 
of M. Institute for Social Research. 

During the 32-month study, 42 
percent of the families were in the 
market for a car at least once. An 
additional 14 percent bought twice, 
while 4 percent purchased three or 
more times. Another 22 percent 
owned cars but did not buy, while 
18 percent did not have an auto- 
mobile. 

Some further findings: 

1, Purchases were most frequent 
among families who owned older- 
model used cars. Four out of five 
families in this group bought a car 
between 1954 and 1957, with seven 
in 10 getting a used model. 

2. Among car owners, purchases 
were least frequent for families 
with a late-model new car, Even 
so, nearly two-thirds of this group 
bought cars, with more than half 
buying new models again. 

3. Purchases were least frequent 
among those who owned no car at 
the start of the study—but one in 
four of this group managed to buy 
a@ used car by February, 1957. 

In general, the researchers said, 
“Americans change cars frequently, 
each time buying a car which is 
only a few years newer than the 
one they replace.” 

Thus, the study found about 36 
percent of the families had cars of 
about the same age—in model years 
—at the end of the study as they 
did in 1954. About a fourth had 
newer cars, but 20 percent had 


Williams Succeeds 
Cronin as AMA 
Manager Nov. 15 


DETROIT.— Harry A. Williams 
has been named to succeed William 
J. Cronin as managing director of 








H. A. Williams W. J. Cronin 


the Automobile Manufacturers 
Assn. when Cronin retires on Nov. 
15. 

The AMA board has approved 
Cronin’s wish to retire when he 
reaches 65. He joined the associa- 
tion staff in 1933 and was named 
managing director in 1948. 

Williams was associate editor of 
Automotive News before joining 
AMA in 1942 as editor of Automo- 
bile Facts. He was named director 
of information in 1949 and became 
public relations director in 1952. 

The changes were announced by 
AMA President George Romney. 


Humphrey Heads Board 
For Milwaukee Show 


MILWAUKEE. — Mure! Hum- 
phrey, Humphrey Chevrolet Co., 
has been named general chairman 
of the 1958 Milwaukee Auto Show 
by L. P. Hartung, Hartung Motors 
(Nash), president of the Milwaukee 
County Automobile Dealers Assn. 

The show will be held in the Mil- 
waukee auditorium and arena Feb. 
8-15. 





How far ahead do people plan 
to buy a car? 

The study found the length of 
planning ranged from a few days 
to more than a year. Among those 
families who said they planned to 
buy a car in June, 1954, more than 
half had done so a year later and 
more than three-fourths had bought 
a car by December, 1955. 

On the other ‘hand, 30 percent 
of those who said they did not 
plan to buy in June, 1954, did 
buy one by December, 1955, Most 
of these families bought their 
cars after December, 1954, 

In general, the researchers found, 
new-car purchases are planned 
more often than used-car buying— 
but the rate of fulfillment is about 
the same in each case. “Under the 
present liberal credit terms,” they 
said, “the anticipated method of 
financing does not affect fulfillment 
of plans. A substantial change in 
credit terms could alter this, how- 
ever.” 

For those who are interested in 
forecasting the auto market, the 
researchers asserted, planned pur- 
chases represent a more substantial 
problem than do intentions to buy, 
whether or not the intentions are 
realized. 


Mack Will Build 
West Coast Plant 
In California 


PLAINFIELD, N. J. — Mack 
Trucks, Inc., has announced it will 
build a major manufacturing plant 
at Fremont, Calif., about 33 miles 
southeast of San Francisco. 

“The increasing demand for 
Mack equipment in the western 
states has made this a priority 
project in our expansion program,” 
said P. O. Peterson, Mack presi- 
dent. “The West is one of the fast- 
est growing areas in the U. S., and 
a production plant in that region 
will greatly facilitate service to our 
many western customers.” 

The plant will be constructed on 
a 50-acre site, he said. 

“We also have taken an option on 
an additional 50 acres of land ad- 
joining the plant site to permit ex- 
pected future expansion needs,” 
Peterson said. 

He said future plans also call 
for construction of a large parts 
depot at Fremont, executive offices 
and extensive service facilities. 

Mack, whose sales have more 
than doubled in the last two years, 
has six sales and service branches 
in the Far West. They are at Los 
Angeles, San Francisco, Portland, 
Seattle, Salt Lake City and Eugene, 
Ore. 


American Debut— 


The Toyopet, first car to be exported 
by Japan, arrives in Los Angeles to 
undergo market research tests. Toyota 
Motor Co., manufacturer of the automo- 
bile, is establishing sales offices in Los 
Angeles and will soon expand through- 
out the country. The Toyopet is approxi- 
mately 15 feet long, 5% feet wide, and 
5 feet high. 





Directors of Wyoming Dealer Group— 


Four new directors joined the board of the Wyoming Automobile Dealers Assn. at 
the annual convention in Sheridan. Left to right are Eddie Krumm, Cheyenne; Ward 
Myers, Lovell; William Riley, Sheridan, a holdover; Carl Halladay, Cheyenne, retiring 


president, and Mel Collier, Casper. 
oe * * 


* * * 


Stringent Code of Ethics 
Is Proposed by Chaffin 


SHERIDAN, Wyo.—-A dealer code 
of ethics under which a violator 
would be subject to loss of his 
franchise was proposed at the 2ist 
annual convention of Wyoming 
Automobile Dealers Assn. 


Dean Chaffin, Bozeman, Mont., 
NADA vice-president, outlined 
the plan to eliminate unethical 
practices by what he termed a 
minority group of dealers who 
hurt not only themselves but 
those with “clean houses.” 


Chaffin, a Chevrolet and Buick 
dealer, said dealers who live up to 
the code should be publicized 
through approval by NADA, as 
travel accommodations are ap- 
proved by AAA. 

Thus, he added, the public would 
learn to patronize only those deal- 
ers from whom they would be sure 
of receiving fair treatment, The 
code would cover operations from 
manufacturer to dealer to cus- 
tomer. 

Chaffin urged dealer support of 
NADA and said he felt its activities 
should remain on the national level. 
One of its.most important jobs, he 
added, is public relations. 

John Hahn, Detroit, used-car 
reconditioning manager for Chev- 
rolet, said dealer failure to re- 
condition tradeins as quickly as 
possible resulted in a business 
loss averaging $4 a day. 

If the car is reconditioned rapidly 
and put on the sales rack, he said, 
it usually can be sold within three 
or four days. 

“If it looks good and runs good, 
people will buy it,” Hahn said. 

W. C. Hamilton, Washington, di- 
rector of publications for NADA, 
urged a cleanup campaign against 
advertising that is “false, mislead- 
ing and deceptive.” 

“You can and should agree that 
you are going to tell the truth 


Mechanic Builds 
Museum for 
Antique Autos 


IONA, Ont. — Fred Hurst, a me- 
chanic with an interest in old-time 
automobiles, is building a car mu- 
seum—one of the first in Ontario. 


Some of his neighbors in this vil- 
lage 11 miles southwest of St. 
Thomas are so enthused about the 
project that they have staged sev- 
eral “bees” to speed completion of 
the hangar-like structure. 

“They want to hold a dance in it 
the night before we move in the 
cars,” explained Hurst with a grin. 

An eye-catcher will undoubtedly 
be a 1914 fire truck used in London, 
Ont. A 1918 model Hart-Parr farm 
tractor, representing mechaniza- 
tion in the agricultural] field, will 
also be on exhibit. 

Undergoing repairs is a natty 
1904 Kennedy which appears to 






have been made in Stratford, Ont. | (Dodge-Plymouth), executive director; Paul 


Solid carriage wheels and a buggy 
chassis show that the designer con- 
sidered the vehicle a true horseless 
carriage. Newest exhibit is likely 
to be a 1929 Nash, 


about prices, that you are going 
to stop all nonsense that leads 
to public confusion. 


“There is an honest value for an 
auto and if your pricing methods do 
not stand the pricing test, then 
dishonesty is being put into prac- 
tice.” 

Citing auto statistics on Wyom- 
ing, Hamilton said 112,000 passen- 
ger cars were registered last year 
and 12,000 new autos were sold. 

He said 14.4 percent of the state’s 
labor force work in car dealerships 
or garages; 19.8 percent of the 
state’s income is spent in the auto 
industry and 368 of all taxes 
received by the State come from 
some phase of the auto industry. 

Hamilton said the average net 
profit for dealers before taxes is 

1.7 percent. Dealer profit in 1956 
was estimated at 8 of one per- 
cent, he added. 

Rex Wirthlin, Afton, was elected 
president of the association, suc- 
ceeding Carl Halladay, Cheyenne, 
who will serve on the board of di- 
rectors. 


George Sturholm, Rock Springs, 
was named first vice-president, and 
H. P. Nagel, Casper, second vice- 
president. Leo I, Herman, Chey- 
enne, was renamed secretary- 
manager. 

Others named to the board were 
Mel Collier, Casper; Eddie Krumm, 
Cheyenne, and Ward Myers, Lovell. 
Holdover directors are William 
Riley, Sheridan, and George Gillis, 
Torrington. C. E. Webster, Cody, 
will continue as national director 
from Wyoming. 

Saratoga was chosen as the 1958 
convention site. 


Plan Houston Auto Show— 


Members of the executive committee for the fourth annual Houston National Auto- 


—- 


‘Fall Boom’ Keep 


y |Cleanup Steady 


°57 Sales Also Aided 
By Price-Hike Talk 


(Continued from Page 1) 


ment of that “new pattern” of 
which Ford spoke. 
+ * ” 

ie THE used-car field last week, 

overall average prices of used 
cars sold at wholesale auctions de- 
clined $10 from the previous week 
to level off at $852. 

It was the second week in a row 
in which there were no price in- 
creases among any of the individ- 
ual models. In that two-week 
period, however, the average price 
of ’51s has failed to budge from 
the level established three weeks 
ago. 

Declines last week were as fol- 
lows: ’56s, down $25 to $1,499; ’57s, 
down $18 to $2,085; ’54s, down $12 
to $806; ’53s, down $10 to $498; '52s, 
down $7 to $331; '55s, down %6 to 
$1,180, and ’50s, down $1 to $185. 

New lows were established by the 
prices of ’57s, ’56s, "54s and ’53s. 
Strongest models, pricewise, over 
the past three months have been 
‘55s and ’50s, both of which sagged 
to the year’s lowest prices early 


last June. 
= = = 


Reports of °58 Price Hikes 


Spur Car Sales in Canada 


OTTAWA. — Dealers say reports 
that prices of 1958 models may go 
up 3 to 5 percent are causing more 
customers than usual to shop for 
cars this September. 

Dealers generally believe higher 
prices will not cut into sales and 
that the impact may be softened by 
a reduction in Canada’s excise 
taxes. 


Anderson Asks 
New GM Trial 


SEATTLE.—M. O. Anderson has 
asked for a new trial in his $4- 
million suit against General Motors, 
growing out of termination of his 
Buick distributorship in 1953. 

His lawyers claimed there were 
irregularities in the Federal court 
trial which ended Aug. 28 with 
Anderson being denied any dam- 
ages. 

In his suit against GM, Anderson 
charged he was first urged to ex- 
pand his distributorship and then 
found his working agreement 
cancelled. 


Wolverine Ups Flynn 

DETROIT. — Richard B. Flynn 
has been appointed manager of the 
East Central sales district for Wol- 
verine Tube division, Calumet & 
Hecla, Inc. He succeeded Jack EL 
Smith, now manager of districts 
for the company. Flynn joined Wol- 
verine in 1939. 





mobile Show include, from left, Judge Ralph Fowler, show coordinator; Albert Berry 


Boesch, of the Houston Variety Club, and 
Floyd Willard, president, Rotary Activities, Inc., originators and sponsors of the show. 
Proceeds from the show, to be held Jan. 25-Feb. 2 at the Sam Houston Coliseum, will 
go to the Variety Boys Club and to Little League Baseball. Committeemen Lindsey G. 
Russell (Ford) and Ivan Frizell (Pontiac), who, along with Berry, represent the Houston 
Automobile Dealers Assn., are not pictured. 






an open letter to america’s quality authorized dealers: 
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oles QUALITY 
AUTHORIZED DEALERS OF AMERICA: 
fol- 
aa We may as well face the facts right now. The retail automobile business is in the greatest "sea of 
’52s, confusion" in its history. Quality Dealers are floundering for survival. The time has come when you, 
A, and every individual Dealer who has not already done so, are faced with making a "decision" to: 
» the 1. Join the ranks of the wild, misleading prices, gimmick, come-on type of Dealer. 2. Endeavor to 
oa continue as a reputable Dealer in your community. 3. Close up shop. 
been 
= As a reputable Quality Dealer in your community, are you going to stand idly by and allow a small segment 
of the industry, caring nothing about "serving the owner after the sale", destroy the Authorized Dealer 

k System which has been responsible for building the nation's greatest industry? 

es 
da If you have made the "“decision"--- where do you stand? Do you remain as a reputable Quality Authorized 
— Dealer? Do you join the ranks of the Dealers who do not respect their obligation to their owners in their 
nore own community, but instead cause confusion and distrust by raiding the locality of their brother Dealers? 
) Se Or do you "call-it-a-day" and quit? 
gher 
ia Have you told your factories through the representatives who call on you how you stand on this matter? 


<cise How does the manner in which you conduct your business affect your family and the respect of your fellow 
businessmen? If you have any salesmen who have not already given up in utter disgust, call them together 
and ask them how you can remain a Quality Authorized Dealer, and they as ethical salesmen, and compete 
with the vicious merchandising practices carried on by a small minority of Dealers...practices which cast 
suspicion and distrust on all Dealers and their salesmen. 


has 
seal If you have made the “decision” to remain a Quality Authorized Dealer, then you should be vitally interes- 
his ted, as thousands of other such reputable Dealers across America are, in the Owner Assurance Service Plan 
oil sponsored by the Authorized Dealer Survival Association. 
ourt 
a ADSA's sole purpose is to join hand-in-hand Quality Dealers in every community in America, and present 
a solid front to our factories, believing, when realizing our plight, they will come to our relief by 
_— adopting the Owner Assurance Service Plan or a Similar one which will accomplish the same results... 
then a plan that will control or eliminate the disastrous merchandising practices of cross-selling, birddogging, 
nent bootlegging, referrals, etc. carried on by a few Dealers, which is depriving the owner of proper service 
after the sale and destroying the Quality Dealer and his salesmen, 
lynn The Authorized Dealer Survival Association is the only organization in the nation which is in a position 
a to present such a plan that, when adopted by the factories, will stabilize our deteriorating industry. You 
t & can no longer depend upon your regular Associations to correct these merchandising evils because their 
oe membership is made up of all kinds of Authorized Dealers who are divided in their opinions as to the method 
Vol- of automotive merchandising and servicing. 


It's a matter of "decision", as William Shakespeare said in the 16th century: 


"To be or not to be, that is the question: Whether ‘tis nobler in the mind to suffer 
The slings and arrows of outrageous fortune; Or to take arms against a sea of troubles, 
And by opposing end them?" .. . Hamlet 


In closing may we emphasize that no regular organized Dealer Association need have any fear that this 
Association desires to usurp any of their prerogatives or duties in representing Dealers on non-controversial 
matters that are of general interest to all Dealers alike. When our purpose is accomplished, ADSA will be 
dissolved and any funds remaining in the treasure will be distributed back to members on a pro-rata basis 

of their contribution to the total. 


If you are a Quality Authorized Dealer . . . and your "decision" is to "join hands" with other Quality 
Dealers across the nation in this great movement . .. answer this letter today! 





Sincerely yours, 


Caathonyet Mestis dasedsiut hsreittia!, 





"dedicated to serving the owner after the sale" 
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By Kentucky Dealers .. . 





Responsibility Clause Urged 


By A. W. Williams 
Staff Correspondent 


LOUISVILLE. — Auto producers 
should hold dealers responsible for 
the cars they sell, the Kentucky 
Automobile Dealers Assn. declared 
last week. 

A resolution passed by KADA’s 
annual convention here urged a 

service-responsibility clause in 
sales agreements between the 
factory and dealers. 

Another resolution called for 
adoption of an auto title law in 
Kentucky. 

NADA President Frederick M. 
Sutter told the Kentuckians that 
Detroit could stamp out bootlegging 
if it so desired. Cars are sold one 
at a time and records should be 
available as to their sale and where 
they go, he said. 

Cc. E. Brents, of Lebanon, presi- 
dent of KADA, told the dealers: 

“Not every dealer can be a 
Ford, a Curtice, a Colbert, a 
Romney, a McCaffrey, but every 
dealer has a comparable obliga- 
tion and opportunity to so per- 
form that he will reflect the 
ability of such men in his opera- 
tions.” 

Sutter, made an honorary Ken- 
tucky colonel while here, said that 
a compulsory code of proper serv- 


serviced, are road hazards. 

On the franchise system, Sutter 
declared that Detroit needs the 
franchised dealer and cannot afford 
to work any other way. 

Sixty percent of car sales are in 
metropolitan areas where fran- 
chised dealers are strong, he said. 

Brents told his audience: “I 
know of no other retail business 
which possesses the challenge for 
profit as does the selling of auto- 
mobiles on a businesslike basis. 

However, since 1953, this wonder- 

ful business has deteriorated to a 

point of almost no return due to 

a selfish and gluttonous attitude 
of some people. 

“Whether you sell 50 cars a year 
or 5,000, whether you conduct your 





Canada Plant Going Up 

OTTAWA. — Canadian Pollard 
Bearings, Ltd., subsidiary of Pol- 
lard Bearings, Ltd., of Ferrybridge, 
England, has completed first con- 
struction phase of a multimillion- 
dollar manufacturing plant in Oak- 
ville, Ont. Production is expected to 
start within 18 months. 


Regulation W Won *t Solve 
Inflation, Credit Group Says 


WASHINGTON.—Rising install- 
ment credit can’t be blamed for in- 
flation so use of Regulation W-type 
controls will fail to halt rising 








economic problem” but added that 
“the root cause of the current in- 
flation must be sought in factors 
other than installment credit.” 


icing for new cars “may be en-| business at the crossroads of an 
tirely possible and necessary.” He | isolated county or in the heart of 
said that bootleg cars, improperly | America’s largest city—this is not 
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prices, according to the National 
Foundation for Consumer Credit. 


The foundation’s opinion was 
expressed in a letter to Senator 
Joseph C, O'Mahoney, Wyoming 
Democrat, after the senator 
called for a revival of controls 
similar to Regulation W, which 
expired May 8, 1952. 

The foundation said consumer 
Prices expanded at the rate of .03 
percent a month in 1955 and went 
up at the rate of .32 percent per 
month in the first half of 1957. 

On the other hand, the letter 
said, the amount of consumer credit 
outstanding went up at the rate of 
$454 million, or 1.93 percent, in 1955 
while it climbed $132 million, or 
42 percent, per month during the 
first half of 1957. 

“Thus, while installment credit 
outstanding is currently increasing 
at about only one-fifth the month- 
ly percentage rate recorded for 
1955, consumer prices are rising at 
10 times the monthly percentage 
rate recorded for that year,” the 
foundation said. 

Prices of consumer durable 
goods, those most often paid by 
instaliment credit, rose 4 per- 
cent during 1956 while prices of 
nondurable goods went up 1.01 
percent and those of services by 
2.38 percent, the foundation said. 

The foundation said it agreed 
with O’Mahoney that inflation “is 


the nation’s number one internal! Humphreys said this spending 





Poster for San Francisco Auto Show— 


Promotional poster for the 32nd San Francisco International Auto Show, sponsored 
by the Motor Car Dealers Assn. of San Francisco, is shown by Thomas Rooney, from 
left, managing director of the show; Cecil Whitebone, association president, and 
George Olsen, show committee chairman. Drawings for exhibitor space at the show, 
fo be held Nov. 29-Dec. 8 at San Francisco's Cow Palace, took place last week. 





Imports Take 5.76% 
Of Denver Market 


DENVER. — Imported makes 
accounted for 5.76 percent of all 
new-car registrations in Denver 
during August, by claiming 84 
units out of a total of 1,459. 

foreign make was 
Renault, which took 0.96 percent 
of the market. Foreign cars com- 
bined were exceeded by individual 
totals of only Ford, Chevrolet, 
Plymouth and Oldsmobile. To- 
gether, imports outsold such 
makes as Pontiac, Mercury, 
Dodge, Buick and all others. 





so meaningful as the manner in 
which you operate, the philosophy 
within which you work, the mental 
scope to which you permit your 
mind to ascend.” 

William M. McCune, a Ford 
dealer in Kittanning, Pa., asked, 
“Are You Multiplying Profits or 
Losses?” In his address he asserted 
that many dealers are too inter- 
ested in volume and do not pay 
enough attention to profit-and-loss 
data. 

Human relations between em- 
ployer and employe were discussed 
by Dr. J. Donald Phillips, president 
of Hillsdale (Mich.) College. He 
also asked why dealers are reluc- 
tant to get up and express them- 
selves at conventions. 


Among the reasons, he said, are 
indifference, timidity, lack of | 
knowledge of the subject being | 
discussed, fear of criticism, fear 
of taking a minority viewpoint 
and a reluctance to question ex- 
perts. 

Phillips contended that there is 
a great need in industry for every- 
one from porter to management to 
talk out loud. 

John E. Binns, director of NADA 
management services, told the deal- 
ers they face three challenges for 
the future. He listed them as re- 
gaining public confidence, providing 
quality service and helping the in- 
dustry constantly to produce better 
cars. 

Orville R. Harrod, State NADA 
director, chairmanned an afternoon 
session at which Frank Lane dis- 
cussed sales managers and sales- 
men, division of authority and clos- 
ing of deals. Lane is general 
manager of Barry Pate Co. (Chev- 
rolet), Washington. 

The session also included a dis- 
cussion of selling in a small town 
and selling in a metropolitan 
area, led by Charles R. Cronin, 
Mount Healthy, O., and John E. 
Cronin, Cincinnati. The Cronins 
are brothers, and both are Ford 
dealers. 

In a closing address, Lew Ullrich, 
KADA managing director, discussed 
the association's 16 years of service. 
He noted that the organization 
began with assets of $60 ($30 
pledged by each of two dealers) 
and has had a peak membership of 
600. Plaques were presented to past 
presidents of the association. 








U. S. Rubber Lists Coals... 





$120 Million for Research 


By Joseph M. Callahan 
Engineering Editor 


WAYNE, N. J.—U. S, Rubber Co. 
plans to spend at least $120 million 
on research and development in 
the next five years, according to 
Harry E. Humphreys jr., president. 


Speaking last week at the dedi- 
cation of the company’s new $4- 
million research center here, 








program at the firm’s 22 labora- 
tories had three objectives. 

“One of these objectives,” he de- 
clared, “is to develop passenger car 
tires of such superior quality that 
they will give entirely safe, trouble- 
free performance at turnpike 
speeds. Such a tire at popular prices 
would permit elimination of the 
spare tire on both new and used 
cars.” 

Commenting on the three types 
of synthetic tires which U. S. Rub- 
ber exhibited as possible tires of 
the future, he said each had dra- 
matic advantages over present tires. 

“It is too early to predict if one 
of these will fulfill our five-year 
goal, or if still another type we 
have not yet discovered will be 
the champion. However, we feel 
confident we are on the verge of 
a new breakthrough toward su- 
peiror materials, tire design and 
tire construction. 

“Another main objective is to 
bridge the gap between rubber and 
metals. We are working on a whole 
new list of rubber types and a 
whole list of plastics as well as 
blends of the two. These will pro- 
vide a range of hardness, toughness 
and stretchiness all the way from 
rubber to metals.” 

“The third objective,” he con- 
tinued, “is to unlock the wealth 
of atomic energy as it applies to 
our industry. We have already 
found ways to use radiation to 
eure rubber. We see a flood of 
new materials, including rubber 
and plastics, resulting from 

(Continued on Page 45, Col. 3) 


BUICK — '57 Century conv., 


* Hardtop, $1,030*; 


CADILLAC—’57 


CHRYSLER- 


DODGE 


Used-Car Bulletin from Detroit ... 


Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday. ) 


Sept. 18 


(Sold 179 cars out of 278 consign- 
ments.) 
$2,350* 
(ps); Hardtop, $2,185* (ps); Special 
Hardtop, $2,100*. °56 Special 2-dr., 
$1,675*. °56 Super Hardtop, $1,300* 
(ps); Special Hardtop, $1,300*, $1,- 
2-dr., $1,015*. '54 Special 
Century Hardtop, 
$995*; Super Hardtop, $750*. ’53 
Super Hardtop, $375*. '37 sedan, $290. 
(62) coupe, $4,000* 
'54 (60) sedan, $1,920* (ps); 
$1,800* (ps). 


225* (ps); 


(ps). 
(62) conv., 


CHEVROLET—’'57 Bel Air (8) Hard- 


top, $1,870*; Two-ten (8) 2-dr., $1,- 

700*, °56 Bel Air (8) conv., $1,540*; 

sedan, $1,445*, $1,375*; Two-ten (8) 

station 2-dr., $1,- 

155; Two-ten (6) 2-dr., $1,210, $1,- 

160; One-fifty (6) 2-dr., $1,100. °55 

Delray 2-dr., $1,200*; Two-ten station 

wagon, $1,120*, $1,100; sedan, $1,- 

090*, $1,030; Two-ten (6) 2-dr., $805; 

Bel Air (8) 2-dr., $1,070; Bel Air 

(6) 2-dr., $950. °54 Two-ten 2-dr., 

$805; One-fifty 2-dr., $365. ‘53 Bel 

Air 2-dr., $700* (ps), $575*: Two-ten 

sedan, $465, $445* (ps), $430; 4-dr., 

$365, $337, $335, $310. 

’56 NY Hardtop, $1,615*. 
"55 NY Hardtop, $1,075* (ps); Wind- 
sor Hardtop, $1,075* (ps). °51 NY 
sedan, $100* (ps). 

DeSOTO—'56 Fireflite conv., $1,645* 
(ps). 55 Fireflite sedan, $1,375* (ps). 
‘53 Firedome sedan, $337, $270 

"56 Royal (8) Lancer Hardtop, 
$1,520. °55 Suburban station wagon, 
2 at $1,200; Royal conv., $1,055*; 
Coronet Hardtop, $1,200*; 2-dr., 
$885*. °54 Royal sedan, $780*; Coro- 
net sedan, $670° (ps). ‘53 Coronet 
sedan, $400*. 

FORD —'56 Parklane station wagon, 
$1,710; Country Squire station wagon, 
$1,675*, $1,565° (ps): Fairlane (8) 
Victoria, $1,400*; club sedan, $1,- 
325°; conv., $1,290*%; Custom (8) 
2-dr., $1,240°. 55 Fairlane (8) Vic- 
toria, $1,210°; 2-dr., $1,125*; conv., 
$1,070*;.club sedan, $1,010*; Country 


wagon, $1,480*; 





sedan station wagon, $1,200; Custom 
2-dr., $890*%, $750%, °54 Crest Vic- 
toria, $815*, $705*; sedan, $630*, 
$625; Ranch wagon, $770; Custom 
sedan, $540, $490; Main (8) 2-dr., 
$470, °53 Crest 2-dr., $590, $550, 
$405; station wagon, $590, $510. . 

LINCOLN — ’55 Capri sedan, $1,325* 
(ps). 

MERCURY—'57 Montclair conv., $2,- 
410* (ps). "56 Monterey sedan, $i,- 
725*; Custom Hardtop, $1,500*; 2- 
dr., $1,200*. °55 Montclair Hardtop, 
$1,280*; Custom sedan, $1,215*; 2- 
dr., $830; Monterey sedan Hardtop, 

$1,150, $1,080*, °54 Monterey Hard- 
top, $910; sedan, $735; Custom sedan, 
$675. 

OLDSMOBILE—’57 (98) Hardtop, $2,- 
540° (ps). "56 (98) conv., $2,000*; 
(88) conv., $1,800; Hardtop, $1,850* 
(ps), $1,720*%; 2-dr., $1,525*, $1,470°, 
'55 (98) Holiday, $1,660*; (88) 2-dr., 
$1,550*, $1,360*%; Hardtop, $1,425", 
$1,410* (ps); 2-dr., $1,360*, $1,130*. 
’54 (88) Super sedan Hardtop, $1,- 
070* (ps), $1,000* (ps); 2-dr., $965", 
$925*; sedan, $860*, $815*. °52 2-dr., 
$225. 

PLYMOUTH— 57 
top, $1,360*; Savoy 
110; 2-dr., $990. "55 Belvedere 2-dr., 
$925; Savoy 2-dr., $900*; Plaza 2-dr., 
$670. °54 Belvedere Hardtop, $800, 
$730*; Savoy sedan, $565, "53 Cran- 
brook sedan, $250, $225. "52 2-dr., 
$355*. 50 station wagon, $105. 

PONTIAC—Star Chief Hardtop, $1,910* 
(ps); conv., $1,615*; Chieftain Hard- 
top, $1,380°%; 2-dr., $1,245, $1,015. 
'55 Chieftain station wagon, $1,330*; 
sedan, $975; Star Chief conv., $1,- 
210°. 54 Star Chief Hardtop, $1,175* 
(ps); Chieftain 2-dr., $650°; sedan, 
$515*. °53 2-dr., $575, $545; sedan, 
$395°*. 

RAMBLER—’57 sedan, $1,610. "55 sta- 
tion wagon, $1,145. 

MISCELLANEOUS — '57 Metropolitan 
2-dr., $1,400; Karmann Ghia, $2,100; 
Volkswagen, 2 at $1,725, 4 at $1,700, 
$1,675, $1,650. "56 Volkswagen sedan, 
3 at $1,500. °54 Chevrolet pick-up 
truck, $485. °53 Chevrolet Panel 
truck, $325. 


Belvedere (8) Hard- 
(8) sedan, $1,- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 26, 27, 30, 36, 37. 





Security Pact, Not Law, 


Founder Retires 
At Twin Coach; 
Son Moves Up 


KENT, O.—L. J. Fageol has been 
named board chairman of Twin 
Coach Co., succeeding his father, 








a 
L, J. Fageol 


F. R. Fageol, founder of the com- 


pany, who is retiring. 
William H. Coleman, 


president of the firm. 


The elder Fageol founded Twin 
Coach in 1927 and became chair- 
man in 1945 when his son was 


named president. 


Coleman was formerly president 
of Coleman-Pettersen Co., wire- 
products manufacturer. He cur- 
rently is chairman of Banner 
Metals, Inc., Los Angeles, and Alco 
Oil & Chemica] Corp., Philadelphia. 





Sloggett Heads 


AMC Dallas Zone 


DETROIT.—T. J. Sloggett has 
been appointed manager of Ameri- 
can Motors Corp. Dallas zone, 
according to Roy Abernethy, vice- 
president of automotive distribution 


and marketing. 


An 18-year veteran in the auto 
business, Sloggett succeeds M. C. 
Berner, who resigned. Sloggett 


‘joined the company in 1955. 


Prior to joining AMC, Sloggett 
worked for Studebaker-Packard 





W. H. Coleman 


currently 
associated with the Cleveland in- 
vestment banking firm of Ball, 
Burge & Kraus, has been named 





Is NADA’s Goal—Sutter 


RUTLAND, Vt.— Addressing the 
Vermont Automobile Dealers Assn., 
NADA President Frederick M. Sut- 
ter emphasized that his group) 
hopes to achieve its territorial se- 


curity objectives through agree- 
ments with manufacturers, rather 
than through congressional action. 

In addition to the cross-selling 
question, Sutter also mentioned 
other NADA programs affecting 
the overall field of factory-deal- 
er relations. 

The Vermont dealers discussed 
the subject of closing on Sundays, 
but left it on a voluntary county 
basis. 

Statewide action on this issue is 
contemplated at the next session of 
the Legislature in 1959, 

Raymond 8S, Roberts (Chevro- 
let-Cadillac), Brattleboro, was 
elected president of the Vermont 
association. 

Other new officers are Peter Val- 
Preda (Oldsmobile - Cadillac), Bur- 
lington, first vice-president; Robert 
K. Walker (Chrysler-Plymouth), St. 

Johnsbury, second vice - president, 
and David C. Perry (Ford), Barre, 
secretary-treasurer. 


Service and Food— 


Service with a smile—and a mecl— 
keep prospects satisfied at Nick Corsello 
Sales & Service, Inc. (Dodge-Plymouth), 
Bellevue, Pa. “Cars are my bread and 
butter," says Corsello, right, “but cook- 
ing is my first love.” He proves both 
points daily with the serving of sales 
pitches and luncheon dishes to show- 
room visitors. ‘No doubt about it,” says 
Corsello. “People come in from all around 


Corp. in Buffalo and operated a| for the free lunch, and, believe me, they 


new-car dealership. 


walk out sold on Corsello service!” 
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New Goodyear tire makes roadside tire 
changes unnecessary after punctures 
or blowouts. 


GOODYEAR’S new 3-T Nylon Captive-Air 
Safety tire, with the built-in spare, makes it 
possible for the first time in history to offer 
your customers, their wives and their chil- 
dren virtual freedom from the danger and in- 
convenience of roadside tire changing. 


HERE’S HOW CAPTIVE-AIR WORKS: 





Only the air in the outer Reserve air in the built- 
chamber escapes when in spare supports the 
the Captive-Air tire is car—lets it drive on for 
cut, torn or blown out. 100 miles or more. 


3-T NYLON MAKES IT POSSIBLE! 


Only Goodyear has the Captive-Air because 
only Goodyear has a tire body made with 
triple-tempered, triple-tough 3-T Nylon Cord 
to give motorists a tough first line of defense 
against blowouts and punctures. 

The Captive-Air Safety tire has been tested 
and proved in Detroit. It is now standard or 
optional equipment on some of America’s 
finest cars. Goodyear, Akron 16, Ohio. 


Only Goodyear has CAPTIVE-AIR...the safety tire with the built-in spare! 


GOODFYEAR 


Captive-Air T. M., The Goodyear Tire & Rubber Company, Akron, Ohio 





YUMA» PHOENIX 


204 miles...on four blown-out tires ! 





Dates Bs Ce 


READY TO GO! Our four tires have been blown out with 
chisel and hammer, and we’re set to leave. From now on it’s 
nothing but scorching desert and sprawling miles of parched 
sand and cactus. That 120-degree sun fires the road into a 





138 MILES OUT! The Ola Spanish Trail is no place to be 
left stranded with a tire failure. But we’re not worried—not 
with Goodyear’s double air chamber principle protecting us. 
Our “inner tires’’ carry us safely along. 
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smoldering, blistering hot plate. But we’re safe with the mul- 
ti-ply nylon “inner tires’’ of the new Captive-Air . . . they can 


really take the heat—and this grueling desert test drive 
proves just how well. 





204 MILES LATER! Destination reached . . . not a second 
of inconvenience . . . and we did it on four blown-out Cap- 
tive-Air Safety tires. No damage to the “inner tires’’. . . none 
to the outer tires other than the chisel cuts we made in Yuma. 










MORE PEOPLE RIDE 
ON GOODYEAR TIRES THAN 
ON ANY OTHER KIND! 


This diamond is a tire dealer's best friend! 
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At Minnesota Convention .. . 





Cooperation Held Key 
To Dealer Protection 


By Donald M. Lyons 
Staff Correspondent 

MINNEAPOLIS.—(UTPS) — The 
cooperation and support of all 
dealers and state associations is 
needed if unethical practices are to 
be eliminated in the automotive 
industry, James Moore, general 
counsel for NADA, told the Minne- 
sota Automobile Dealers Assn. 

Speaking before 500 dealers at 
the organization’s annual con- 
vention, Moore made it clear 
that some form of protection and 
regulation is needed to insure a 
“quality-dealer program.” 

“We're all convinced that some- 
thing has to be done,” he said, “but 
what form it will take, we don’t 
yet know.” 

The NADA is currently working 
on the problem, according to 
Moore, and is interested in any sug- 
gestions from dealers and manu- 
facturers. “This thing will take 
time, however,” he emphasized. 

Moore said there was some ques- 
tion as to whether earlier dealer- 
protection measures actually ac- 
complished their purpose. The prob- 
lem, he said, is to put into effect 
some form of dealer protection ac- 
ceptable to the customer, the in- 
dustry and the Government, 

“We think some form of pro- 
tection is necessary to a quality 
dealer program, We're not con- 
cerned with what form the plan 
takes, but we are interested in 
getting the job done,” he said. 

Among other speakers at the 
convention were Elson G. Sims, 
dealer from Vincennes, Ind.; Dr. G. 


Venezuelans Push 
U.S. Car Buying 
To 30,000 Level 


CARACAS, Venezuela. — Vene- 
zuelans are celebrating another 
economic boom year by demon- 
strating the power of their pur- 
chasing dollar to American auto- 
mobile manufacturers. 

It is expected that by the end 
of this year, a record setting 
30,000 new U.S. cars will fill the 
Latin-American republic’s modern 
superhighways. 

This is not so strange because, 
since her oi] boom began, Vene- 
zuela has provided American 
manufacturers with the greatest 
automobile market in South Ameri- 
ca, Today, Venezuela makes up ap- 
proximately 20 percent of world- 
wide foreign market for vehicles. 

U. S. Department of Commerce 
statistics show that, in 1953, Vene- 
zuela spent $213,000,000 for Ameri- 
can machinery and motor vehicles. 
In 1956 she increased this figure to 
a whopping $307,000,000. This 
Means there was almost a 70 per- 
cent increase in these purchases in 
the past three years. | 





Venezuelan Boom— 


American cars are unloaded on the 
docks of the Caribbean port of lLa- 
Guaira, Venezvela, to fill orders in the 
booming, oil-rich country. A record 


~ 30,000 U.S. cars ore expected to be sold 


in the country this year. 


Herbert True, professor of market- 
ing at Notre Dame University; 
Thomas O’Neil, member of the 
dealer policy board, Ford Motor 
Co., and Minnesota’s Gov, Orville 
L, Freeman, 

Sims, too, called for some form 
of dealer protection and expressed 
confidence that it would be ob- 
tained. He added: 

“Recent dealer polls taken in 
several different states, with which 
I have been familiar, indicate that 
dealers are now voting from 70 to 
86 percent in favor of some form 
of service responsibility.” 

Turning to the question of legali- 
ty of service responsibility plans, 
Sims said, “We don’t need any 
Federal] law, regulation, interpreta- 
tion or anything else: all we need 
is a respect for equities in this 
business and a sincere and con’ 
scientious desire on the part of all 
concerned to follow the principles 
of the Golden Rule.” 

Speaking on “Cooperation—the 
Road to Success,” O’Neil cited the 
need for understanding and direct 
communication between the man- 
ufacturer and dealer. 

There is a danger, O'Neil said, 
that the individual dealer may get 
“lost in the shuffle.” Dealer-factory 
problems should be handled on a 
man-to-man basis. 

O'Neil forecast a bright future 
for the automobile industry brought 
on by continued economic and pop- 
ulation growth. He predicts that 
1966 will see 65 million cars on the 
road. 

“The future ahead of us is bright 
both for the manufacturer and 
dealer,” he said. “If we cooperate 
together we can help set the pace 
for the American economy.” 

Minnesota’s Gov. Freeman 
urged the dealers to support fur- 
ther safety measures in automo- 
bile design and engineering. He 
asked them to sell these safety 
features to customers and to back 
the manufacturer in installation 
of more safety devices. 

Referring to the drive to cut 
automobile accidents, Freeman said, 
“If you talk safety and sell safety, 
I'm sure we can do the job.” 

The governor also commended 
the dealers for their cooperation in 
supplying cars to schools for 
driver-training programs. 

Other business at the convention 
included the election of officers, 
with George Graham (Oldsmobile), 
Winona, chosen president to suc- 
ceed R. C. Rinkel (Chevrolet), St. 
Paul. 

Other officers elected were 
John Woodhead (Ford), Minne- 
avolis, first vice-president; W. 
Harold Queenan (Dodge-Plym- 
outh), St. Paul, second vice- 
president; Charles J. Larson 
(Chevrolet-Oldsmobile), Ada, 
treasurer, and Harris Borstad 
(Ford), Detroit Lakes, secretary. 

Leo B. Faricy, St. Paul, continues 
as general manager of the associa- 
tion. 

Queenan was convention chair- 
man, with Woodhead acting as co- 
chairman. Next year’s convention 
will be held in St. Paul. 


Romney Gets Bid 
To Illinois Parley 


SPRINGFIELD, Ill.—George 
Romney, president of American 
Motors Corp., has been invited to 
speak at the 1958 convention of the 
Illinois Automotive Trade Assn. 
here April 10-11. 

Invitations also have been sent to 
Senator A. S. Mike Monroney, Okla- 
homa Democrat, who heads the 
permanent Senate subcommittee on 
automobile marketing practices, 
and Frederick J. Bell, NADA execu- 
tive vice-president. 


2 Plants Consolidated 


teen Mile Rd., Warren, Mich. 
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Dealers’ Sons Gain Retail Knowledge— 





These young men, sons of dealers handling Chrysler Corp. cars or men spon- 
sored by these dealers, attended a special conference at the Chrysler Corp. Sales 
and Service Training Center in Detroit. Shown with L. W. Piot, fifth from left in the 
rear row, sales training director, are, from left, Ernie P. Mason, Malone, N. Y.; 
James C. Bryan, New Castle, Pa.; John Skeels, Pittsburgh; George C. Hadad, Trini- 
dad, Colo.; Clinton |. Schultz, Cody, Wyo.; Ronald W. Noll, Fleetwood, Pa.; Frank 
A. Alter, Detroit; Piot; James H. Murray, Beloit, Kans.; Wayne R. Scholtes, Wilmont, 
Minn.; Nick Husak, Dearborn; Elmer W. Rhodes, Frederick, Md.; Timothy Robertson, 
Keene, N. H. (hidden); Kenneth Wright, Indianapolis; Harry P. Moran, Baton Rouge, 
La.; John W. Komula, Hancock, Mich.; J. Mustafa Ahamad, San Fernando, Trinidad, 
B. W. 1; W. R. Spear, Chardon, O.; William A. Raynal, Detroit; W. Drew Duff, Enon 


Valley, Pa., and Grant U. Davidson, Rural 


Valley, Pa. 





Time Needed to Cure Ills, 
Colorado Dealers Told 


GLENWOOD SPRINGS, Colo. — 
It will take time to cure the ills 
that beset the retail automobile 
business, but NADA is hard at 
work on the problem and welcomes 
any suggestions from dealers and 
factories, James C, Moore, NADA 
general counsel, told the 24th 
annual convention of the Colorado 
Automobile Dealers Assn. 


He said the problem is to 
fashion some form of dealer pro- 
tection that is acceptable to the 
customer, the industry and the 
Government, 

Moore spoke in place of Fred- 
erick J. Bell, NADA executive vice- 
president, who was unable to at- 
tend because of illness. 

Moore added: “We think some 
form of protection is necessary to 
a quality dealer program. We're 
not concerned with what form the 
plan takes, but we are interested 
in getting the job done.” 

He stressed that the cooperation 
and support of all dealers and state 
associations is needed to eliminate 
unethical practices. 

He noted that some earlier at- 
tempts at dealer-protection policies 
have run into legal complications. 
An example, he said, was the ter- 
ritorial security clauses of the late 
’30s which were dropped in 1949. 

Moore said there was some ques- 
tion as to whether the earlier mea- 
sures actually accomplished their 
purpose. 

Also stressing the value of fac- 
tory-dealer cooperation was 
Thomas J. O’Neil, of Ford Motor 
Co.'s Dealer Policy Board. He 
said the maker-retailer relation- 
ships would continue to grow in 
importance as the number of 
vehicles on the road increases. 
Predicting that 1966 will see 65 


million cars in service, he declared, 
“The future is bright for both deal- 
er and manufacturer, If we co- 
operate, we can help set the pace 
for the American economy.” 

At its annual banquet, the as- 
sociation was addressed by Dr. Carl 
S. Winters, who appeared through 
the courtesy of General Motors. Dr. 
— is a minister in Oak Park, 

1. 


At a business session, the associa- 
tion directed its legislative commit- 
tee to study sales finance laws. 

Although they expressed an 
aversion to government regula- 
tion, the dealers recognized that 
it is necessary to take a positive 
position in the growing problem 
of legislation governing finance 
terms for the purchase of motor 
vehicles. 

In another resolution, the dealers 
commended the State Revenue De- 
partment for tightening motor- 
vehicle inspection procedures, in 
keeping with the inspection law en- 
acted by the 1957 Legislature. 

The dealers also amended their 
bylaws and governing setup. The 
board of directors was reduced 
from 58 to 17 members, 12 of whom 
will be divided equally among the 
State’s four congressional districts. 

The other five directors will be 
the association officers, who will be 
elected at the annual convention. 

William Garnsey Ill, a Ford 
dealer in Greeley, was elected 
president of the organization, 
succeeding Forrest Knox (Chev- 
rolet), Loveland. 

Other new officers are Emil 
Arndt, Durango, vice-president; 
Harry Smoot, Denver, treasurer; 
Robert A. Jackson, secretary, and 
Clive Bradford, Denver, general 
manager. 





Virginia Dealers Elect Officers— 


New officers of the Automotive Trade Assn. of Virginia, elected at a board meeting 
at Roanoke, are, from left, Joe L. Hill (Cadillac-Oldsmobile), Roanoke, secretary- 
DETROIT. — Cadillac Products, | treasurer; J. R. Chapman (Oldsmobile), Richmond, president; Irving Kline (Chevrolet), 
Inc., has consolidated its two plants | Norfolk, first vice-president; Harold Erwin (Ford), Fairfax, second vice-president, and 
into a new building at 7000 E. Fif-|H. Carter Myers (Ford), Petersburg, third vice-president. John C. Swanson (Cadillac), 


Danville, (not pictured), is retiring president. 





Pointers for 58 


Given Dealers 


New-Car Debuts Held 
Spur by Crowley 


LITTLE ROCK, Ark.—Active 
leadership in their businesses plus 
imaginative exploiting of new 
trends in retail merchandising will 
help franchised automobile dealers 
make the 1958 model year a profit- 
able one, the Arkansas Automobile 
Dealers Assn. was told last week. 


Patrick J. Crowley, administra- 
tive assistant to Ivan L. Wiles, 
General Motors executive vice- 
president in charge of dealer re- 
lations, said introduction of new- 
models is an annual event which 
brings improved products “that 
stir the imagination, quicken the 
heart’s longing and unloose the 
purse strings of millions of eager 
Americans.” 

“Many things have changed in 
recent years,” he said. “Few people 
realize, however, that almost no- 
where has change been greater— 
or come faster—than in our buying 
habits.” 


New types of retail outlets and 
new techniques of selling reflect 
this change, Crowley said. The new 
trends grow out of the “new mo- 
bility of the consumer made pos- 
sible by the automobile” and “a 
growth in price consciousness which 
has brought about a new merchan- 
dising philosophy of high volume, 
fast turnover and low markup,” he 
added. 


“Today we hear that the fran- 
chise system of automobile distri- 
bution is being challenged,” he said. 
“Are these new retailing trends 
overtaking us in our own industry? 
Is the system of distribution which 
gave us the automobile about to be 
engulfed by these trends which the 
automobile itself made possible 
and stimulated?” 

Such threats to the system as 
new-car bootlegging, cross-selling, 
and unethical advertising can be 
combatted if dealers will make “a 
realistic appraisal of the problems 
of the market place” and exer- 
cise “personal, active leadership 
in every phase” of their opera- 
tions, he said. 

“In the long run the system of 
distribution which will prevail in 
any retailing field is that which 
brings the greatest value for the 
dollar to the ultimate consumer,” 
Crowley said. “The franchise sys- 
tem has to stand on this principle 
of superior value or it will be 
eventually modified or displaced. 
The public will be the final judge.” 

He suggested that enfranchised 
dealers pay close attention to the 
location and appearance of their 
establishments, to customer parking 
space, to “all aspects of pricing,” 
and to the possibility of more “on 
the spot delivery” sales. 


Delco Engineer 
Says Options Will 
Become Standard 


WHITE SULPHUR SPRINGS, 
W. Va—Many of the electrically 
eperated gadgets now found only 
on luxury cars will become stand- 
ard equipment on low-priced cars 
in the “foreseeable future,” accord- 
ing to Vaughn H. Hardy, chief en- 
gineer of General Motors’ Delco 
Appliance division. 

Hardy addressed the fall meeting 
of the Detroit section of the Society 
of Automotive Engineers here. 

He said today’s cars may include 
as many as 14 electric motors to 
operate such things as windows, 
seats, antennas, trunk latches, con- 
vertible tops, windshield wipers 
and heaters. 

However, he said, this has not 
greatly increased the amount of 
electric power needed by the car. 
These extras are used intermit- 
tently and require only about 4s 
much current as is necessary for @ 
year’s operation of an automobile 
electric clock, he said. 

Looking ahead, Hardy predicted 
the development of such items as 
electric door openers, top flippers 
(to permit entry into low-slung 
ears by lifting a portion of the top 
as the door opens) and electric 
gasoline pumps to help eliminate 
the problem of vapor lock. 
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The Porcelainizing operation is producing 
twice as much profit as any other method in 
practically every Dealership where the choice 
of the appearance product is a top level decision. 

There’s sound reason for this. Porcelainize 
is the top product of its kind, and worthy of 
quality workmanship. It’s the one product that 
car owners ask for when they buy beauty pro- 
tection—the result of a national demand created 
by years of national advertising for the exclusive 


benefit of New Car Dealers. 


. ’ ™ 
yes, it’s true ‘s 


You can double your 
appearance profits with 


PORCELAINIZE 
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Porcelainize is easier to sell—easier to keep 
sold. Satisfied customers—millions of them— 
sell other prospects. It’s a sales chain that makes 
every Porcelainize operation a tremendous 
money maker. 

Is it true that YOU can double your 
appearance profits? You'll never know until you 
try. Such a trial is worthy of a major, top level 
decision right now. You’re in business to make 
profits and Porcelainize is consistently profitable 


business. 


PORCELAINIZE 


the Usild Sandatd fer Fine Aalemobile Appearance 


FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 
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Summary of Hearings 


Is Now Available 


By William Ullman 

Washington Correspondent 
HE Senate subcommittee on auto marketing practices has 
just published a document which belongs on every 
dealer’s bookshelf. It is called a digest, but it is actually a 
summary of testimony delivered before auto investigators 
in early 1956. It boils down 1,205 pages of hearings tran- 


script to a mere 131 pages. oe ; 


This valuable 1 it tle book 
was prepared by the Legis- 
lative Reference Service of the 
Library of Congress, a team of 
experts that writes a big share of 
the speeches delivered before the 
House and Sen- 
ate. As usual, the 
library's writers 
have used excel- 
lent judgment in 
selecting and in- 
terpreting the 
most important 
material in the 
transcript. 

Among other 
things, the digest 
presents sum- 
maries of the 
policy statements of the five auto 





William Uliman 


George Romney, James J, Nance, 
L. L, Colbert, Harlow H. Curtice, 
and Henry Ford II, In addition 
there are reviews of testimony de- 
livered by NADA leaders, NIADA 
executives, lawmakers and dis- 
satisfied car dealers. 

The hearings covered charges 
for transporting automobiles, 
“bootlegging,” retail credit, rela- 
tions between dealers and fac- 
tories and dealer selling agree- 
ments. The easy-to-read summary 
makes it perfectly clear where 
each auto maker stands on these 
questions. 

Individual copies may be obtained 
by writing Senator A. S. Mike Mon- 
roney, U. S. Senate Office Building, 


company presidents at that time—! Washington 25, D. C., and request- 


ing the “Digest of Testimony on 
Auto Marketing Practices.” 


* * * 


Autos for Emergencies 


A FURTHER report on the Census 
Bureau’s 1957 Travel Survey 
reveals that automobiles were used 
for 83 percent of the trips made by 
U. S. civilians during the first 15 
weeks of this year. 

As defined in the survey, a trip 
involves being out of town at least 
overnight or taking a one-day 
round trip to a place at least 100 
miles away. 

Automobiles got the biggest usage 
for personal emergencies, when 
they were used 94 percent of the 
time, They also were used more 
frequently on short trips—100-200 
miles—than they were on the longer 
jaunts. 

More young people, more big- 
city people and more upper- 
income people used autos for 
trips than did other groups. 

For business trips, autos were 
used three-fourths of the time, for 
visits to friends and relatives, 86 
percent of the time, and for vaca- 
tion and pleasure, 84 percent of 
the time. 

The survey showed that the great 
bulk of winter travel is confined to 
the region in which the traveler 
lives. The big exception is the 
Northeast, where 45 percent of the 
days spent in travel were used to 


get to and from Florida. 
* * * 


Britain OK’s Traffic Pact 
HIRTY-ONE nations now have 


Traffic of 1949, according to the 


American Assn, of Motor Vehicle} highway departments the legal 


Administrators. 

Latest nation to ratify the con- 
vention is the United Kingdom, 
which had to alter its long-standing 
procedure of requiring every for- 
eign visitor to obtain a British 
driver’s license. Now Great Britain 
as well as 30 other countries, will 
recognize the valid drivers’ licenses 
of residents of other countries. The 
U. S. was the first country to ratify 
the convention. 

Under terms of the treaty, a 
U. S. motorist may drive his car 
—or a rented one—in 30 foreign 
nations with practically the same 
freedom of movement he enjoys 
in the 48 states. 

In addition to providing for 
recognition of drivers’ licenses, the 
convention calls for reciprocal 
recognition of registration plates, 
together with other standardized 
requirements for international 
motoring. 

The list of countries, which now 
includes most of those in free 
Europe except Western Germany, 
will get longer as Latin American 
nations ratify the treaty. Because 
of a prior regional agreement in 
South America, only Peru has 
agreed to the new convention so 
far. 


* = = 
Better State Roads Urged 
OMMISSIONER of Public Roads 
C. D. Curtiss has called on 
groups interested in better roads to 
continue to press for improvements, 
particularly on state levels. 


ratified the convention on Road| Curtiss asked groups to support 





Crass of Service 


This tc a fast message 
unless its deferred char- 
acter is indicated by the 
proper symbol. 
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W. P. MARSHALL. @restoent 
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SYMBOLS 


DL = Day Lerter 
NL=Night Letter 
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LT= International 


Letter Telegram 





INS HSAO65 NL PD=HOUSTON TEX 4= 
N K VANDERZEEsg ASST GENL SALES MGR= ! 
EDSEL DIVN FORD MTR CO DEARBORN MICH= 


A TREMENDOUS WELCOME WAS GIVEN TO OUR NEW EDSEL FROM 

THE CITY OF HOUSTON TEXASe OVER 10,000 PEOPLE VISITED 
|OUR SHOW ROOM TODAYs DELIVERED EIGHTs RETAILED SOLD 
ORDERS 29¢ THE PUBLIC RECEPTION WAS ENTHUSIASTIC AND MOST 
| FAVORABLEs ITS 10 PM AND OUR SHOWROOMS ARE STILL 
CROWDEDe OUR THANKS TO YOU AND THE ENTIRE EDSEL 

DIVISION FOR MAKING THIS ANNOUNCEMENT OF OUR NEW CAR So 


SUCCESSFUL= 








SNELLING MTR CO HARRY SNELLING, 





THE COMPANY WILL APPRECIATE SUGGESTIONS FROM ITS PATRONS CONCERNING ITS SERVICE 


Typical of the 934 messages received from 
Edsel Dealers on Thursday, September 5. 





EDSEL DIVISION 


* FORD MOTOR COMPANY 
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legislation which will grant state 
Lu. 
thority to: 

1, Modernize their organization 
and procedures. 

2. Acquire right-of-way promptly. 

3. Pay adequate salaries, sufficient 
to attract new employes and to 
hold experienced ones. 


4. Plan long-range programs in 
line with the Federal-Aid Highway 
Act with the assurance of adequate 
financing. 


Curtiss atso recommended en- 
couraging and supporting adequate 
planning in urban areas to insure 
that the expressway system will 
be coordinated with other trans- 
nortation. 


“Such planning needs to be 
speeded up,” he said. 


He asked for assistance in 
guaranteeing full value for the 
highway construction dollar. 


“We must all assume,” he warned, 
“that such a huge program will 
attract the unscrupulous and be 
ever on the alert to the possibility 
of profiteering at public expense.” 

* * * 


Plant Spending Falls Off 


_— big boom is showing signs 

of slowing down a little. First, 
the Government cut its estimate of 
spending by industry for new plant 
and equipment during the third 
quarter, and predicted fourth-quar- 
ter outlays would continue at the 
same pace. 

The original estimate was that 
capital spending in 1957 would 
hit nearly $38 billion, but new 
estimates pare this to $37.2 billion. 

In spite of the downward revision, 
the rate of spending still would set 
a record and would run 6 percent 
ahead of capital outlays last year. 
But the new figures indicate that 
the forces contributing to the boom 
are not quite as strong as they were 
in January. 

In addition, the Commerce and 
Labor departments reported mid- 
August employment fell 800,000 
below the alltime high hit in July. 
While the drop reflected the return 
of many temporary workers to 
schools and colleges, the Govern- 
ment noted that the decline was 
considerably greater than is normal 
for the season. 

An “especially sharp drop” in the 
farm work force was noted, which 
more than offset a small] increase 


in nonfarm jobs. 
> > > 


Cooper Favors Tax Cuts 


EP. JERE COOPER, Tennessee 
Democrat and chairman of the 
House Ways and Means Commit- 
tee, says he hopes Congress will 
be able to vote some relief from 
present heavy tax burdens, Cooper 
would spread the cuts “equitably 
and fairly” among different groups 
of taxpayers. 
This is an important statement, 
since all tax legislation must origi- 


nate in his powerful committee. 
> > . 


Ike to Address Parley 


RESIDENT EISENHOWER will 
speak at the three-day Presi- 
dent’s Conference on Technical and 
Distribution Research for the Bene- 
fit of Small Business which begins 
today (Sept. 23) in Washington. 
NADA’s Frederick J. Bell served 
on the committee which planned 
the conference, along with a num- 
ber of Government officials, educa- 
tors, businessmen and press, radio 
and TV representatives 


7 = 7 
1965’s Labor Force 
OUNG man, get educated, ad- 
vises Undersecretary of Labor 
James T. O’Connell. 

In a recent address, he offered 
this new prediction on skills needed 
in tomorrow’s labor force: 

For every 100 professional and 
technical workers we had in 1955, 
we will need 137 in 1965. 

For every 100 managers, officials 
and proprietors in 1955, we will 
need 122. 

For every 100 clerical and sales 
workers, We will need 127. 

For every 100 skilled craftsmen, 
we will need 124. 

For every 100 semiskilled opera- 
tives, we will need 122. 

But for every 100 farmers and 
farm workers, we will need only 
85, and for every 100 unskilled 
workers, we will need only 97. 

O’Connell said the nation would 
have the people it needed, but he 
questioned whether the people 
would have the skills the nation 
needed. 
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‘Average People’ Buy Half of Them in New York... 


New Market for Luxury Cars? 


NEW YORK.—Nearly 50 percent 
of the purchasers of luxury auto- 
mobiles in this city are “average 
people,” under the U. S. Census 
Bureau’s definition of the term. 

This is the conclusion of a 
study of two luxury lines con- 
ducted by the New York Journal 
American. 

Two hundred purchasers were 
sampled by the paper (100 buyers 
from each line), Their names were 
taken from R, L. Polk lists. 

The purchasers were interviewed 
(specifically about car traded and 
occupation), and their homes were 
photographed to obtain a complete 
record of the buyer. 

Final tabulation showed that 
more than 48 percent in one lux- 
ury line and more than 49 in 
the other were people referred 
to as “average” by the Census 
Bureau. 

In other words, they were the 
butcher, the baker, the candlestick | 
maker, rather than the lawyers, 
doctors, engineers and other pro- 
fessionals generally considered the 
only likely prospects for automo- 
biles retailing well over $5,500 
before discounts. 

In this city, at least, it appears 
that a large, expanding segment of 
the population is being overlooked, 
while salesmen scramble for a} 
shrinking, highly-competed-for 
group of buyers. 

A short list of “unexpected” 
buyers turned up by the survey 
includes: 

Butchers, neighborhood tailors 
and druggists, garbage men, route | 
salesmen, self-employed carpen- | 
ters, a cartographer for the UN, 
a score of longshoremen, a neigh- 
borhood dress shop owner, a 
musician, a bar owner, a 20-year- 
old factory worker, a 22-year-old | 
draftsman, an office clerk, a male 
nurse, a baker, several policemen 
and a police sergeant. 

The 20-year-old factory worker | 
lived in a Brooklyn slum area. 

Although not all the “unexpected” 
purchasers came from slum areas, | 
the run-down appearance of the! 
areas in which they did live was| 
in striking contrast to areas of 
residence of the “expected” pur- 
chasers. 

It is doubtful that the average 
dealer would encourage a sales- 
man to look for sales of a luxury | 
automobile in such slum areas, | 
but after a moment of careful 
thought, this might be the ideal 
location of an expanding market. 

Many families in these neighbor- 
hoods have more than one person 
in the family employed. 

In one instance in the survey, 
nine people worked; in another, 
seven people were found to be em- 
ployed. In another, a young man 
and his wife both worked and lived 
in a middle-class neighborhood with 
his mother and father, the latter a 
railroad employe. 

Multiple employment in these 
cases plays an important role in 
the ability to purchase such luxury | 
items. 

In many cases, the rent in these 
failing and slum areas is far 
below the ability of the individual 
to pay. 

One man paid rent of $45 a month 





Goodyear Buys 
Retread System 


AKRON.—Patent rights and 
trademarks covering manufacture 
and distribution of a new curing 
Method for retreading tires have 
been purchased by Goodyear Tire & 
Rubber Co. from Gibbs Research 
& Mfg. Corp., of Janesville, Wis. 

The transaction also includes 
Purchase of equipment for manu- 
facture of the new curing method. 

The Gibbs Electronic Speed Cure 
is a method of applying heat to the 
inside of a tire casing while it is 
in the mold for retreading at the 
Same time heat is being applied 
from the mold itself. The system 
is said to cut average curing times 
of retread tires about 50 percent 
while assuring more uniform cures. 





Wondering how new-car and truck pro- 

tion and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
Plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 


to his mother, The garbage man 
paid $65 for his four-room apart- 
ment, including gas and electricity. 

The dress-shop operator owns the 
building in which he keeps shop 
and lives above it in a small apart- 
ment. The longshoremen, living in 
some of the worst sections of 
Brooklyn, earn large salaries and 
pay low rents. 

It is safe to assume that most of 
these owners do not belong to 
clubs. Most of them don’t have to 
buy more than one or two suits a 
year, simply because their work 
does not require it. 

These people, apparently seek- 
ing to enhance their social stand- 
ing, their prestige in the neigh- 
borhood and in their own eyes, 
buy a prestige auto. 

Certainly this proves the value of 
the prestige label. But it may in- 
dicate shortsightedness on the part 
of the seller, when the dealer finds 
he is having trouble selling his 


11 


prestige automobile, in what he 
feels is not a prestige market. 


Dealers who specialize in this 
kind of market, and there are a 
few, usually say their profits are 
higher than when trying to satisfy 
the professional man. 


Dealers feel that the “un- 
expected” purchaser is almost 
anxious to pay more, to convince 
himself that he is buying a pres- 
tige article. 

How does a dealer get into such 
a market? It’s not easy, but there 
are probably a number of ways. 
The Journal-American survey in- 
dicated that many longshoremen 
purchased luxury cars. 

One dealer said he was going to 
try to get two lists to start with. 
One a longshoremen’s union list, 
the other the butcher’s union list. 

When they had been thoroughly 
culled, he said he was going after 
the bakers. 





Handler Opens New Showroom— 


s > On hand to greet guests at an open house marking the opening of the new show- 
He said he felt it| room of Handler Motor Co. (Dodge-Plymouth), Des Moines were (from left) L. F. 
could be the answer to his sticky| Desmond, Dodge sales vice-president; Ben Handler and Earl Green, partners, and 


luxury auto situation. Jim Handler, son of the dealer. 





Fruehavuf’s ‘58 Car-Havls Are Geared To The 
Automotive Industry . . . And Geared To 


The Future! 
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Fruehauf Institutes Personalized Trailer Engineering 
For Your Specialized Car-Hauling Requirements 


To take the compromise out of car-haul design, Fruehauf is intro- 
ducing a modern, personalized engineering service guaranteed to 
provide you with lightweight equipment tailored perfectly to the 
needs of your specific operation. 


Under the direction of Paul Erickson, long experienced in aero- 
nautical structural problems as well as transportation design, 
basic, adaptable, lightweight airplane-type frames have been 
developed that will permit you to specify rugged car-hauls 
perfectly outfitted with optional body equipment for your 


specific needs. 


Now you can get extra strength, extra weight savings, and 
personalized tailoring—with no doubts or compromises 
—in a modern, professionally-engineered car-haul. 
Consult Fruehauf before the ’58 model change to 
satisfy your preferences and needs. 


“ENGINEERED TRANSPORTATION” 










Meet Paul Erickson, Product Sales Manager, Auto 
Havlaway Division, Fruehauf Trailer Company 





enema a ee eee ee oe ee ee ee oe os 
World's Lorgest Builder of Truck-Troilers 
FRUEHAUF TRAILER COMPANY 
Auto Hauvlaway Division 
10982 HARPER AVENUE . DETROIT 32, MICHIGAN 
Please send basic sketches and information on “Personalized Car-Havl 
Engineering” to me at once. 


NAME 
COMPANY 
ADDRESS 
city 














STATE 
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DEALER PROFILES 





In just little more than a year, we’ve outgrown the premises . . . 
Plymouth is the hottest car in America”, report... 


“W* opened the doors the middle of March, 1956 and in December, 
when we closed the books on the year 1956—nine months 
later—we had delivered 883 new Plymouth cars, 922 used cars. And 
now— in just little more than a year, we’ve outgrown the premises. 


“In our opinion, Plymouth is the ‘hottest’ car in America and, as 
tangible evidence of that conviction, we’ve built a brand new show- 
room and service facility out on Route 4. 


“Sure, we worked hard to get our operation ‘off the ground’ and 
going in the right direction, but now—looking back—it hasn’t been so 





DP THE FORWARD LOOK MEANS BUSINESSIC 


Lloyd C. McAllister & Edwin L. Fletcher 
MAYFLOWER PLYMOUTH, INC. 


Paramus, New Jersey 
PLYMOUTH 


tough. First of all we pooled our new car and used car selling experi- 
ence, then we set up to operate along the lines of Chrysler Corpo- 
ration’s ‘management makes money’ program. After careful selection 
and training of sales and service personnel, we were off and running. 


“‘We exercise close supervision of all phases of the business. Every 
morning we have a sales meeting, every week a management meeting 
with all department heads. We’re up to twenty salesmen now and 
are gearing our operation to better than 150 new Plymouths a month. 
Plymouth is a great car and the Plymouth franchise represents a 


great opportunity.” 


‘Mac’ McAllister and ‘Ed’ Fletcher—put together new and used car 
sales expérience to win new friends for Plymouth. It was a happy day when 
‘Mac’ McAllister, former automobile agency general manager, and ‘Ed’ Fletcher, a 
successful used car dealer, decided to form Mayflower Plymouth, Inc. They really 
started something. In the first nine months of operation Mayflower averaged 100 new 
units a month, better than 200 new and used units monthly. Selling at this rate, the 
dealership realized an excellent return on investment in its first year of operation. A 
new fleet sales department has been formed to further capitalize on opportunities 
in the Paramus, N.J. area. Now in a new, bigger showroom with enlarged service 
department and greatly expanded used car department, Mayflower Plymouth is right 
at home among the many successful Chrysler Corporation dealers. 
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Anthony Metzner (shown below, left, with his general manager, James 


Clark) — veteran automobile merchandiser with an eye to the future 
founded Armory Garage in Albany in 1918. In 1919 Metzner sold his first car—a used 


9 e > car—with a 100% guarantee . . . still puts 100% guarantee on all cars Armory sells. In 
We re backing Our faith 1922 Metzner became a franchised new car dealer and in 1932 became a De Soto-Plymouth 
dealer. From a general automotive repair shop—one small building—Armory Garage, Inc., 

has grown to De Soto Corner, an entire “campus” with every modern facility for display- 


in De Soto and Plymo uth ing, selling, servicing and equipping new and used cars. Not content to rest here, Metzner 


is again enlarging Armory Garage, Inc., adding 35,000 square feet of showroom space. 
——s Of this latest move, Metzner says, “We feel that more profitable deals can be gained by 


with a 7 00-car showroom maintaining a large stock of new, as well as used cars, available for immediate delivery.” 


“1 to ‘showmarket’ new cars”’, 


“fT\he tremendous public acceptance accorded the 1957 DeSoto and 
SaYS eee Anthony Metzner Plymouth cars indicates beyond the shadow of a doubt that Chrysler 
ARMORY GARAGE, INC. Corporation has, in these cars, the finest automobiles on the market. 
Albany, New York With products like these to sell, success in today’s competitive market is 
DESOTO + PLYMOUTH strictly up to the dealer himself . . . he writes his own ticket. 


“This is a real challenge to every De Soto-Plymouth dealer. Armory 

Garage, Inc., has accepted the challenge, and we’re equipping ourselves 
we” with one of the largest and most inviting automotive sales and service 
centers anywhere. We call it ‘De Soto Corner’. . . right now we have a 
good-sized new car showroom, a used car showroom, service garage, parts 
center, body shop, paint shop and used car reconditioning plant. And for 
the future . . . we’re backing our faith in De Soto and Plymouth with a 
100-car showroom to ‘showmarket’ new cars. 





“‘We sell De Sotos and Plymouths witha 100% guarantee and implement 
that guarantee with a continuing expansion in modern, competent service 
facilities. Our reward is the fact that better than 70% of our customers 
return to us to purchase their next new car.” 
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AUTOMOTIVE NEWS PLATFORM 
(|. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
my - one citizens more of the better things of life than anywhere | 
else in world. 


Capsule Comments 


Following a moderate drop for two months, new-car stocks 
in the field were up slightly in September to 728,595 units, 
compared with 504,395 in the same period last year, AUTO-| 
MOTIVE NEws compilation shows. 

But, despite the heavy inventory, most dealers believe 
the 1957-model cleanup will not be too difficult. 
7. * > 

Final determination of introduction dates reveals that 
most 1958 models will be shown to the public between Oct. 
15 and Nov. 15. 


A busy four weeks are coming up. 
* * - 
For the eighth straight month, traffic deaths declined in 









July by 7 percent, reports the National Safety Council. The 
July death total was 3,320 compared with 3,570 last year— 
a saving of 250 lives. 

The eight-month improvement is too consistent to be 
dismissed as “a flash in the pan,” says President Ned 
Dearborn. 

* * * 

New-car dealers apparently have made no great strides fo 
meet the need for increased service facilities to care for the 
greater number of cars on the road, an AUTOMOTIVE NEWS 
survey finds. 

We can’t understand dealers’ apathy to profits in re- 
pairs, when car sales net is extremely low. 

* * . 

Projections by the U. S. Census Bureau indicate that both 
New York State and California will have an approximate 
— of 18.5 to 20 million persons by 1970, with Penn- 
sylvania’s total estimated at 12.5 million. 

Where’s Texas? Oh, it'll have about 11.8 million popu- 
lation by that time, ’tis projected. 

* 


Export of U. S.-built cars continues to drop, with the first 
seven-month total amounting to only 98,300 compared with 
134,780 in the same period a year ago, AMA figures reveal. 

Meantime, foreign-car registrations in the U. 8. reached 
103,659 for the first seven months of 1957. 


Events 


Dealer Conventions 


Sept. 22-24—Automobile Dealers Assn. of 
Alabama, Buena Vista, Biloxi, Miss. 
Oct. 1-3—New Jersey Automotive Trade 
fuse, Chalfonte-Haddon Halli, Atlantic 

ity. 
Oct. 2-4 — Texas Automotive 
Assn., Baker Hotel, Dallas, 


OF. 20-2i—Oklahoma Auto Dealers Assn., 

ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 


Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford, 


Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 

Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 

Apr. 10-l!—illinois Automotive Trade 
Assn., Springfield, Ill. 

May 11-14—36th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hali Hotel, Atlantic City, N. J. 

* * * 


Auto Shows 


Oe. 3-13—Paris Auto Show, Grand Palais, 

aris. 

Oct. 5-2I—4ist Southwestern Auto Show, 
State Fair of Texas, Dallas. 

Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—international Automobile 
Show, Turin, Italy. 

Nov. 14-23—San Mateo Auto Show, Hills- 
dale Shopping Center, San Mateo, Calif. 

Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. 1—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—BSoston Auto Show, Bos- 
ton. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 411—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 


Dealers 


Jan. 11-19—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 


Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh, Pa. 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-6— Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 16-22—Syracuse Auto Show, Syracuse, 
N.Y 


Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 
: * - 


General 
Oct. 611—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, 
Chicago. 
Oct. 8—I!8th Anniversary Dinner, Automo- 
tive Old Timers, Waldorf-Astoria, New 


York. 

Oct. 1416—Truck Body and Equipment 
Assn. !0th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 

Oct. 21-25—45th Annual National Safety 
Congress and Exposition, Chicago. 

Nov. 2-4—I13th Annual Convention, Texas 
Independent Automobile Dealers Assn., 
Inc., Commodore Perry Hotel, Austin. 

Dec. 1-5—Annua!l manufacturer-distributor 
conference, Automotive Warehouse-Dis- 
tributors Assn., Inc., Muehlebach Iiotel, 
Kansas City. 

Dec. 8-li—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 


30 Years Ago... 









Automotive Cartoon 


Of the Week 








"Hey, Joe! Where in the heck did they put that new 


foreign car?” 


Letterbox 











‘For Free Market .... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





2 Plans on Survival 


In reference to the so-called 
ADSA plan that your publication 
seems so sold on — why I have an 
even better plan. In fact I have two 
plans. 

Plan No. 1 would provide a parity 
just like the farmers get. For 
example, set a basic period of say 
46, "47, °48, at which time dealers 
could sit on their and make 
$1,000 per car. Thus Uncle Sam 





could make up the difference in| 
|what we should be making and 


what we actually are making per 


junit sold. 


Plan No, 2: The auto game, like 
any free enterprise system, soon 
separates the men from the boys. 
Let the boys who spend their time 





crying about the good old days get 
out and make room for the men. 


I believe any free market is con- 
stantly changing — methods that 
worked in 1940 are not for today. 
We can’t ever have a protected 
market if this industry is to keep 
on growing. Every retail field is 
experiencing a change, from chain 
groceries to our own auto business. 
In any change some must get hurt; 
let’s don’t hurt the industry with 


The Big Stories 


A six-cylinder General Motors two-ton truck with capacity load has 
set a transcontinental record between New York and San Francisco 
of 5 days 17 hours and 36 minutes for the 3,693 miles, averaging 26.838 


m.p.h. 


Figures on production of various General Motors cars point to a 
corporation output of approximately 160,000 units for August, Chev- 
rolet held the lead with 91,453 units for the month. Buick was second 
with about 35,000 units, Pontiac-Oakland was third with 21,574. 
Cadillac-LaSalle and Oldsmobile produced about 12,000 units. 

Total automobile production for 1927 will be smaller than in 1926, 
but there will be no sharp declines, Col. Leonard P. Ayres, vice- 
president, Cleveland Trust Co., predicted. 

Twenty million dollars worth of Nash Motors stock is owned by 
company employes. This figure does not include stocks owned by 


directing heads of the company. 


—From the files of Automotive News. 








binding laws.—Don H. E wort, El- 
liott Motors Co., Paducah, Tex. 


Eprror’s Note: We’re not selling 
the plans, we just report them. 


* * + 


Manual 


A Carburetor Parts and Service 
article in your Sept. 9 issue just 
came to my attention. It is on page 
59 in the Bulletin Board, column 
three, as follows: 


“Carburetor Parts, Service 


A manual on Rochester carbure- 
tor parts and service arranged so 
additional pages can be added 
later — free. United Motors Ser- 
vice, General Motors Building, De- 
troit 2, Michigan.” 


I am very much concerned with 
the results that may come from 
the interpretation applied to this 
article by automotive dealers, inde- 
pendent garages and service sta- 
tions throughout the country. 


The Parts and Service manual 
mentioned in your article sells 
for $6.50, when you consider the 
number of people in the automo- 
tive service repair business who 
may request it free of charge, 
the financial responsibility in- 
volved could run into thousands 
of dollars. 

In addition to this, the situation 
could become very serious from the 
standpoint of United Motors Ser- 
vice division and General Motors 
Corp. relationship with customers 
at all levels in the automotive parts 
and service business, i 

Enclosed you will find a copy of 
a news release with a _ sales 
brochure and purchase application 
covering this subject which was 
sent to you July 25, 1957. You will 
note that there is no reference 
made to free distribution in the 
release or the copy of the sales 
brochure attached thereto. 


We must have immediate cor- 
rective action.—E. H. CaLkins, mer- 
chandising manager, Rochester 
carburetors. 





See eS. ag ere eee ons 


a. 
c 


SET ES 









, El- 


ing 


em. 


‘vice 


page 
umn 


yure- 
d so 
dded 
Ser- 


with 
from 
this 
nde- 
sta- 


ual 
ells 


mo- 
who 


in- 
nds 


ation 
n the 

Ser- 
otors 
mers 
parts 


oy of 
sales 
ation 
was 
, will 
rence 
, the 
sales 


cor 
mer- 
1ester 








AUTOMOTIVE NEWS, SEPTEMBER 23, 1957 


Sales Conditions in Various Areas... 


Auto Market Reports 


Louisville 


New-car sales in the Louisville 
area totalled 1,499 in August, com- 
pared with 1,606 in the previous 
month. 

In the first eight months of 1957, 
registrations totalled 12,716, com- 
pared with 14,392 in the similar 
period of last year. 

August saw new-truck registra- 
tions dip to 153 from the 182 re- 
corded in July. 

By make, August new-car reg- 
istrations were: Ford, 469; Chev- 
rolet, 361; Plymouth, 150; Buick, 
120; Oldsmobile, 115; Mercury, 83; 
Pontiac, 52; Dodge, 37; Cadillac, 
26; Chrysler, 18; Metropolitan, 
14; Rambler, 11; Studebaker, 10; 
Volkswagen, 10; DeSoto, 7; Lin- 
coln, 3; MG, 3; Volvo, 2; Austin- 
Healey, 1; Hudson, 1; Imperial, 
1; International Travelall, 1; 
Jaguar, 1; King, 1, and Willys, 1. 

Truck registrations were: Ford, 
65; Chevrolet, 50; International, 20; 
Mack, 5; White, 4; GMC, 3; Volks- 
wagen, 3; Clarkton, 1, and Dodge, 
1—(A. W. Williams.) 


> > > 


Columbus, O. 


Dealers in Franklin County (Co- 
lumbus), O., sold 2,245 new cars in 
August, compared with 2,468 in July 
and 2,234 in August a year ago. 


Tax-paid used-car transactions 
during the month amounted to 
5,308, compared with 5,828 in July. 

New-car registrations by make 
were: Ford, 635; Chevrolet, 526; 
Plymouth, 276; Dodge, 179; Pon- 
tiac, 134; Buick, 114; Oldsmobile, 
108; Mercury, 105; Cadillac, 33; 
DeSoto, 33; Chrysler, 21; Ram- 
bler, 14; Studebaker, 12; Imperial, 

10; Volkswagen, 7; Lincoln, 6; 
Renault, 5; MG, 3; Hillman, 2; 
Metropolitan, 2; Austin, 1; Borg- 
ward, 1; Jaguar, 1; King, 1; 
Lloyd, 1; Nash, 1, and Triumph, 1. 

New-truck registrations totalled 
228 in August, compared with 240 
in July and 189 in August, 1956. In 
used trucks, there were 349 tax- 
paid transactions during August, 
compared with 335 a month earlier. 

By make, new-truck registrations 
during the month were: Chevrolet, 
67; Ford, 61; Dodge, 29; Interna- 
tional, 28; GMC, 13; Mack, 6; Reo, 
5; White, 5; Divco, 4; Willys, 2; 
Autocar, 1; Diamond T, 1; Marmon- 
Herrington, 1; Studebaker, 1; 
Volkswagen, 1, and miscellaneous, 
3.—(Bert Strang.) 

> > 


Cincinnati 


Motor vehicle registrations in 
Hamilton County (Cincinnati), O., 
during the week ended Sept. 5 to- 
talled 1,467 units, a decrease of 217 
from the previous week. When 
compared with the like week of last 
year, registrations were up 82 units. 

Registrations during August 
amounted to 7,246 units, a drop of 
404 from July, and 501 from August 
of 1956. 

In the week ended Sept. 5, a 
total of 597 new cars and 67 new 
trucks were registered, compared 
with 756 mew cars and 56 new 
trucks in the previous week. 

A total of 767 used cars and 36 
used trucks were sold during the 
week, compared with 826 used cars 
and 40 used trucks in the week 
ended Aug. 29. 

Repossessions receded rather 
sharply to 17 during the week 
ended Sept. 5, one of the lowest 
totals recorded. When compared 
with the previous week, reposses- 
sions decreased 52 units. Total re- 
Possessions of 232 for August were 
57 less than the previous month, 
but 26 more than in the like month 
of last year. 

New-car registrations during Au- 
gust totalled 2,977, a decrease of 26 
units when compared with the reg- 
istration of 3,003 new cars in July. 

New-car registrations by make 
were: Ford, 776; Chevrolet, 636; 
Plymouth, 342; Oldsmobile, 300; 


. Buick, 219; Mercury, 180; Pon- 


tiac, 130; Dodge, 107; Rambler, 
51; Cadillac, 50; DeSoto, 39; 
Chrysler, 37; Nash, 23; Stude- 
baker, 18; Volkswagen, 11; Im- 
perial, 9; Lincoln, 9; MG, 6; Hud- 
son, 5, and miscellaneous, 29. 

New-truck registrations totalled 


238 in August, compared with 278 
in July. 

New-truck registrations by make 
were: Chevrolet, 100; Ford, 76; 
Dodge, 18; International, 16; Mack, 
10; GMC, 5; Willys, 4; Volkswagen, 
4; Diamond T, 2; White, 1; Cadil- 
lac, 1, and FWD, 1.—(Frank Kap- 


pel.) 
* * * 


Manhattan, Kans. 


Vehicle sales in Riley County 
(Manhattan), Kans., declined in all 
departments during August, ac- 
cording to the county treasurer’s 
office. 

There were 100 new-car sales in 
August, against 103 in July. 

Used cars slumped from 344 sales 
in July to 316 in August. 

Sales of new trucks slumped to 
five in August, compared with 12 in 
the Previous month. 

Used-truck sales held fairly 
steady with 25 in August against 
29 in July—(George M. Hunholz.) 

= ca = 


Youngstown, O. 
A total of 904 new cars were reg- 
istered in Mahoning County 
(Youngstown), O., during August, 





compared with 987 a month earlier. 
New-truck sales showed a smaller 
decline, dropping to 86 from 90, 


By make, new-car registrations 
during the month were shared as 
follows: Ford, 224; Chevrolet, 
152; Plymouth, 137; Dodge, 64; 
Pontiac, 64; Buick, 60; Mercury, 
46; DeSoto, 31; Oldsmobile, 29; 
Chrysler, 28; Cadillac, 17; Olds- 
mobile, 17; Hudson, 11; Stude- 
baker, 8; Hillman, 4; Lincoln, 4; 
Nash, 3; MG, 2; Willys, 2, and 
Packard, 1. 

Truck registrations were: Chev- 
rolet, 26; Ford, 24; GMC, 11; Inter- 
national, 7; Dodge, 5; Mack, 4; 
Diveo, 2; White, 2; Diamond T, 1; 
a 1, and miscellaneous, 


Toledo 


New-car sales by Toledo and 
Lucas County dealers were off in 
August from the previous month, 
but nearly 100 ahead of August, 
1956, figures compiled by the Toledo 
Automobile Dealers Assn. showed. 

Dealers sold 1,741 new cars in 
August, compared with 1,821 in 
the previous month and 1,644 in 
August a year ago. In the first 
eight months of this year sales 
totalled 14,646, an increase of 195 


over the corresponding period a 
year ago, 

August sales by makes were: 
Ford, 402; Chevrolet, 356; Plymouth, 
236; Dodge, 151; Oldsmobile, 113; 
Buick, 100; Pontiac, 87; Mercury, 
86; Cadillac, 43; Studebaker, 42; 
Chrysler, 36; DeSoto, 24; Rambler, 
12; Volkswagen, 10; Lincoln, 9; 
Imperial, 8; Willys, 5; Nash, 4; 
Packard, 1, and miscellaneous, 16.— 
(George E. Toles.) 


* * 


+ 
Middletown, Ohio 

New-car registrations in Butler 
County (Middletown), O., amounted 
to 577 in August, compared with 517 
in July, according to figures com- 
piled by the clerk of courts. 

Ford led Chevrolet, 153 to 127, 
while Dodge jumped into third 
place with 53. 

Other registrations were: Buick, 
47; Oldsmobile, 44; Plymouth, 43; 
Mercury, 36; Pontiac, 31; Rambler, 
10; Cadillac, 7; Chrysler, 7; Volks- 
wagen, 5; Studebaker, 3; DeSoto, 
3; Lincoln, 3; Metropolitan, 2; 
Imperial, 1; Willys, 1, and Austin, 
1.—(Ernest C. Kish.) 


* + * 


Dallas 


Dallas dealers sold 3,413 new cars 
and 462 new trucks in August, com- 
pared with 3,829 cars and 478 trucks 
in the previous month. 


New-car registrations by make 
were: Ford, 945; Chevrolet, 849; 
Plymouth, 349; Oldsmobile, 271; 
Pontiac, 213; Buick, 204; Cadillac, 
105; Mercury, 97; DeSoto, 92; 
Dodge, 78; Chrysler, 35; Nash, 
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29; Renault, 29; Lincoln, 28; 
Studebaker, 20; Hillman, 16; 
Volkswagen, 15; Imperial, 11; 
English Ford, 8; MG, 7; Triumph, 
5; Hudson, 1; Willys, 1, and mis- 
cellaneous, 5. 

Truck registrations were: Chev- 
rolet, 180; Ford, 136; International, 
62; White, 23; Mack, 20; Dodge, 16; 
GMC, 16; Diamond T, 2; Stude- 
baker, 2; Volkswagen, 2; Kenworth, 
1; Reo, 1, and Willys, 1—(Ruby 
Fenoglio.) 


* * * 


San Antonio 


New-vehicle registrations in San 
Antonio and Bexar County during 
August totalled 2,036, a gain of 121 
over the 1,915 recorded in July. 

Of these, 1,838 were new cars and 
198 were trucks, compared with 
1,750 and 165 for the previous 
month. 

In the new-car field, Chevrolet 
held a strong lead over Ford, 598 
to 491, despite the addition of a 
fourth Ford dealership in San 
Antonio. 

Other registrations were: Plym- 
outh, 222; Buick, 139; Oldsmobile, 
103; Mercury, 70; Pontiac, 63 (Pon- 
tiac is now reduced to a single 
dealership in San Antonio); Dodge, 

58; Chrysler, 19; Cadillac, 17; Im- 
perial, 14; Lincoln, 8; DeSoto, 7; 
MG, 7; Renault, 6; Metropolitan, 5; 
Nash, 4; Rambler, 4, and Stude- 
baker, 3. 

Truck registrations were: Chev- 
rolet, 98; Ford, 56; International, 17; 
GMC, 13; Dodge 10; Mack, 3, and 
Autocar, 1—(J. H. Reed.) 





Crass oF Service 


This is a fast message 
unless its deferred char- 
acter is indicated by the 
proper symbol. 















DEAO17 SYA729 
SY ABAO25 NL PD=ALBANY NY 4= 
N K VANDERZEE s ASST GENERAL SALES MGR= 
EDSEL DIVN FORD MOTOR CO DEARBORN MICH= 





WESTERN UNION 


TELEGRAM 


W. P. MARSHALL. Peeesioert 
The filing time shown in the date line on domestic telegrams is STANDARD TIME at point of origin Time of receipt is STANDARD TIME at point of destination 





EDSEL SHOWING BEST EXPERIENCED 
THAN 45800 PEOPLE IN ATTENDANCEe CARS PARKED DOUBLE FOR 
THREE CITY BLOCKSe TEN SALESMEN UNABLE TO PROPERLY 
HANDLE CROWDSe LITERATURE EXHAUSTED BY TWELVE NOONe 
HAVE DELIVERED FROM STOCK TWO CITATIONS » TWO PACERS, 
ONE CORSAIR» ONE BERMUDAe ENTIRE ORGANIZATION MOST 
ENTHUS IASTIC BUT COMPLETELY EXHAUSTEDe EXCELLENT 
PROSPECT OF WRITING FIFTEEN ORDERS NEXT FEW DAYS= 

L F JARRETT JARRETT MOTORS INC 945 CENTRAL AVE 


IN PAST 30 YEARSe MORE 


SYMBOLS 
DL = Day Letter 


NL=Nighte Letter 


1201 


International 
LT= Letter Telegram 








Another typical wire among the 934 messages 
received from Edsel Dealers on Thursday, September 5. 





EDSEL DIVISION 


* FORD MOTOR COMPANY 


} 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Goodyear Solves ‘One-in-Million’ Problem 
eo engineers, who recently enabled us to dispense with 


the spare tire if we want 


up with a tire that can be driven more than 100 miles even 


to pay the price, have come 


in the “one-in-a-million” situation in which the tire is punc- 
tured by a nail long enough to pierce both the inner and 


outer compartments. 


flated and the car was driven an- 


This protection, which is| other 50 miles without further 


currently available on Good- 
year’s Captive-Air tires, is pro- 
vided by the Ny-Wire breaker—a 
metal shield that floats in space 
between the inner and outer tires. 

To test this shield, Goodyear en- 
gineers rode 50 miles on tires punc- 
tured with 16 two-inch nails. The 
outer compartments then were de- 








Finish FIRST with PANHARD 


deflating the tires. 

At the end of the run all nails 
were bent in the same direction, 
indicating that movement be- 
tween the tire and the shield 
caused the nail-bending action. 

Since the shield floats in space 
with little flexing until put to work 


by failure of the outer tire, the| 


shield can be used without the nor- 
mal concern about flex resistance. 

Phillip P. Drew, manager of spe- 
cial development projects for Good- 
year Tire & Rubber Co., said this 
improvement will probably be a 
premium-priced item for use in 


high-puncture-incidence areas. 
* * * 


From Premium to Standard 


H® SAID the ordinary tire punc- 

ture is caused by tacks, small 
nails and sharp objects such as 
pieces of glass which would punc- 
ture the outer tire only. He added 
that the puncture of both the inner 
and outer compartments of an or- 
dinary Captive-Air tire by a long 
object was only a “one-in-a-million” 
chance. 

“We firmly believe,” Drew said, 
“that if steel wire is to be used 
anyplace in a tire for puncture pro- 
tection—that this location on the 
flexible shield is, by far, the best 
position for the wire, as it affords 
maximum protection with a mini- 
mum of flexing.” 

Commenting that the spare tire 
can be eliminated by the Captive- 
Air tire, he said that Goodyear 
has some new developments 
which will overcome the hesita- 
tion of even the most timid who 


From U.S. NEWS & WORLD REPORT: 
RE RE, ER 


“A race is on to capture the growing market 
for small autos made abroad” 


The DYNA PANHARD is actually 3 CARS in 1... the only car in the world 


combining I. SMALL CAR ECONOMY: Delivers a full 422 MILES PER GALLON, while easy 





combines the luxurious comfort of a Family Car with Sports Car Performance featuring rapid acceleration 


to a top speed of over 80 miles per hour. 3. SPORTS CAR PERFORMANCE: The Panhard holds over 





holds 6 record-breaking victories in the 24 Hour Le Mans Race alone! SINCE 1891 
the Panhard name has been world renowned for Service in the highest tradition. 


In today’s race for the biggest share of the imported Economy-Car market, the dealer who sells 
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Hidden Strength Is Revealed— 


Strength under an automobile’s skin is revealed at a glance by use of this new 
plastic model car. Constructed by Chrysler Corp. engineers, the six-foot-long trans- 
parent plastic model enables easy study of body and frame structures. Every ounce 
of weight applied on the plastic car is equal to 35 pounds of weight applied to 
its steel counterpart. Dale Leonhart, of Chrysler's engineering division, above, prepares 


to use a precise measuring instrument. 





will hang onto the spare until | uct of today is the standard prod- 
the last vestige of its need is a | uct of tomorrow. 


remote possibility. 


“Our aim is to effect economies 


“Right now,” he said, “the new | which will bring the cost of four 
tire assembly is frankly a premium | Captive-Air tire assemblies down 
product, But the history of new/|to the point where they will cost 
tire developments encourages us.| the car manufacturer no more than 
We know that the premium prod-| five of the conventional tire assem- 








& f #0 HARD is sure to win more profits than ever before! 


FOR YOUR PANHARD FRANCHISE APPLICATION AND ADDITIONAL INFORMATION, CALL OR 


CITROEN CARS CORPORATION 


(sole importer and distributor of S.A. Andre Citroen, Paris, France) 


DIRECT FACTORY BRANCHES: 


East of the Rockies—300 Park Avenue, New York 22, N. Y. 
West of the Rockies—8423 Wilshire Blvd., Beverly Hills, California 





WRITE THE CITROEN DIRECT FACTORY BRANCH, OR DISTRIBUTOR NEAREST YOU TODAY 


REGIONAL DISTRIBUTORS: 


AUTOLAND, INC., 1081 MAIN STREET, BUFFALO, NEW YORK 

CrrroEN Cars Mmwest DIsTRiBuToRS, 1640 W. OGDEN AVE., CHICAGO 12, ILL. 
ImporTep Motors oF FLORIDA, 2609-11 8S. FEDERAL HWY., FORT LAUDERDALE, FLA. 
Paut S. Batvey Inc., 613 WEST MOREHEAD ST., CHARLOTTE, NORTH CAROLINA 
New ENGLAND CITROEN DISTRIBUTORS INC., 549 RESERVOIR AVE.,- CRANSTON, RB.1. 


| blies.” 
i = - * 


| Accelerator-Brake Tested 


EVERAL auto manufacturers 

are trying out a new combina- 
tion accelerator-brake which auto- 
matically and smoothly applies the 
brake whenever the driver removes 
his foot from the gas pedal. 

This device, which is attached 
to the power-brake unit, has been 
developed by Norris-Thermador 
Corp., Vernon, Calif., and is be- 
ing offered to the car makers for 

their consideration. 
| Developers of the automatic 
brake claim that it: 

1. Makes driving safer. 

| 2. Makes driving easier. 

3. Prevents a catastrophe if a 
person is stricken while driving. 

4. Eliminates creeping at stop- 
lights. 

5. Brakes the car when it is 
parked or merely stopped on a hill. 

While other accelerator-brakes 
have been tried in the past, Nor- 
ris-Thermador engineers feel that 
their unit may have greater ac- 
ceptance because it has been sim- 
plified and probably will be 
offered for just a few dollars 
more than the regular power 
brake. 

They also claim that almost any- 
one can get used to it in a short 
time. The car will coast normally 
if the driver applies a small 
amount of pressure to the accelera- 
tor. A regular brake is required on 
the car for quick stops and emer- 
gencies. 


‘Tire Shipments 
Rise for Month; 
Output, Stocks Dip 


NEW YORK —Manufacturers’ 
shipments of passenger-car tires 
in July totalled 8,610,751, an increase 
of 55 percent over the 8,161,561 
shipped in June, according to the 
Rubber Manufacturing Assn. 

Production of passenger-car tires 
was 7,449,072, a decline of some 
12,000 units from June, when 7,461,- 
763 were produced. 

Inventories in the hands of 
manufacturers dropped 7 percent in 
July, amounting to 16,097,080 at the 
end of the month, compared with 
17,322,301 at the end of June. 

Shipments of truck and bus tires 
during July totalled 1,228,778, up 7 
percent from June’s 1,148,356. Pro- 
duction dropped 3.2 percent to 993,- 
987 units, compared with 1,027,094 
in June. 

Month-end inventories of truck 
and bus tires stood at 3,219,093 
units, down 7 percent from the 
3,460,995 on hand at the end of 
June, 


Stafford Olds Opens 


DeNean Stafford and David F. 
Kenly have purchased City Gar- 
age (Oldsmobile), Tifton, Ga. The 
firm’s name has been changed to 
Stafford Oldsmobile Co., and the 
dealership will eperate out of the 
building of Reliable Tracter Co., 
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short 
_— The point at which overhead no longer gobbles up new car profits comes 
— sooner for some dealers than for others. Sooner — particularly for dealers 
ao who use the Pennzoil Kontax System® to increase service absorption. 
This is the service-selling program that increases both the number of 
R.O.’s and the number of services per R.O. By building service profits 
: that absorb overhead, the Kontax System enables you to trade more 
up profitably, makes it quick and easy to crack the “‘nut’”’ of fixed expenses. 
rers’ 
se Kontax System plans give you all the materials, personalized and 
“e 
— tailored to your operation, to bring in a controlled flow of service busi- 
ness. They sell your customers the right service at the right time, increase 
tires ° . 
eal service traffic, hold more regular service customers, develop profit poten- 
461,- as ; ; 
tials in every phase of your service business. 
3 of . . . . 
nt in More — you offer a motor oil so good it eliminates most prevalent 
t the s : . i 
with engine operating problems, cuts down complaints. Pennzoil with Z-7 
tires keeps engines clean, powerfully smooth and protected from wear. Keeps 
- customers satisfied and coming back. The full story will convince you. 
Lp Phone your nearest Pennzoil distributor or mail the coupon today. 
ruck No obligation. 
9,093 
i - : Sales Manager, Kontax System 
. Pennzoil, Oil City, Pa. 
Get the Complete : Let's see you prove the claims you make for Pennzoil's program. 
| E. PENNZOIL : Name of system | use now 
yar~- . NAME__ 
Ite Profit Story! : SO cotnnsccnemnisttnannmmatnnicnieanidueinesittnintisceaniiilat dai Naa tac 
_ : csc encase saiepeectdeeteenen teeta aetna 
Co., MEMBER PENN. GRADE CRUDE OIL ASSN., PERMIT NO. 2, OIL CITY, PA : 





Se eee 





f 


* 


First-Place Winner— 


AUTOMOTIVE NEWS, SEPTEMBER 


23, 1957 
How Nation's Salesmen Meet . 


Practical Problems of Selling 


* gressive Chevrolet Co., Hen- 
ryetta, Okla., who has been sell- 


Cc. HOLMES, owner of Pro- | 
ing Chevrolets since 1924, relates 


Vogel Sells to Geer _ 
Arnold W. Vogel has sold Vogel 
Chevrolet Co., 1616 I St. Sacra- 
mento, Calif., to John Geer. Vogel 
has been in the automobile business 
in Sacramento 42 years, the last 24 


i i i ine’ location. Geer, a dealer 
First place in Motor Life magazine's contest to select the top custom car of the year at the same s A Z 
went to Bob Metz, Shelbyville, Ind., who restyled this Buick. The most frequent com- since 1936, said he bop “ry — 
ment from the readers was that it has a look of what might come out of Detroit in the Lincoln-Mercury dealership in 


uture. 


Stockton, Calif. 


the strangest deal of his career, 
when he tells about the man who 
couldn’t say “Yes.” 

He was not a stranger but well 
known around town as a hard 
working family man who had not 
yet reached middle age. He was 

a constant dis- 
senter by nature 
Sales and character. He 
Case always ee is Gem 
when as uy, 
Histories he made it a prac- 
tice to disagree 
with most statements made but 


Increase repair 
profits with 


_ Bumper-to-bumper 
TAH: 
HASSETT ITY 


Rotary 2-Plunger 
Frame Pick-Up Lift 


With this new Rotary Lift you can increase the 
output of every mechanic and service man. Its 
two separate parallel runners support the car 
out of the way of vital under-car parts. 


Puts every under-car part in the open 


Mechanics can see better, reach easier, work 
faster . . . handle transmission, differential, 
muffler, rear axle and similar jobs more profit- 
ably. Other outstanding features of this new 
Rotary 2-Plunger Lift include: 


* Foolproof equalizing system (see left) __ 
¢ Reinforced 6” runners—more accessibility 
Dependable, economical full-hydraulic 


operation 


Unobstructed floor area when lift is raised 
Fast, accurate car spotting 

Fool-proof pin-type safety lock ; 
Automatic oil speed control valve to main- 
tain safe lowering speed 

Economical installation . . . only one 


excavation required 


Famous Rotary design and construction 


Write for catalog 

ROTARY LIFT COMPANY 

Division of Dover Corp. 

Memphis 2, Tenn.—Chatham, Ontario 


FRAME PICK-UP LIFT 


in a friendly bantering sort of 
way. 

He was widely known for wear- 
ing a good natured grin most of 
the time. 

He became a prospect for a 
new car when one of Holmes’ 
salesmen got him into the show- 
room after several weeks of 
effort. He was qualified. His 
credit was good. His income 
was good and his trade was 
three years old and he appar- 
ently wanted the new car they 
were trying to sell him but 
couldn’t get him to take the 
step. 

The original salesman gave up 
the prospect and told the sales 
force they could have him be- 
cause he couldn’t close or find 
out why. 

Holmes said the staff of four 
salesmen tried their hands with- 
out making a sale. One day they 
had the prospect looking over 
the new model again and the 
whole sales staff started working 
on him. The prospect was obvi- 
ously enjoying the stir he was 
creating by not signing the order. 

He had been brought along 
from selection of car, accessories 
and on down to the point of sign- 
ing the papers and all he would 
do was shake his head and grin. 

* > * 
ae was always some minor 
decisions that had not been 
made and the sales staff gave 
him up and pitched him to 
Holmes. 

Holmes said he looked all the 
papers over and studied the situa- 
tion as much as he could and 
wanted desperately to make the 
sale that had caused his whole 
force to give up. 

He talked to all his salesmen 
about the prospect and finally de- 
cided that the man was incapable 
of making an affirmative decision 
on the whole deal. The man 
couldn’t say “Yes.” 

Holmes devised a plan. He 
had all the papers made out. 
Made all the undecided choices 
himself, had the car prepared 
- delivery and made ready to 
Then he phoned the prospect 
and asked him if he would drive 
his car in the next afternoon and 
told him the time. The prospect 
agreed and showed up with his 
perpetual grin which had been 
wearing a little thin with the 
boys at Progressive Chevrolet. 
Holmes met him at the door, 
took him out and showed him his 
new car which was now ready to 
go, making positive affirmative 
statements and asking no ques- 
tions. 

He then asked him to come 
into his office where he had the 
prepared papers ready in a 
drawer. 

* 7 * 
H® ASKED the prospect to sit 
down at the desk, picked up 
the papers from the drawer and 
handed pen to him and marking 
each line with a penciled cross to 
show where it should be signed. 

The prospect signed the papers 
without once making a dent in 
his grin. 

After signing the papers, the 
man stretched himself and 
started for his new car. “Gee,” 
he said, “my wife will be glad 
I’ve finally got this new car. She's 
been pestering the life out of me.” 

Now Holmes doesn’t know 
which had the most influence 
on concluding the hardest sale 
he ever made—the persistent 
wife or his affirmative and ag- 
gressive attitude after he had 
been worked over by his sales 
staff. 

“I think he wanted the car all 
the time,” Holmes said, “but was 
so constructed that he couldn't 
say ‘Yes.’” 


Selland, Salem Sign 


E. J. Selland and M. R. Salem, 
both formerly of Jamestown, N. 
D., have reopened the Pontiac 
dealership at 623 Second Ave. 
Fargo, N. D. The dealership, now 
known as Selland-Salem Pontiac, 
Inc., takes the place of the one 
discontinued last August when E. 
Maine Shafer sold his franchise. 
Kenneth H. Barnard also has a! 
interest in the new firm. 
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generator 


Round and round it goes, through 

the hands of millions of readers 
—reaching more people, more often-—- 
where most automotive products are 
sold! TV GUIDE concentrates 83% 

of its circulation in states where 

79% of the 1956 new cars were sold. 
Here’s potential you'll find only 


in TV GUIDE! 


Circulation now 5,300,000 
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On the Financial Front... 
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U.S. Business Drifts 
Sideways, Bank Finds 


The First National Bank of Chi- 
cago has come up with one of the 
best descriptions of current busi- 
ness conditions offered so far. 

It titled the first section of its 
September Business and Eco- 
nomic Review “Business Drifts 
Sideways.” 

The bank lists the same strong 
factors and soft spots in the econ- 
omy that have appeared in other 
summaries of business conditions. 


Balancing the strong points 
against the soft spots, the bank 
offers just about the same predic- 
tion on future business conditions 
that has come from other sum- 
maries. 

That prediction is for some in- 
crease in sales in the last quarter 
of 1957. The bank notes that busi- 
ness activities traditionally rises in 
the last quarter and it expects this 
tradition to be maintained. 


The “sideways” movement of 
business conditions is best shown 
by contrasting the strong points 
in the economy and the soft 
spots. 

Here are a few of the more out- 
standing contrasts: 


Consumer spending continues to | 
rise moderately but wholesale and 
retail prices have moved to record 
highs. Consumers may be spending 
more money to buy more products 
or be spending more money to buy 
about the same number of products 
which now cost more. 

Businesses and governments are 


Paper Byproduct 
Boosts Tire Life, 
Canada Claims 


OTTAWA.—Tires made with syn- 
thetic rubber treads reinforced 
with lignin, a byproduct of paper 
manufacture, show 15 percent more 
resistance to wear than do con-| 
ventional tires, according to the) 
National Research Council of! 
Canada. 

The NRC said the development | 
of lignin in manufacture of longer- 
wearing tires would make Canada 
virtually independent of outside 
sources for raw materials for tires 
in case of war. Canada also manu- 
factures synthetic rubber. 

The NRC described lignin as a 
substance nature produces to hold 
wood fibers together. 

Laboratory tests show that syn-| 
thetic rubber reinforced with lignin | 
develops less heat than conven-| 
tional synthetic rubber, the NRC | 
said, increasing the possibility of | 
turning out an all-synthetic, large 
diameter tire. 

Under present conditions, the 
NRC added, larger tires require 
more natural rubber because syn-| 
thetic rubber becomes too hot at} 
high speeds. 

Results of experiments and road 
tests were described by L. H. 
Krichew, Directorate of Vehicle 
Development; D. W. MacGregor, 
Howard Smith Paper Mills, Ltd.,| 
and T. R. Griffith, head of the 
rubber chemistry section of NRC's 
applied chemistry division, where 
the tire tread was developed. 


Import Car Show 
Planned on Coast 


LOS ANGELES. — Plans have 
been announced for the first West 
Coast Imported Motor Car Show 
scheduled for January. Show man- 
ager is Ted Bentley. 

According to Bentley, the show 
will be the fifth of its kind in the 
world. Other displays are held 
yearly in London, Paris, Geneva 
and New York. Bentley said more 
than 30 percent of all imported mo- 
tor cars are sold in Southern Cali- 
fornia. 

On the show’s advisory board 
are: Stanley V. Hardy, British vice- 
consul; Dr. Francesco S. Quadrio, 
Italian assistant trade commis- 
sioner; Jacques Rimey, commercial 
attache to the French consulate 
general; Dr. Gerhard Ritzel, Ger- 
man consul, and Walter G. Daniel- 
son, Swedish consul. 
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spending heavily for construction 
but residential construction con- 
tinues to lag. 

Good weather and rising prices 
combine to give a good outlook for 
farm income but business failures 
are rising and are now the highest 
since 1939. 


Returning to the question of 
retail sales, the bank said, “It 
appears that a ‘buyers strike’ 
against high prices, which was 
feared by some earlier in the 
year, has not materialized up to 
the present time.” 

This lack of resistance to higher 
prices is particularly evident in 
auto sales, according to a bank 
chart. The chart shows all retail 
sales during the first half of 1957 
running about 6 percent ahead of 
the first half of last year. 

Despite increased price tags on 





showed the largest gain among the 
branches of the retail trade during 
the first half of this year. The gain 
ran to about 8 percent. 

The bank did note one trend that 
would mean fewer auto sales, if it 
continues. A larger and larger per- 
centage of the money consumers 
have to spend is going for non- 
durable goods, chiefly food and 
clothing and services. 

On the other hand, the amount 
spent for durable goods, automo- 
biles are the largest item in this 
class, is gaining only slightly in 
terms of dollars spent and losing 
ground percentagewise. 

Spending for services, such as 
housing, medical care and utilities, 
has gone up by 15 percent since 
1948 with more than half of the 
boost going for price increases, the 
bank said. 

A chart on consumer spending 
from 1951 through the first half of 
this year shows outlays for services 
and nondurable goods rising con- 
sistently while savings fluctuated 
in a narrow range. 

However, the amount spent for 
durable goods held just about even 
for the four years beginning in 
1951, went up in 1955 and then 
leveled off at about the 1955 total. 





“So this is the car that keeps 
you awake nights!” 





interest rates “in the immediate 
future.” 

Some Federal officials have 
hinted that interest rates might go 
down in recent testimony before 
Congress but the bank feels high 
demand for loans will keep rates 
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9-Month Records 
Set by Firestone 


Firestone Tire & Rubber Co, re- 
ported that sales and earnings for 
the nine months ended July 31 
were the highest ever attained by 
the company for the first nine 
months of a fiscal year. 

Net sales of the company and its 
subsidiaries amounted to $844,603, 
697 for the period, an increase of 
3.8 percent over the $813,750,210 
for the corresponding nine months 
of fiscal 1956. 

Estimated net income was $44, 
583,808, up 3.9 percent from the 
$42,904,733 earned in the year- 
earlier period. 


Hoover Ball and Bearing 

Hoover Ball and Bearing Co, 
Ann Arbor, Mich., fiscal year ended 
July 31: Profit, $1,618,842; sales, 
$22,269,212. Due to change in fiscel- 
year dates, no direct comparisons 
are possible. For the fiscal year 
ended Dec. 31, 1955, profit was $827,- 


1957 models, 


automotive sales 


MAXIMUM ACCESSIBILITY 


Frame-Kontact” design leaves the 
entire underbody completely acces- 
sible for lube and repair work. 
Wheels and suspensions hang free 
... alllube points, as well as mufflers, 
brakes, rear ends, springs, trans- 
missions, and starters are within easy 
reach. Mechanics do better work 
faster... they can see and work 
without obstruction. 





The bank sees no decline in | at their present level. 





IMPROVED LUBRICATION 


The diagram below shows the lubri- 
cation advantages offered by “‘Frame- 
Kontact”’ lifting. When a vehicle is 
lifted by the wheels or axles, the 
wear surfaces resist lube penetration. 
But when a car is lifted by a ‘“‘Frame- 
Kontact’’ Hoist, suspensions are re- 
laxed, wheels hang free, and lube 
fully penetrates all wear surfaces. 
The job is done faster . . . and better. 








696 and sales were $17,430,573. 





CONTINENTAL ADAPTERS, 
STYLED TO THE FUTURE, 
LIFT ALL CARS 


Equipped with the new “Continental” 
Adapters, ““Frame-Kontact’’ Hoists 
lift every car safely and easily. Adap- 
ter arm rotates 360°... . provides 
completely flexible adjustment. Firm, 
solid, widely-spaced support is given 
the car frame . . . European cars, cars 
with “‘unitized” bodies, jeeps, light 
trucks, convertibies, even three 
wheelers are readily lifted. 





PAYS OFF MANY WAYS 


When you install a “Frame- 
Kontact’’” Hoist you benefit by re- 
duced servicing time on 75% of all 
repair jobs through maximum un- 
derside accessibility. Jobs move in 
and out faster, and you provide 
superior lubrication because wear 
points are opened up and more 
readily penetrated. 

You have a better opportunity for 
extra sales and service. It’s easier, 
when a car is up On a Hoist, to make 
a quick check for faulty parts and to 
suggest repairs and accessories to 
the customer. 


FREE... 


FOR PRESENT USERS! 


The current issue of Globe Hoist 
Data Bulletin gives complete 
lifting instructions for 1957 cars. 
Write for your free copy. 
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S-P Cites Veteran Dealers— 


Highways 


Some 2,102 miles of toll roads in 
15 states have been included in 
the National System of Interstate 
and Defense Highways, according 
to Bertram D. Tallamy, Federal 
highway administrator. 

The inclusions have been recom- 
mended by state highway depart- 
ments and approved by the Bureau 
of Public Roads, which Tallamy 
heads. 

The 2,102 miles of toll roads, in- 
cluding 1,837 miles now in opera- 
tion, represent only 5 percent of the 
system’s total 41,000 miles. 


Pennsylvania’s Northeast Turnpike 
Extension were excluded from con- 
sideration since they do not lie 
along the general location lines of 
the interstate system, the bureau 
said. Only a short section of the 
New Jersey Turnpike was recom- 
mended by the state for inclusion 


J. C. Burgett, left, and D. E. Blackwell, center, of Blackwell-Burgett Motors (Stude-| in the system. 


boker-Packard), Lewisburg, Tenn., receive a plaque from W. D. Carmack, S-P Memphis 
district sales manager. The presentation was made on the dealership's 10th anni- 


versary. 


Inclusion of the toll roads in the 


The West Virginia Turnpike and | 





& Safety 


Federal-Aid Highway Act of 1956 
permits this, although no Federal- 
aid funds may be used for their 
improvement. 

* * * 


$34 Million Bond Issue 
Sought for Florida Roads 


Steps to activate a plan to float 
a $34 million bond issue to refinance 
the Sunshine Skyway and provide 
money for construction of the 
Pinellas Bayway have been taken 
by the Florida State Road Board. 





The board authorized naming of | 


a committee to discuss with the 
State Development Commission the 
best method of proceeding with the 
bonds. 


+ * 


Bright Toll-Road Outlook 


Reported in Oklahoma 


H. E. Bailey, former 
manager of the Oklahoma Turn- 


general 


their status as toll roads. The! of Commerce directors he was not 
































OUTSTANDING 
PERFORMANCE RECORD 
OF GLOBE PACKING 


The Globe “Surface-Packed”’ Cyl- 
inder gives Hoist users the maximum 
in trouble-free performance. Long- 
life packing, pioneered by Globe, 
keeps oil in, dirt and water out. Ex- 
tra-smooth cylinder surface keeps 
packing wear at a minimum. 





Performance tests of thousands of 
lifting operations under heavy loads, 
equivalent of up to 12 years normal 
use, prove the durability and the 
trouble-free, wear resistance of 
Globe’s packing. 





TIME PAYMENT PLAN GETS YOU A 
GLOBE “FRAME-KONTACT” HOIST 
FOR ONLY PENNIES A DAY! 


Anyone can own a world-famous 
Globe “‘Frame-Kontact”’ Hoist and 
pay for it out of increased profits. 
Using Globe’s new Time Payment 
Plan, terms can be arranged for a 12, 
18, 24, or 36 month period, so that 
the cost of the Hoist is actually paid 
for out of the extra income gained by 
using it. The Globe Hoist best suited 
to your requirements can be pur- 
chased for “‘pennies-a-day.” 

It costs so littie to have the best 
lift in your shop... as little as 69c 
per day. Write for more information. 


PAYS BIG DIVIDENDS! 
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““Frame-Kontact” Hoist owners— 
whether they have one Hoist or a 
battery of twenty or more—are 
Satisfied owners. 

The Service Manager of the shop 
having the battery of 2-post ‘““Frame- 
Kontact”’ Hoists shown above, re- 
ports: ‘‘We did a lot of investi- 
gating before we installed this 
battery of ‘Frame-Kontact’ 
Hoists. Everybody we called on 
was enthusiastic about their per- 
formance and qualifications. 
Now, we’re enthusiastic, too. 
We’ve found them to be com- 

letely satisfactory in every way. 

hey get the job done in a hurry 
and help keep the shop neat and 
clean.’’ 

A repair shop is convinced Globe 
““Frame-Kontact” Hoists give added 
impetus to orders: ‘‘In a typical 
month, we’re writing twice as 
many orders as we did before 
our ‘Frame-Kontact’ Hoists 


COVERED BY GLOBE PATENTS 


The world-famous principle of 
“Frame-Kontact” lifting was invented, 
patented, pioneered, and licensed by 
Globe Hoist Company. It is covered 
by U. S. Patents: 2458986—2593630— 













































were installed. There is no ques- 
tion in my mind that had we pur- 
chased lifts of amy other type, a 
good portion of this increase 
would not have been possible.’”’ 

A Milwaukee, Wisconsin, service 
Station owner with a single-post 
““Frame-Kontact” Hoist says: ‘‘'We 
couldn’t get along without our 
“Frame-Kontact’ Hoist. It 
helps us get jobs done faster . . . 
keeps our customers happy with 
better service.’’ 

These examples are typical of the 
enthusiastic response found from 
coast to coast—and abroad—among 
users of Globe “Frame-Kontact” 
Hoists. If you would like further in- 
formation about any of the world’s 
most complete line of automotive or 
heavy-duty truck Hoists, simply 
write to: Globe Hoist Company, 
East Mermaid Lane at Queen St., 
Philadelphia 18, Penna. 




































2583635 — 2612344 — 2612355 — 
2654443. Other patents are issued and 
pending. 

Globe ‘“‘Continental’’ Adapters: 
Patents pending. 







































































































“sold on the idea we are through 
building toll roads in Oklahoma.” 


He was hired by the chamber to 
push for a North-South highway in 
Eastern Oklahoma. Commenting on 
meetings with town officials on the 
proposed route, Bailey said the 
reception generally had been good. 
He added that a meeting of repre- 
sentatives of the various cities 
would be set up as soon as Cham- 
bers of Commerce chose com- 
| mittees. 


‘Bu ffalo Dealers 
Willing to Loan 
‘Training Autos 


| Automobile dealers in Buffalo 
| have indicated they will continue 
to furnish specially equipped auto- 
mobiles free of charge for the stu- 
|dent driver education program if 
|the program is continued, accord- 
|ing to Martin H. Doebert, director 
|of the Buffalo Education Depart- 
|ment’s driver training program. 
The Board of Education re- 
| quested the Common Council to 





interstate system will not affect | pike Authority, told Tulsa Chamber |™#ke funds available to continue 


the program. 

| Doebert said his records show 
that cars provided by dealers have 
logged about 100,000 driver training 
miles since the program was 
started Jan. 1, 1956. 

Doebert said the training fleet 
consisted of six Chevrolets, five 
Fords, three Plymouths, and a 
Buick, a Pontiac and a Dodge. 

A General! Motors spokesman 
said the corporation hag made cash 
allowances to dealers in the Buffalo 
zone amounting to more than $14,. 
000 to help offset maintenance and 
reconditioning costs of these loaned 
vehicles under the firm's driver 
training assistance plan. 

> > 


Traffic Conta 
On U.S. Network 
To Be Studied 


Plans for control of motor vehi- 
cles on the new Federal highway 
system will be a major topic at the 
annual convention of Institute of 
Traffic Engineers Sept. 23-27 in De- 
troit’s Hotel Statler. 

Speakers include Dr, Lawrence 
R. Hafstad, GM vice-president for 
research; Russell E. Singer, execu- 
tive vice-president of the American 
Automobile Assn.; Henry Sullivan, 
president of the American Society 
of Planning Officials, and William 
S. Lampe, director of special edi- 
torial projects for Hearst News- 
papers. 

More than 500 ITE members will 
attend the session, said Alger F. 
Malo, general chairman. 

Delegates will visit Ford’s River 
Rouge plant, GM Technical Center 
and the Plymouth plant. 


Machines Praised 
For Cutting Costs 


Increased productivity due to 
m«~hanization in the earth-moving 
f.cld has made many current proj- 
ev: vconomically possible, H. A. 
Radzikowski, of the U. S. Bureau 
of Roads, told a Society of Automo- 
tive Engineers meeting here. 

“Had the cost of earth moving 
advanced in the same proportions 
as other construction items, such 
as labor and materials, during the 
last 30 years, we certainly would 
not be enjoying the standard of 
living which now prevails,” he said. 

He added that, if earth moving 
had followed other prices, it now 
would cost about $1.10 a cubic yard 
but that increased productivity had 
held the cost to 38 cents. 


Vermont's First Lady 
Fined on Inspection 

Automobiles must be inspected 
in Vermont, even when they are 
operated by the state’s First 

. Lady. 

Mrs, Joseph B, Johnson, wife of 
the governor, was fined $10 and 
costs of $5.10 in Municipal Court 
in Woodstock, Vt., when she did 
not contest a charge that she 
drove an uninspected car. 
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Portable Auto Radio— 
This young lady is listening to Olds- 


mobile’s new Trans-Portable automo- 
tive radio when it is removed from the 
cor. The all-transistor radio is finished 
in leather-like plastic and has its own 
self-contained speaker, loop antenna and 
dry cell batteries. When installed in the 
car the radio sits into the instrument 
panel and automatically plugs into the 
car's electrical system. It also uses the 
car's outside antenna and loud speaker 
system when installed. The radio weighs 
less than three pounds and is 6% inches 
long. It is being offered as an optional 
accessory on the 1958 Oldsmobile models 
to be introduced this fall. 


Oil Industry Sets 
Progress Week 
For Oct. 13-19 


NEW YORK.—The petroleum in- 
dustry’s 10th annual Oil Progress 
Week will be observed Oct. 13-19. 
The event is sponsored by the oil 
information committee of the 
American Petroleum Institute. 

The slogan of this year’s ob- 
servance is, “With today’s gasoline, 
you're driving a bargain.” 

The sponsors said the promotion 
is “aimed at giving the public the 
facts behind the quality and value 
of petroleum products and a bet- 
ter understanding of the oil in- 
dustry’s contribution to the eco- 
nomic and social growth and de- 
velopment of America.” 

Scheduled events include 
speeches, civic luncheons and din- 
ners, proclamations by governors 
and mayors, fairs, radio and TV 

programs, displays, special events 
and exhibits. These activities will 
be carried out by local oil men on 
a home-community basis. 

A highway courtesy campaign 
will be held in New England and 
a charities drive in the Southeast. 
Another project is the distribution 
of geology-study materials to Boy 
Scout troops in conjunction with 
Boy Scouts of America Geology 
Month. 


Patents Abroad 


Firestone Extends Coverage 


On Coral Process 


AKRON.—Eight patents in two 
foreign countries, Spain and Italy, 
have been granted to Firestone Tire 
& Rubber Co. on methods for the 
production of Coral rubber, a re- 
placement for natural rubber. 

Firestone now has more than 70 
patent applications filed in the U.S. 
and in foreign countries on its 
Coral rubber. 

Firestone said its pilot-plant fa- 
cilities for the production of Coral 
are being expanded in Akron. Com- 
pany spokesmen said the firm is 
satisfied that Coral rubber may be 
used in any application where na- 
tural rubber is now used. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 


New Hampshire ‘s7 Fe 91 
‘56 58 2\ 

One State ‘s7 ssl >| 
To Date for ‘56 58 2 






“The information contained in this report has been compiled ss official state documents. Every cantoneble 
exercised extent of the registrations received and 
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to insure accuracy of this report to the 
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Current Prices on U. S. Cars 


The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment, 

1958 MODELS 

EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; ‘2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup— ?2-dr. '2-seat, $2,876. Villager— 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


1957 MODELS 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Cen’ —4-dr, sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, ae et 2-dr. hardtop, 
$3,944.33; conv., $4,066 Roadmaster 
“75° —4-dr. hardtop, $4, A83.33; 2-dr, hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
75." Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
$7,285.96; Eldorado Biarritz conv., 
-dr. hard- 


hardtop, 
$5,614. 32. Series 715—8-pass. sed., "$7,439.88; 
Imperial limousine, $7,677.88 in ydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-ffty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr, sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. Wag., $2,757.32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32. 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
Saratoga—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310. 

-dr. sed., $2,957.75; 4-dr. hard- 
top, $3.141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Firefiite—4-dr. sed., $3,- 
486. 15; 4-dr, hardtop, $3,670.75; 2-dr. ‘hard- 
top, $3,613. 75; conv., $3,890.25; 4-dr. 2-seat 


stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventarer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 


standard on Fireflite and Adventurer. Power 


brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coremet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, =: conv., os. Station 

2-sea’ $2,861; 


Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 

For V-8s, add $99.98.) Custem—4-dr, sed., 
$2,041.88: 2-dr. sed., $1,990.60; bus. 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairiane— 
4-dr. sed., $2,286.36: 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. gy $2,- 
292.80. Fairlane 500—4-dr. .» $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. oe $2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 
Ranch Wagon, $2,300.72; 2-dr. Sccet “Del Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, ere 4-dr,. 3-seat Country 
Squire, $2,683 Thunderbird — hardtop 
. (V-8 po * $3,408.12. 





HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 


837.50; 4-dr, hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 


4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. Le -dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 


Limousine prices not available. ( ue Flite, 
power steering, power brakes standard.) 


LINCOLN—Capri—4-ar. sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,- 

644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnptke Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr. ae $3,- 
757.80; Pace Car conv., $4,102 Station 
Wagons — Commuter — 2-dr. Satoh, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr, 3-seat $3,569.80. 
Park — 4-dr. 3-seat, $3,676.80. (Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


NASH — Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 


010.75; 2-dr. hardtop, $3,100.80. 
brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr, sed., $2,968.47; 4-dr. hardtop, §3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, ‘stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power ‘steering, power brakes stand- 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 


4-dr. 2-seat stat. wag., $3,384. (Flighte- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Piaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; oe 
$1,898.75. Savey—4-dr. sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr. hardtop, ra. ae 
2-dr. hardtop, $2,229, Belvedere—4 


(Power 


Deluxe, $2,330.25; 2-dr. 2-seat Custom, §2,- 
440; 4-dr. 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75. 


PONTIAC — Chieftain — 4-dr. sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop $2,529.39; 2-dr. 
2-seat stat. wag., $2901.29: 4-dr, 3-seat 
stat. $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr, hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat. 
wag., $3,021.39. Star Chief—<4-dr. deluxe 
= $2,839.39; 4-dr. custom sed., $2,896.39; 

hardtop, $2,975.39; 2-dr. hardtop, $2,- 
$01.38; conv., $3,105.39; Bonneville conv. 
injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matic, 


Truck states 





power steering, power brakes standard on 
Bonneville. ) 

RAMBLER — Deluxe Six — 4-dr. sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat. 
wag., $2,409.65. Custom Six—4-dr. sed., 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60. 
Super V-8—4-dr. sed., $2,252.60; 4-dr. 2- 
seat stat. wag., $2,539.65. Custom V-8—4- 
dr, sed., $2,342.65; 4-dr, hardtop, $2,427.65; 
4-dr. 2-seat stat, wag., $2,629.65; 4-dr. 2- 
seat hardtop stat. wag., $2,714.60, Rebel V- 
8—4-dr, hardtop, $2,785.90, 





The following imported-car prices are 
Port of Entry figures at New York, They 
include ocean freight, U. 8S. excise tax 
and import duty. They do not include 
“emergency freight’ charges, U. 5S. trans- 
portation fees, state and local taxes or 
optional equipment. 

ASTON-MARTIN—DB24-Mark III cpe., 
$6,995. 

AUSTIN—A-35 deluxe 2-dr. sed., 
A-55 deluxe 4-dr. sed., $2,127. 
standard.) 

AUSTIN-HEALEY —conv., $2,919; deluxe 

v., $3,195. (Heater standard on deluxe.) 
BENTLEY—Sertes S — Standard Steel 
Saloon, $12,200; 2-dr. or 4-dr. sed. (Mul- 
liner), $19,316; conv., $20,383. Continental 
—4-dy, sed. (Mulliner), $20,035. (Series 8S 
chassis, $9,160.) 

BMW Isetta 300-——$1,048. 
ard.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
luxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe: power brakes, 
and autematic clutch stand- 


$1,553; 
(Heater 


(Heater stand- 


power steering 
ard on DS-19.) 
DKW —4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. sed., 


$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Sertes—4-dr. sed., $1,655; 4- 
dr. TV (Fast-Touring) sed., $2,035; stat. 


wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models.) 

FORD (England)—Angtia Series——Anglia 
2-dr. sed.. $1,539; Prefect 4-dr. sed.. $1,- 
639; Escort 2-dr. stat. wag., $1,629; Squire 
2-dr. stat. wag., $1,739. Mark Il Series — 
Consul—4-dr. sed., $2,012; conmv., $2,351; 
Zephyr 4-dr. sed., $2,193; conv., $2,552; 
Zodiac—4-dr, sed., $2,365; conv., $2.910. 


HILLMAN—4-dr. sed., $1,849; conv., $2,- 


099; 2-dr. stat. wag. (Husky), $1,535; 
4-dr. stat. wag. (Minx), $2,299. 
4AGUAR—Mark VII 4-dr. sed., $5,470. 
3.4 Liter sed., $4,420 (overdrive); $4,505 
(automatic transmission). XK-150 cpe., 
$4,475; XK-150 conv., $4,596. 
MERCEDES-BENZ—i80 4-dr. sed., §3,- 
240; 188-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 196-SL. road- 


ster, $5,020; 190-SE. epe., $5,232 
removable hard or soft top, 
4-dr sed., $3,823; 226-8 4-dr. 
220-8 conv., $7,641; 


(with 
;: se. 








Port-of-Entry Prices 
On Imported Cars 


New Commercial Car ashdediions, 
10 States for August, 1957-1956 


registrations by 


— 


STUDEBAKER—Scotsman 6—4-dr. sed, 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-dr. -us. 


tom sed., $2,048.99; 4-dr. deluxe sed., $2,. 
170.79; 2-dr, custom sed., $2,000.59; ~-dr, 
deluxe sed., $2,123.09. Commander \) -3— 
4-dr, custom sed., $2,173.29; 4-dr. de.uxe 
sed., $2,295.09; 2-dr. custom sed., $2,123 59; 
2-dr. deluxe sed., $2,246.09, President v-g 
—4-dr, sed., $2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed., $2,535.82, 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,. 
504.69; 4-dr, 2-seat Provincial V-8, $2560) -72; 
4-dr, 2-seat Broadmoor V-8, §2, 665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2, 263. 17; Golden 
Hawk V-8 2-dr. hardtop, $3,181. 82, (Over. 
drive standard on Golden Hawk, Heater 
standard on Scotsman.) 


559; 300-SL epe., $8,905; 300-SL roadster, 

$10, 928; 300-SC conv. or roadster, $12,. 

272. (Power brakes standard on 219 sed.; 

— transmission standard on 300-C 
) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 
MG—MGA roadster 
389; roadster (wire wheels), $2,473; cpe. 
(dise wheels), $2,684; cpe. (wire wheels), 
$2,774. Magnette 4-dr. sed., $2,663. (Heater 

standard on Magnette.) 


MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 


(dise wheels), $2,- 


sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag. $1,- 
863; deluxe stat. wag., $1,918. (Heater 
standard on deluxe models.) 
RENAULT — 4CV 4-dr. sed., $1,345 


Dauphine 4-dr. sed., $1,645. (Heater etend 
ard on both models. ) 

ROVER—90 4-dr. 
dr. sed., $3,625 


sed., $3,295; 1058 4 
(overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive), 
(Heater standard on all models.) 


ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $12,500; 4-dr. sed. and 2-dr. 
sed. (Mulliner), $19,630; conv., $20,657. 


Silver Wraith — touring lim. (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480. Sil- 
ver Wraith chassis, $9,976.) 


os 2-dr. sed., $1,895. (Heater stand- 
ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed.. $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe.. $2,688; Oceane conv., $2,888. 


Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane. ) 


SUNBEAM—Rapier 2-dr. sed., 
(Heater and overdrive standard.) 
TEMPO — Matador — 12-passenger stat. 
wag., $2,575. (Heater standard.) 


TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 


VOLKSWAGEN —2-dr. sed., $1,495; 2-dr. 


$2,499. 


sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (S-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag., $2,235; 


Karmann- Ghia sport cpe., $2,395; deluxe 
camper, $2,712. (Heater standard on all 
models. ) 


VOLVO — 2-dr. sed., $2,170; 2-dr. stat. 
ee. (Heater standard on both 
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Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

ECENTLY a higher court held 

that a police officer who has 

good reason to believe that an auto- 
mobile owner is engaged in selling 
narcotics can arrest him and con- 
fiscate his car, without a verified 
search warrant. 

For illustration, in People v. 
Wagner, 306 Pac. 
(2d) 507, the testi- 
mony showed: A 
police officer was 
informed bya 
man he knew that 
one Wagner was 
selling narcotics 
in the vicinity of 
the Red Hut 
Drive-In. One 
night the officer 
arrested Wagner 
and searched 
his automobile, Narcotics were 
found in the automobile, which was 
confiscated by the state. 

Wagner appealed to the higher 
court contending that his arrest 
and seizure of his automobile 
was illegal because there was 
no proof that he was selling nar- 
cotics on the night he was ar- 
rested, and no search warrant 
had been issued. 

The higher court approved Wag- 
ner’s arrest and confiscation of his 
car. 





L, T. Parker 


* > * 


The Art of High Finance 


FEW months ago a man named 
Gray registered in a Midwest- 
ern “Koko” Hotel where his credit 
was not first-rate. In order to bol- 
ster his normally unsatisfactory 
credit he deposited for safe keeping 
two U. S. bills, one for $500, the 
other for $100. Gray said to the 
hotel proprietor: “I will not need 
this money for a week or 10 days.” 
The following day, the hotel pro- 
prietor used the $100 bill to pay 
his long overdue debt to a real 
estate broker who in turn used the 
bill to pay off an overdue debt 
owed to a contractor. The latter 
was pleased with the settlement 
and, thereupon, used the $100 bill 
to pay for kitchen improvements 
made for him by Waldo Co. 
Waldo Co. gave the bill to one 
White who had furnished food 
and services to Waldo Co. in its 
expansion program. Then White, 
in response to urgent requests for 





Colo. Inspections 
Bring $5 Million 
In Repair Orders 


DENVER. — Colorado motorists 
paid out more than $5 million in 
repairing automotive defects dis- 
covered in the state’s toughened-up 
vehicle inspection period. 

An estimated 25 percent of the 
state’s 700,000 plus vehicles — 175,- 
000 cars and trucks—were found to 
need major repairs. 

John F. Healy, State Revenue 
Department deputy director, said 
the new and tougher inspection law 
apparently prompted the first 
wholesale adherence to required 
safety inspection procedures in the 
state’s history. 

The flood of rejected cars, par- 
ticularly in the Denver area, 
jammed repair shops with a rush 
of work they couldn’t handle with- 
in earlier deadlines. Supplies of 
brake linings, mufflers and tail- 
pipes were critically short for 
several weeks. 

Under the state law, all motor 
vehicles may be inspected twice a 
year. Legislative toughening of the 
statute last winter required state 
experts to reexamine inspection 
equipment of all stations. 


Dealership Burglarized 
RUSSELLVILLE. O.—Brown 
County Motor Sales here was 
entered by a burglar who took $488 
in cash and $4,000 in checks, Most 
of the checks were recovered 
Scattered along a road. 


| payments of past due debts owed 
to the “Koko” Hotel gave the 
latter the $100 bill. The hotel 
proprietor immediately placed it 
in the Hotel’s deposit safe. 

The same day the proprietor of 
the “Koko” Hotel took Gray’s $500 
bill from the safe and used it to 
pay one Wilson who had remodeled 
the hotel lobby. Wilson was pressed 
for payment of money he owed 
Ellis Building Supply Co. and he 
used the $500 bill to pay off this 
debt. That same night a conven- 
tion of builders had a banquet at 
the “Koko” Hotel, the sponsor 
being Ellis Building Supply Co. 
which used the $500 bill to pay this 


amount due the “Koko” Hotel. 
+ * * 


Owner Asks for His Bills 


A FEW days later Gray requested 
delivery of his previously de- 
posited $500 and $100 bills, The 
hotel proprietor produced the bills 
and gave them to Gray who there- 
upon lighted a match to both bills, 
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saying that both bills were counter- 
feit. The important facts are that 
both counterfeit and worthless bills 
were satisfactorily used to pay off 
valid debts and everybody con- 
nected with the transactions were 
satisfied and happy. 

In view of the lesson taught by 
the exchange of these counterfeit 
U. 8S. bills, the question is: Can 
automobile dealers in any way, or 
by any logical and satisfactory 
plan, avoid future responsibilities 
to finance companies in event a 
majority of purchasers of auto- 
mobiles default in making agreed 
payments to the finance com- 
panies? 

For instance, in McGhee v. 
Wynnewood State Bank, 297 S. W. 
(2d) 876, it was shown that a party 
named McGhee signed a document 
stating that he guaranteed pay- 
ments to a named bank of all in- 
debtedness incurred by Banner 
Motors Co. in conducting the busi- 
ness of buying and selling automo- 
biles. This document contained no 
expiration date. 

Several years later the higher 
court held that this guarantee 





A Foxy Customer— 


John H. Eagal sr., Stockton (Calif.) Ford dealer, found a foxy customer on his 
signed by McGhee is to be a con-/| desk recently. A salesman called a dog catcher, who rounded up the five-month-old 
tinuing promise, and to apply to| fox. This picture and a story on the incident appeared on Page One of the Stockton 
all obligations now in existence or | newspapers and was later used in an Eagal ad which advised readers to be “smart 


hereafter owing as the same arises.'as a fox and come a-running to John H. Eagal Co.” 





Can STROMBERG—champion economy 
carburetor—help sell cars? 


The question is directed to manufacturers whose cars 
are not yet equteped with Stromberg Carburetors. Car 
£ 


makers usin 


tromberg now are also using its outstand- 


ing economy record in the Mobilgas Economy Run to 
convince thousands of economy-minded customers. 
A a segment of your market—people in every 
r 


income 


acket—is always motivated by economy of 


operation as well as style, power and other good features. 
Proof that the motor car industry is well aware of this 
fact is its participation in the Mobilgas Economy Run 
every year, knowing how much a victory helps new-car 


es. 

Stromberg-equipped cars have won the coveted Sweep- 
stakes Award in this national economy tournament two 
straight years! 


Stromberg* Carburetor ea Dendiz* Electric Fuel Pump &P Deut Fole Tra Sure Dive QS 


*REG. U.S. PAT. OFF. 


If economy is a touchy subject instead of a good, solid 
selling feature with your line of cars, it will pay you to 
make comparative efficiency tests with Stromberg 
Carburetors against the field. 

Remember, for more than forty years more advances 
in carburetion have been initiated by Stromberg than 
any other manufacturer. Stromberg application engi- 
neers are at your service. 


ECLIPSE MACHINE DIVISION OF BENDIX AVIATION CORPORATION 


Original Equipment Sales: Elmira, N.Y. © Service Sales: South Bend, Ind. 
Export Sales and Service: Bendix International Division, 205 E. 42nd Street, N.Y. 17, N.Y. 
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No. 49 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


RIGHT—Three generations of Stewarts (left to 
right): L. A. “Vern” Stewart, George A. Stewart 
and Leslie A. Stewart. 


BOTTOM LEFT—Main Street, San Andreas, 
California. Population 1,263 (1950 census). The 
town is about 100 miles northeast of San 
Francisco. 


BOTTOM CENTER: Ellis W. Gibbens, in 
charge of sales, confers with his brother-in-law, 
L. A. “Vern” Stewart, who handles service. 
Both now manage all activities of the dealership. 


BOTTOM RIGHT: A °57 Victoria, fresh from 
the factory, next to the Model T chemical fire 
truck sold to San Andreas by George A. Stewart 
in 1917. This truck was the town’s main fire 
protection for 15 years. 





A STORY OF 3 GENERATIONS .. . 


From stage coach 
to style leaders — 
with the Stewarts... 


The gold rush days were over when George A. Stewart settled in 
the famed California mining town of San Andreas in 1897— 
but the automotive age was about to begin—one just as rewarding 
for men of initiative and vision! 


In March of 1913, George A. Stewart, a grocer from San Andreas, 
California, boarded a stage coach for San Francisco to visit the 
Ford Motor Company branch office . . . and there signed a Ford 
franchise agreement. It was the beginning of a long and successful 
association—one that has lasted for three generations! 


The dealership’s original “service department” was a wooden 
ramp under an oak tree, but was subsequently moved into a garage 
down by the creek. The initial sale was a Model T . . . to the 
father of the Sheriff of Calaveras County. The Sheriff himself 
became—and remained—a Stewart customer for thirty years. 

In those early days, teaching customers to drive was part of the 
sales package. And nearly all deals were for cash. One rancher 
paid for his new “horseless carriage” with two buckets filled 
with silver coins. 

In 1917, Leslie A. Stewart joined his father in the business. He 
became a staunch supporter of the power of advertising—and wrote 
the local newspaper ads with such headlines as . . . TEN CARS 
SOLD THE FIRST TEN DAYS OF JUNE! 


The third generation of Stewarts, L. A. “Vern” Stewart, 
entered the business in 1946—followed by his brother-in-law, 
Ellis Gibbens, in 1949. Trained in all phases of the business, they 
have now assumed active management of the dealership. 

Over the years the Stewart dealership has flourished. In 1955 
they acquired a Mercury franchise and for 42 years out of the last 
44 they have outsold all competition in their territory. In 1913 
they sold four cars—last year they sold 501 new and used cars. 

Known and respected throughout the county, every member of 
the Stewart family has a long and varied record of active participa- 
tion in community affairs. 

The Stewarts base the success of their family enterprise on a 
creed they’ve observed right from the start . . . that there are no 
better cars than those built by Ford Motor Company—and that the 
best possible service follow up every sale! 

Ford Motor Company salutes this outstanding dealership. . . 
we're proud they’re on our team! 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD 

THUNDERBIRD 

MERCURY 

LINCOLN 

CONTINENTAL 

ENGLISH BUILT FORDS 
The Ford Family of Fine Cars « «+ NOW THE NEW EDSEL 


FORD TRUCKS 
TRACTORS 

FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $10 to 
$852, according to Automotive 
News’ index. 

The price of ’51s remained un- 
changed from the previous week. 
All other models declined, with 
losses amounting to $25 on ’5é6s, 
$18 on ’57s, $12 on 54s, $10 on 
"53s, $7 on '52s, $6 on ’55s and $1, 
on ’50s. 

Adjusted prices on ‘57s, ’56s, 
S4s and ‘53s represented new 
lows. 

At a group of representative 
auctions last week, the average 
consignment was 219.9 units, of 
which 67.9 percent were sold. 
The previous week, sales 
amounted to 61.7 percent of 151.2 
units. 


Prices marked with an asterisk 


' indicate a unit equipped with an 


automatic transmission or over- 
drive, and (ps) indicates power 
steering. 
* + * 
PORTLAND, ORE. 
(Portiand Auto Auction, Inc. Sale every 


Tuesday. Prices are for sale of Sept. 10.) 
BUICK—'54 Special Hardtop, $1,160*; Su- 











MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudley 
Auctioneer: Harvey Greenwood 


Sale every Tuesday at |! A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 


CONNECTICUT 


Sale Every Wednesday at 11:00 
‘SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 
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per Hardtop, $1,150*; 
015* (ps). '52 Special 2-dr., $495*; RM 
4-dr., $465° (ps). '51 Super 4-dr., $175°*. 
‘50 RM Hardtop, $275*; Special 2-dr., 
$165. 

CADILLAC—’'48 4-dr., $250°*. 

CHEVROLET—'57 Bel Air 
2 at $2,295° (ps), $2,075*, $2,070°; Two- 
ten Delray, $1,900°; 4-dr., $1,815, $1,725. 
’56 Bel Air (8) Hardtop, $1,875* (ps); 
Two-ten (6) 4-dr., $1,340°, $1,305*, $1,- 
265, $1,260; Two-ten (8) 2-dr., $1,315°. 
'55 Bel Air (8) Hardtop, $1, 500° $1,- 
325° (ps); 4-dr., $1,110*°; Delray, $1,215; 
Two-ten 4-dr., $1,075*. "54 One-fifty 2- 
dr., $545. 53 Bel Air conv., $885*, $750°. 
"52 2-dr., $410°. ‘51 2-dr. Hardtop, $455. 
’48 station wagon, $275. 

DeSOTO—'52 Firedome 2-dr., $315. 

DODGE—’57 Coronet (8) 4-dr., $2,000°. 
"55 Sierra station wagon, $1,600*°; Royal 
4-dr., $1,370* (ps); Coronet Hardtop, 
$1,245. 

FORD—'57 9 pass. station wagon, $2,350° 
(ps). '56 Fairlane station wagon, $1,835*, 
$1,795°; Ranch Wagon, $1,460°; Hard- 
top, $1,795*, $1,675°, 
conv., $1,605° (ps); 4-dr., 
dr., $1,340. ‘55 Thunderbird, 
(ps); Fairlane (8) Hardtop, $1,450°; 
4-dr., $1,125; Main (8) station wagon, 
$1,220. 54 Crest Victoria, $850; 4-dr.. 
$830; Custom (8) 4-dr., $700, $635; Main 
2-dr., $595. "53 Victoria, $850° (ps); 
Ranch Wagon, $710°; 2-dr., $650, $585: 
4-dr., $590°, $530, $520°, $460° (ps). "52 
Victoria, $540°; 4-dr.. $455; 2-dr., $395°, 
$375. "51 2-dr., $360; 4-dr., $355, $300°. 
"50 2-dr., $340, $195. 

MERCURY—’'56 Montclair Hardtop, $1,930* 
(ps); Monterey Hardtop, $1,855* (ps); 
Custom (8) 2-dr. Hardtop, $1,545, $1,- 


RM Hardtop, $1,- 


(8) Hardtop, 


450. °55 Monterey 4-dr., $1,020°. ‘54 
Monterey Hardtop, $1,170° (ps); 4-dr., 
$1,100*, $990. ‘53 Custom 2-dr., $615. 


a ILLINOIS 

QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


INDIANA 





ANNOUNCEMENT 


The Dyer AUTO AUCTION has changed hands. 
The new owner is LEN POLLAK of Gary, 
Indiana and in the future it will be known as: 


LEN POLLAK’S 
Dyer Auto Auction, Inc. 
(Watch for Grand Opening ad—shortly) 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half K--x4 west of Grandville, 


ich, 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








ba 2-dr., $480. "51 4-dr., $275°*. ’50 4- 
$200. 

OLDSMOBILE—'55 (98) Hardtop, $1,720* 
(ps); 4-dr., $1,595° (ps); 2-dr., $1,300*° 
(ps); (88) Hardtop, $1,660°: 2-dr., $1,- 
425° (ps). '54 (88) Hardtop, $1,445*. '53 
(98) Hardtop, $950° (ps). ‘52 4-dr., 
$460°*. '50 4-dr., $250*. 

PACKARD—’52 4-dr., $335*. 

PLYMOUTH—’56 Belvedere (8) Hardtop, 


$1,580* (ps). °55 Belvedere Hardtop, $1,- 
280° (ps); station wagon, $1,200. ‘54 
Belvedere Hardtop, $760°; 4-dr., $555. 
"51 conv., $160; 4-dr., $150. 
PONTIAC—'57 Chieftain Hardtop, $2,100*. 
‘65 Chieftain Hardtop, $1,375*; 4-dr., 
$1,320; Star Chief 4-dr., $1,210; 2-dr., 
$1,200*. °53 Hardtop, $740; 4-dr., $425°. 
"52 Hardtop, $420°. 
RAMBLER — ‘55 station wagon, $1,385", 
$1,355. 
STUDEBAKER—’'55 Commander Hardtop, 
$1,160*. "54 coupe, $775. ‘52 coupe, $375. 
WILLYS—’53 station wagon, 
MISCELLANEOUS— 56 Volkswagen 2-dr., 
$1,500. ‘55 GMC %-ton pickup, $1,250. 
‘51 Ford %-ton pickup, $425; GMC %- 
ton pickup, $360. ‘50 Chevrolet %-ton 
pickup, $420. °49 Ford %-ton pickup, 
$405. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
| Wednesday. Prices are for sale of Sept. 
, 11.) 


| (Sold 151 cars out of 245 consign- 
ments.) 

| BUICK—'56 Century conv., $1,535° 
Century 4-dr. Hardtop, $1,625° (ps); 
Special Hardtop, $1,365°, $1,135*°; RM 
4-dr., $1,275* (ps). ‘54 Special Hardtop, 
$850°; Century 4-dr., $850°; Super conv., 
$600°. '53 Special Hardtop, $680°, $520; 
Super coupe, $420°. ‘52 Super Hardtop, 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 











CLASSIFIED WANT ADS 
BRING RESULTS 








MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 


Phone Dunkirk 3-0150 





(ps); 


Average Prices of Used Cars Sold at Auction 


: 
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Prices of '568 added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 



















$250°. ‘51 RM Hardtop, $375*; Super 
4-dr., $115*. 

CADILLAC—’55 (62) conv., $2,765* (ps). 
"54 (60) sedan 4-dr., $2,125* (ps); *52 
(62) 4-dr., $610°. "51 (62) 4-dr., $425°. 
"50 (60) sedan 4-dr., $320°, (62) 4-dr., 
$300*. '46 (62) 4-dr., $60°. 

CHEVROLET—'56 Two-ten 4-dr., $1,275, 


$1,150, $1,140, $1,125, 2 at $1,100, $1,- 
090; Two-ten 2-dr., $1,285°. '55 Two-ten 
4-dr., $1,000; One-fifty station wagon, 
$965, $775, $770, $710. "54 Two-ten 2-dr., 
$825, $700; One-Arty 4-dr., $430, $350. 
"53 Bel Air 4-dr., at $660, $550, $525. 
"52 Deluxe 2-dr., "400, $325, $290°, $200. 
"51 Deluxe Hardtop, $340, $335, $295, 
265, $155*, $125. "50 Deluxe 4-dr., $150, 
$135, $75. '49 Deluxe station wagon, $95. 
CHRYSLER—'55 Windsor 4-dr., $1,280* 


(ps). 

DeSOTO—'53 Firedome $215° 
$105°. 

$400. '53 Mead- 


(ps). °49 Custom conv., 

DODGE—’'54 Royal 4-dr., 
owbrook 4-dr., $420, $285. ‘52 Coronet 
4-dr., $215°. ‘51 Coronet club coupe, 
$155*; Wayfarer 2-dr., $135. 

FORD—'57 Fairlane (8) 500 flip top, $2,- 
260°; Custom (6) 300 2-dr.. $1,410. 
‘56 Fairlane (8) conv., $1,500° (ps), 
$1,390°; Custom (8) 4-dr., $1,135*; 2 at 
$1,100; Main (8) 2-dr., 40. ‘55 Fair- 
lane (8) conv., $1,160°, $965; Fair- 
lane (8) 4-dr., $965; Main (8) 2-dr., 
$850; Custom (8) 2-dr., $800°. '54 Main 
(8) Ranch Wagon, $775, $700; Custom 
(8) 4-dr., $700*; Main (8) 2-dr.. $430. 
"53 Main (8) Country Squire, $675, $620, 
$600; Custom (8) Victoria, $615, $540, 
$395°; Main (8) 4-dr., $540, $455, $430, 
$410; Canadian Ford Meteor 4-dr., $400; 
Main (6) 2-dr., $335; Custom (6) 4-dr., 
$335. "52 Custom (8) 2-dr., $420*, $300. 
"51 Custom (8) Victoria, $375°, $275; 
Custom (8) Country Squire, $215, $150, 
$125. '49 Custom (8) 2-dr., $145, $110. 


(8) 4-dr., 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks ore insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8B. Spielman 
John W. Becker 


THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Ev: 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 





CROSSROADS 
« » » Where they meet ... buyers and 
sellers ... new and used-car dealers. They 
meet at the dealer auctions of the nation 
+. - and on the pages of Automotive News. 
an 








— 


MERCURY — '56 Monterey Hardtop, $1,. 
500*; Custom conv., $1,475*. °55 Monte. 
rey Hardtop, $1,045; Custom 2-dr., 
*54 Custom 4-dr., $840° (ps), 
Custom 4-dr,, $500. 

NASH—'54 Rambier 4-dr., $785*; 
4-dr., $715*. °53 Statesman 4-dr., 
Rambler station wagon, $310. 

OLDSMOBILE—’55 (88) Hardtop, $1,430°, 


$940, 
$500. ‘53 


Rambler 
$440°; 


$1,355°. °54 (88) 4-dr., $1,120*, ‘575: 
53 (88) 4-dr., $570°*, $500°, $480°. "52 
(88) 4-dr., $285*, $225*. ‘51 (98) Hard- 
top, $335*, $175*; (78) 4-dr., $125. 

PACKARD — '51 = 4-dr., $160. "49 
limousine 7-pass., $125. 

PLYMOUTH—’' 57 Belvedere 4-dr., $1,850*, 
"55 Savoy 4-dr., $900°. °54 ‘Belvedere 
Hardtop, $585*; Plaza 2-dr., $455. '53 
Cambridge 4-dr., $330. °52 Cranbrook 
conv., $205. 

PONTIAC—’55 (870) Hardtop, $1,225°. ’53 
Deluxe (8) 2-dr., $600°, $530, $510. '53 
Chieftain (8) 4-dr., $450, $370*, $350, 
"50 4-dr., $205°. 

STUDEBAKER — ‘52 Commander 4-dr., 
$115. 

WILLYS—’52 2-dr., $175. '48 station wag. 
on, $110. 

MISCELLANEOUS — '56 Chevrolet ‘-ton 
pickup, $1,050. °55 Chevrolet *%-ton 
pickup, $590. '54 Chevrolet %-ton pick- 
up, $510. ‘°53 International carryail, 
$470. ‘52 Jaguar Mark No. 7, 4-dr., 
$515. 

ALBANY 


(Tim Anspach Dealer’s Auto Auction, 
Sale every Monday. Prices are for sale of 
Sept. 9.) 


(Today’s auction was sluggish. Prices 
declined on most all units. Sold 134 cars 
out of 175 consignments.) 


BUICK—’55 Century Riviera, $1,380* (ps); 
Super 4-dr., $1,365° (ps), $1,150°* (ps). 
’54 Special conv., $960*. ‘53 Super conv. 
$500*; Riviera coupe, $470°. °34 4-dr., 


$100. 

CADILLAC—’57 (62) coupe de Ville, $4,- 
450° (ps). °56 (62) sedan de Ville, $3,- 
070° (ps). "55 (60) 4-dr.. $2,320° (ps); 
(62) coupe de Ville, $2,550° (ps); 4-dr., 
$2,310°* (ps). "54 Eldorado conv., $2. 600° 
(ps); (60) 4-dr., $2,150° (ps), $2,005* 
(ps); (62) 4-dr., $1,885° (ps), $1,775* 
(ps). "53 (62) coupe de Ville, $1,260* 
(ps). "52 (62) coupe de Ville, $1,010° 
(ps); 4-dr., $950°. 

CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
560; Two-ten (6) 2-dr. 2 at $1. 125, 
$1,100; 4-dr., $1,175, $1,150. '55 Bel Air 
(8) station ‘wagon, $1,560*; conv., $1,- 
230°; One-fifty 2-dr., $680. °54 Bel Air 

$915° $800°*, $775*, $770*, 

Air 4-dr., 2 at $650°, 

; Two-ten 4-dr., $490; 

$500. '52 Two-ten station 
wagon, ann Bel Air Sport coupe, $440; 
4-dr., $280, $215; 2-dr., $320; club 
coupe, S270. "51 2-dr., $350, $290; ‘4-dr., 
$275; station wagon, $220; conv., $300. 

DeSOTO—'50 Custom 4-dr., $150. 

DODGE—'S4 Coronet 4-dr., $720; station 
wagon, $645. "53 Coronet 4-dr., $410, 2 
at $360; Meadowbrook 4-dr.. $145. ‘52 
2-dr.. $250. ‘50 4-dr., $100; 2-dr., $100. 

EDSEL—'58 Ranger Hardtop. $2.750*. 

FORD—'57 Custom 4-dr.. $1,925°; Fair- 
lane conv. $1,550. ‘55 Thunderbird 
coupe, $1, 875; Custom Victoria, 

Main (6) 4-dr., "4 
$950; Skyliner coupe, $820° ; 
(Continued on Page 27, 


4-dr., 
Col. 1) 





NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


Inc. 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





| 


WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Beb McConkey 
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Used-Car Auction Prices 
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Powermaster club coupe, $300*, $195°*. 


DODGE—’ 57 Coronet Lancer, $2,400* (ps). 


56 Coronet (8) club sedan, $1,575*. °55 
Royal (8) 4-dr., $1,205* (ps). '53 Coro- 
net Diplomat, $525* 








Model Breakdown 
Of Auction Averages 
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Kaiser Manhattan 4-dr., $230; Hillman 
Estate, $370. '51 Chevrolet %-ton pick- 
up, $260; Hillman Minx oe, $225. *50 
Ford %-ton pickup, $305. "48 Ford wy - 
ton truck, $295. '37 Dodge %-ton pick- 


D— e up, $100. 
qu.eee; Couster aeaan’ Game? ca’ Sept., 1957 Aug. July mS 
$2,310*, $2,130° (ps); Fairlane (8) 500| Model To Date §8=—- 1887 nae JENISON, MICH. 
sedan, $2,175*; Club Victoria, $2,050* $2,21 
(Continued from Page 26) (ps); Del Rio station wagon, $1,985; 1,553 (Grand Rapids Auction, Sale every Tues- 
Custom club sedan, $1,850, $1,670; 2-dr., day. Prices are for sale of Sept, 10.) 
$710, $700, $690; conv., $720; station| era, $295*; Super 4-dr., $225*. '50 Super| $1,625. ‘56 Thunderbird, $2,745* (ps), 1,202 (Market soft. Very nice consignment of 
wagon, $700. '53 Custom 4-dr., $450; Riviera, $210*; Special sedan, $150*. $2,700* (ps), $2,660*, $2,600*, $2,495* 830 cars but buying was certainly off. Sold 
2-dr., $350°; Main 2-dr., $310. ‘52 Cus- | CaApILLAC—’57 (62) coupe, $4,800* (ps). (ps), $2,425; Fairlane (8) 4-dr., $1,495* 538 139 cars out of 253 consignments.) 
tom station wagon, $400; 2-dr., $360; 4-| ‘56 sedan de Ville, $3,825* (ps); coupe| (PS); Main (8) 2-dr., $1,320%, $1,085; BUICK—’57 Special Riviera, $2,340*, $2,- 
dr., $290. ‘51 coupe, $240°. ‘50 2-dr.,/ de Ville, $3,610; (62) coupe, $3,575*| Custom (8) 2-dr., $1,185, $1,115*; 4-dr., 345 270*. '56 Special Riviera, $1,750°, $1,- 
$150. '49 club coupe, $100. 7 (ps); 4-dr., $3,095* (ps). ’55 coupe de $1,060. 55 Country sedan, $1,550°; Fair- 248 730°, $1,720* (ps), $1,630*; 4-dr., $1,- 
HUDSON—’52 Wasp 4-dr., $110. '51 Hor- Ville, $3,055* (ps), $2,950* (ps); (62) lane (8) Victoria, $1,335; Custom (8) 199 575°; 2-dr., $1,530°, 55 Special '4-dr., 
net 4-dr., $160°. 4-dr., $2,500* (ps), 2 at $2,400* (ps). 2-dr., $945°*. °54 Crest (8) 4-dr., $695; $1,535*, $1,230*; Riviera, $1,495* (ps); 
MERCURY—’56 Montclair Sport coupe, $1,- '54 (62) coupe, $2,300* (ps), $2,150*| Custom (6) 2-dr., $645*. ’53 Main (8) SSS ee eee 2-dr., $1,365*; Super 2-dr., $1,365* (ps), 
775* (ps); Monterey Phaeton, $1,480°. (ps), $2,145* (ps). 53 (60) sedan, $1,-| 4-dr., $545; conv., $535*, '51 2-dr., $245, Average $ 852 $ 873 $ 891 $1,350* (ps), $1,300* (ps), $1,295*. '54 
‘54 Monterey 4-dr., $750. "51 Monterey) 245° (ps). ’52 4-dr., $795* (ps); conv., $220; coupe, $225, $170; conv., $195. ’50 Century conv., $1,000; Special Riviera, 
coupe, $310°. $550* (ps). '51 conv., $550°; 4-dr., $515*, | _ 4-dr., $150. $950°. ‘53 4-dr., $600*; 2-dr., $450°. °51 
OLDSMOBILE — ’57 (88) Super Holiday, $454*, '50 (62) 4-dr., $600*, $450°, °49 HUDSON—’52 Wasp 2-dr., $225. 4-dr., $265* 
. ° . , , . a . Belvedere (8) 4-dr., $1,045*, $935° (ps). , . 
$2,410*. °56 (98) Holiday, $1,890° (ps). coupe de Ville, $660* LINCOLN—’53 Capri coupe, $825* (ps). ° 7 , ° . 
: . 70*- (88) 4-dr. : : ° , ¥ e 54 Plaza 4-dr., $495. '53 Belvedere sedan, | CADILLAC—’53 conv., $1,090* (ps); club 
G4 (88) Super 4-dr., $970°; (88) + | CHEVROLET—’57 Corvette, $3,050°, $3,-| 02 Capel 4dr, $575" $435; Cranbrook 4-dr., $305; Cambrid coupe, $835, "52 club coupe, $775* (ps) 
$900°. "53 (98) 4-dr., $420°. 000%, $2,950, $2,900; Bel Air Nomad, | MERCURY —'56' Montclair coupe, $1,820*| $435; Cranbrook | | Si acar.. g4b0° ~" _y 
PACKARD—'55 Clipper 4-dr., $1,150°. °48 $2,725*, $2,600*: Sport coupe, $2,200* (ps), $1,510* (ps). ’54 Monterey 4-dr., =Gr., § : port coupe, ss abs a 
Clipper 4-dr., $100. . (ps), $2,020; Bel Air (6) station wag-| $830°. ‘53 Monterey coupe, $495, '52| PONTIAC—'57 Chieftain Catalina, $2,200* CHEVROLET — ‘57 Two-ten (8) station 
PLYMOUTH—'57 Savoy (8) 4-dr., $1,850°. on, $2,050; Sport coupe, $1,810; Two-ten Monterey station wagon, $695*; Custom (ps). °55 Star Chief Catalina, $1,405 wagon, $2,240*, $1,455*; club coupe, $1,- 
55 Plaza (8) 4-dr., $800*; Plaza (6) (8) Sport’ coupe, $1,945*. "56 Corvette, 4-dr., $450°. '51 club coupe, $295, $235; (ps), $1,395° (ps). ’54 Chieftain 4-dr.,/ 995°. °56 Bel Air (8) Sport coupe, $1,- 
4-dr., $670; Savoy (8) 4-dr.. $720; Savoy| $2700; Bel Air (8) Sport coupe, $1,785*; | _ 4-dr., $290*. "50 club coupe, $310. $795* (ps). ’53 Chieftain 4-dr., $455°,/ 660°, $1,600*; Bel Air (6) 4-dr., $1,350°; 
(6) 4-dr., $500. "54 Plaza station wagon, 4-dr., $1,610*; 2-dr., $1,325*; Two-ten| NASH — °'53 Ambassador 4-dr., $450*; $430°. °52 Chieftain 4-dr., $345°. °50 4- Two-ten station wagon, $1,650°, $1,455°; 
$470. '53 station wagon, $490, $410; 4- (8) Sport sedan, $1,680; 2-dr., $1,475. Statesman 2-dr., $270. dr., $205°; 2-dr., . 49 4-dr., $100. 4-dr., 51,595 (ps); Two-ten (6) 4-dr., 
dr., $360, $310, $170°. . '55 Bel Air (8) Sport coupe, $1,655* | OLDSMOBILE — '57 (98) 4-dr., $2,680*| STUDEBAKER — °53 Commander sedan,| $1,080°. °55 Two-ten (8) station wagon, 
PONTIAC—’56 Chieftain Catalina, $1,640°. (ps), $1,510* (ps), $1,500* (ps), $1,430*; (ps); (88) Super Holiday, $2,625* (ps). 95. $1,350 ; 2-dr., $1,110°, $1,060°, $990, 
53 Chieftain station wagon, $550°. Two-ten (8) Delray coupe, $1,340°, $1,-| "56 (88) Super Holiday, $2,250*; (88) | MISCELLANEOUS —°57 Ford Ranchero,| $965°, $940; Two-ten (6) 2-dr., $900, 
WILLYS—’54 Eagle Sport coupe, $280°. 175*; 2-dr., $1,075*. '54 Corvette, $1,- Holiday, $1,655*; 2-dr., $1,595*, $1,575*; $1,970*, $1,800*, "56 Ford %-ton pickup, $890; Bel Air (8) 4-dr., $990°. °54 oS 


MISCELLANEOUS—'57 Isetta Sun Roof,| 495*: Two-ten 2-dr., $620; One-fifty 2-dr., 
53 Bel Air 4-dr., $790; 2-dr., 


$930, $885; Fiat 4-dr., $1,375. '55 Ford| 595, 


%-ton pickup, $520. $625*, $530; Two-ten 4-dr., $400°, °52 ’53 (88) Holiday, $765; (88) Super Holi- coupe, 
sedan, $400, $330*. '51 2-dr., $350*, '50| day, $500°; $375; (98) Holiday,| pickup, $920*, 
CHICAGO 2-dr., $250; 4-dr., $200°. °49 4-dr. $190.| $655° (ps), -_. "52 (88) conv.,| pickup, $880°, 
CHRYSLER—’53 Windsor 4-dr., $335*. °51 $495°; 2-dr., (98) conv., $415*. up truck, $695; 
(Arena Auto Auction. Sale every Tues- NY conv., $135. ’50 4-dr., $175*. "50 4-dr. Simea 4-dr.. $535. 


day. Prices are for sale of Sept. 10.) 
(Sold 503 cars out of 741 consign- 
ments.) 

BUICK — ‘57 Super conv., $2,700° (ps); 
Riviera, $2,505* (ps). "56 Century 4-dr., 
$2,025*; Special Riviera, $1,950° (ps), 
$1,755° (ps); 4-dr., $1,655* (ps), $1,680° 
(ps); Super conv., $1,795* (ps); Riviera, 
$1,745° (ps), $1,525*. "55 Super Riviera, 
$1,435° (ps), $1,400°; 2-dr., $1,350* (ps), 
$1,100°; Special Riviera, "$1,395° (ps), 
$1,150°. °54 Super Riviera, $1,055; Spe- 
cial Riviera, $885, $785*; Century conv., 
$800. °53 Special 4-dr., $650°, $410, 
$375*; Super conv., $535, $515*. 52 Spe- 
cial 2-dr., $400°, $320°; 4-dr., $250°. *51 
Super station wagon, $325*; 2-dr., $200*; 
RM Riviera, $305°*. 

CADILLAO — ‘57 coupe de Ville, $4,360*° 
(ps). °56 (62) 4-dr., $3,185°; coupe de 
Ville, $3,025* (ps). "55 coupe de Ville, 
$2,385° (ps). "54 coupe de Ville, $2,300° 
(ps); Eldorado, $2,200° (ps); (62) 4-dr., 
$1,990° (ps); coupe, $1,705° (ps). ‘53 
(62) 4-dr., $1,015*, $1,010*, $1,000° (ps). 
"51 (62) 4-dr., $300°, $290°. 

CHEVROLET—'57 Corvette, $2,800°; Bel 
Air (8) 4-dr., $2,175° (ps), $2,150° (ps), 
$2,000° ; Hardtop, $2,100*; coupe, $2.- 
090°; Two-ten 4-dr., $1,690°. "56 Bel Air 
station wagon, $1,760°; 4-dr.. $1,620°, 
$1,600°, $1,470°; 2-dr., $1,385°; Hard- 
top, $1,620°; Bel Air (6) 4-dr.. $1,300; 
Two-ten (8) 2-dr., $1,265°; Two-ten (6) 
4-dr., $1,225; 2-dr., $1,175. "55 Bel Air 
2-dr., $1,320°, $1,220°, $1,150°, $1,090°; 
4-dr., $1,300°; Bel Air (6) 4-dr., $1,505, 
$955°; Two-ten (8) 2-dr.. $1,040°, $1,- 
000; Two-ten (6) 2-dr., $990, $945°, $835. 
"54 Bel Air 4-dr., 850°; Two-ten 4-dr., 
$530, $460. ‘53 Bel Air 4-dr., $515*; 
Two-ten 4-dr., $550; One-fifty 2-dr., 
$285. ‘52 Delray 2-dr., $400; 4-dr., $375. 


"61 4-dr., $315. 

CHRYSLER—'55 Windsor 2-dr., $1,420* 
(ps). 

DesOTO—'57 Firedome 4-dr., $2,000° (ps). 


’SS Firedome 2-dr., $1,435° (ps); 4-dr., 
$1,235° (ps). "53 4-dr., $430. 
DODGE—'55 Coronet 2-dr., $920. "54 Cor- 
onet 4-dr., §490°, $395°. ‘53 Hardtop, 
$450, $440; 4-dr., $375, $370; 2-dr., 


$280. 
EDSEL—’'58 Pacer Hardtop, $3,.130° (ps). 
FORD—'57 Thunderbird, $2,715*; Fairlane 
(8) 500 Victoria, $2,185° (ps), $2,035° 
(ps). "56 Thunderbird, $2,375° (ps); Fair- 
lane (8) Victoria, $1,745° (ps), $1,525*, 


$1,520 (ps), $1.495° (ps), $1,360, $1,- 
350; 2-dr., $1,320°, $1,315; Ranch Wag- 
on, $1,335; Custom 2-dr., $1,290; 4-dr., 


$1,120°, $1,110°, $1,100; conv. $1, 280° 
(ps). "55 Fairlane (8) Victoria, $1,280°, 
$1,200°, $1,175, $1,115°. "54 Crest conv., 
$1,005*; Victoria, $900° $750°; Custom 
4-dr., $650°, $500; 2-dr.. $585, $460. "53 
Crest Victoria, $700, $625; 2-dr., $610°, 
$345; 4-dr., $560, $550; station wagon, 


$570°; Main 2-dr., $340, $310. "52 Vic- 
toria, $595°. "51 Victoria, $230; 4-dr., 
$215°. 


HUDSON—'S4 4-dr., $375; Jet 2-dr., $300. 

LINCOLN—Capri 2-dr., $710*. 

MERCURY—'57 Monterey 2-dr., $2,350° 
(ps). °56 station wagon, $1,670°; Mont- 
clair Hardtop, $1,545; Medalist sedan, 
$1,075. "55 Monterey station wagon, $1,- 
665° (ps); 2-dr., $1,140*°; conv., $1,075*; 
4-dr., $1,005, $1,000. "54 Monterey 4-dr., 
$830°, $695°, $520°; 2-dr., $720. ‘53 4- 
dr., $500°; Haratop, $430, *52 2-dr., $380. 

NASH—'55 Ambassador 4-dr., $890°. °54 
Hardtop, -$665. "53 4-dr., $585. 

OLDSMOBILE — ‘57 (88) Super Holiday, 
$2,600° (ps). '56 (98) Holiday, $2,360°, 
$2,280° (ps), $2,195° (ps); conv., $2,100* 
(ps); (88) Holiday, $2,060° (ps), $2,000° 
(ps), $1,700°; 2-dr., $1.650°. ‘55 (88) 
2-dr., $1,505° (ps), $1, 400°, $1,290°, $1,- 
255°; 4-dr., $1,455°. "53 (98) 4-dr., $675 
(ps): Holiday, — "52 (98) 4-dr., 
$365°, $285°, $210 (ps 

PACKARD—’55 io “4-ar., $810". 

PLYMOUTH—’'56 Savoy (8) 4- dr., $1,245°, 
$1,235°; 2-dr., $1,030; Plaza (6) 2-dr., 
$870. '55 Belvedere 2-dr.. $1,155*; 4-dr., 
$920; Savoy (6) 4-dr., $900, $855, $705. 
’S3 Cranbrook 4-dr., $495, $405, $260. 
"52 4-dr., $340. 

PONTIAC—'57 Star Chief conv., $3,300*; 
station wagon, $2,200°. ‘56 
Catalina, $1,815° (ps); 
lina, $1, 685°; 4-dr., "$1,605. 
Chief 4-dr. $1, 350° (ps), 
205°. ’54 Star Chief Catalina, $705* (ps); 
2-dr., $450°. °53 4-dr., $555°, #410, $365. 
"52 conv., $210. 

RAMBLER—’55 station wagon, $1,210. 

MISCELLANEOUS—’57 Isetta, $700; Chev- 
rolet pickup en $1,550°. ‘56 Volks- 
wagen 2-dr., $1, 


LOS ANGELES 


(Harold Henry's Los Angeles Auto Auc- 
tion. Sale every Tuesday and Thursday. 
pees ave for cal) of Aug. 20 and Supt. 


adie vos Special Riviera, $2,280°. °56 
Super Riviera, $1,995* 


"52 Special Riviera, ‘siaoe, 51 RM Rivi- 


DeSOTO—’57 Firesweep 4-dr., $2,480° (ps). 
"56 Firedome (8) 4-dr., 


$1,575* (ps). 53 







The word is spreading 
like wildfire! 


Service manager tells service 
manager . . . mechanic tells 
mechanic—that Mileage 
Minder has the answer! 


See your nearby Automotive Jobber or write: 
PASER MANUFACTURING COMPANY 


PACKARD—’53 4- dr., 
PLYMOUTH— 57 Fury, $2,700* (ps). °55 


(98) Holiday, $2,080* (ps). °54 (88) Su- $915*, $895°; Triumph roadster, $1,875; 
per Holiday, $1,300* 


(ps), $1,250° (ps). 


$455*° (ps). 


It’s no secret! 


Fuel system problems have 
skyrocketed . gas waste, 
iron oxides, flooding, vapor 
lock, poor performance. 


~ 1 \ 


Mileage Minder 
sells itself! 


Word of mouth advertising 
is quickly spreading the news 
of quick and positive relief 
from fuel system problems. 





533 Turk Street * San Francisco 2, California 


Volkswagen 2-dr., 
55. Chevrolet (6) 

$785; Chevrolet %-ton | CHRYSLER—’55 NY 4-dr., 
$695; Willys 3-speed pick- 


$1,050; 4-dr., $825°; 
pickup, $630. "52 Ford panel truck, $260; 





Metropolitan 2-dr., $550*, $390; stat 
PYe-ton 4-dr., $450°. °51 4-dr., 


(Continued on Page 
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Mechanics started 
hunting for us! 

We hardly realized how seri- 

ous the situation was...until 


we started hearing from the 
trade! 


out of griefers 
or knockers! 


Many service managers are 
sidestepping trouble by in- 
stalling Mileage Minder 
when the new car is delivered. 








coupe, $895*; 2-dr., $765; 4-dr., $630. 


fon wagon, ts25; 
$225*, $200°. 
$1,370°. "54 NY 


club coupe, $850°. '50 4-dr., $100. 


oe canteen DeSOTO—'56 Firedome 2-dr.. 
Chevrolet %-ton DODGE—’'56 Coronet 2-dr., 


$1,705° (ps). 
$1,030 (police). 
30, Col. 1) 
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Makes happy customers 





Detroit representative to car manufacturers: 
Elton M. Eldredge, 18230 Grand River Avenue 
Telephone Vermont 6-4191 





Vleet your best customerg 











In any spot where people go to enjoy fun and fine 
living, you're likely to find some of Holiday's lively 
readers. For Holiday's 875,000 families are full of 
get-up-and-go...and, more often than not, they go by 
car. Just see what it means in sales figures: 

Last year they drove the astounding total of 12.4 
billion miles, buying 900 million gallons of gas, 42 
million quarts of oil, and 13 million tires en route. 
To say nothing of a potential 9 million spark plugs, 
25 million oil filters and 600,000 batteries as well! 

Where do Holiday families get all this drive? Well, 
for one thing, they have incomes nearly triple the 
national average. This makes it easy for them to 
Satisfy their irresistible yen to go places and do 
things. And, because they're a confirmed group of 
auto devotees, they like nothing better than making 
their pleasure jaunts by car. 

Just two of the reasons why more than 50 top 
automotive advertisers are showing their products in 
Holiday. How about you? 















HOLIDAY readers are the leaders of the new active leisure ! 
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AUTOMOTIVE NEWS, SEPTEMBER 23, 1957 


Used-Car Auction Prices 


(Continued from Page 27) 


’55 Royal (8) Lancer, $1,160*. ’53 club 
coupe, $390; 4-dr., $300. 

FORD—’57 Fairlane (8) 500 conv., $2,200*; 
4-dr., $2,100°; 2-dr., $2,100°, $2,070°; 
Custom (6) 2-dr., $1,500. °56 Country 
sedan station wagon, $1,800° (ps), $1,- 
670°, $1,335; Fairlane (8) coupe, $1,520*, 
$1,425*, $1,250; 4-dr., $1,250; Sunliner 
conv., $1,570° (ps); Custom (8) 4-dr., 
$1.195, $1,140*, $985, $960, $875. °55 
Custom station wagon, $1,255* (ps), $1,- 
150; Custom (6) 2-dr., $675; Fairlane 
(8) 4-dr., $1.075*, $945°; Main (6) 2- 
dr., $775. °54 station wagon, $925*; club 
coupe, $780*°; 4-dr., $645°, $575°. ‘53 
conv., $630; 2-dr., $375. "52 2-dr., $280. 
"50 2-dr., $110. 

MERCURY—’'57 Montclair 4-dr., 
(ps). °55 Monterey club coupe, $1,280° 
(ps); 2-dr., $1,200*; Custom 2-dr., $1,- 
075*, $900°. '54 Monterey 4-dr., $825°*. 
53 club coupe, $565* (ps). ‘52 4-dr., 
$310*. "51 conv., $185. 

NASH—’53 2-dr., $550. 

OLDSMOBILE — '57 (88) station wagon, 
$2,810° (ps); 2-dr., $2,490°, $2,445* (ps). 
"56 (98) 4-dr., $2,160° (ps). "55 (98) 
Holiday, $1,565* (ps); (88) Super 4-dr., 
$1,510*, $1,315*. ‘54 (88) Super club 
coupe, $1,265* (ps), $1,230*, $1,140*, 
$1,080* (ps); (88) 2-dr., $1,250° (ps), 
$1,025*. °53 conv., $600°. 

PACKARD—’55 Clipper 2-dr., $1.060° (ps). 
"53 conv., $450°. 

PLYMOUTH — ‘56 Plaza 4-dr., $990. 55 
Belvedere (8) 4-dr., $1.070°; Plaza 4-dr., 
$690. °54 club coupe, $245. 

PONTIAC—’57 Chieftain Catalina, $2,155°. 
56 Star Chief 4-dr., $1,660° (ps); Chief- 
tain club coupe, $1,525*; Catalina, $1,- 
480°. ‘SS Star Chief 2-dr.. $1,425*; 
Chieftain Catalina, $1,090°; 4-dr., $1.- 
075°. °53 4-dr., $460; 2-dr., $390°, $375. 


$2,400° 


"52 4-dr., $350°. 

STUDEBAKER—'5S7 Land Cruiser 2-dr., 
$3,725* (ps). 

MISCELLANEOUS — ‘56 Renault 2-dr., 


$850; Volkswagen 2-dr., $1,500, 54 Chev- 
rolet Delivery, $490. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Sept. 9.) 


BUICK—’57 Special station wagon, $2,660* 
(ps). °56 Century conv., $1,840° (ps). 
"55 Century Riviera, $1,545*; 4-dr., $1,- 
335* (ps); Super Riviera, $1.415* (ps); 
Special conv., $1.380*. 53 Super Riviera, 
$430°*. °52 Super Riviera, $390*. 

CADILLAC—'57 (62) coupe, $4,260* (ps), 
$4,195° (ps); coupe de Ville, $4,250*° 
(ps); conv., $4,080° (ps); 4-dr., $4,250* 
(ps), $4,100% (ps), $3,860°. °"56 (62) 
4-dr., $3.810° (ps); coupe de Ville, $2,- 
850° (ps), $2,775* (ps). "54 (62) coupe 
de Ville, $2,390* (ps). 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
400° (ps), $2,275* (ps), $2,125* (ps), 2 
at $2,050°, 3 at $1,960*; station wagon, 
$2.340° (ps); conv., §$2.155*; Two-ten 
(8) station wagon, $2,200*. '56 Bel Air (8) 
conv., $1,800°; Hardtop, $1,685*, $1,615°; 
4-dr., $1,570°, $1,555*, $1,490°, $1,455, 
7 at $1,450*; Two-ten (8) station wagon, 
$1,775*, $1,720, $1,695*; 4-dr., 4 at $1,- 
270; One-fifty (6) 2-dr., $970, $965. °55 
Bel Air (8) Hardtop, $1,450, 2 at $1,400, 
$1,220*, $1,215; One-fifty (6) 4-dr., $900. 

CHRYSLER — '56 Windsor 4-dr., $1,765* 
(ps), $1,760° (ps). "54 NY 4-dr., $1,185* 
(ps). “52 Saratoga 4-dr., $390*. 

DeSOTO—'56 Firedome Seville, $1,725*. 
"55 Firedome Hardtop, $1,465*; Fireflite 
4-dr., $1,285° (ps). ‘54 Custom 4-dr., 
$965° (ps). 51 Hardtop, $305°. 

DODGE—’57 8-pass. station wagon, $2.- 
900° (ps). "56 Custom Royal (8) Hard- 
top, $1,.735° (ps). "55 Royal (8) Hardtop, 
31,355° (ps); 4-dr., $1,275°. 

FORD—'57 Fairlane (8) 500 Hardtop, 2 
at $2,180°, 2 at $2,150°, 2 at $2,120°; 
conv., 3 at $2,105*; 4-dr., $1,850°; Coun 
try sedan, $2,225*, $2,145; Custom 300 
4-dr., $1,835° (ps), $1,770, $1,570°. °S6 


Thunderbird, $2,595* (ps); Fairlane (8) 
Crown Victoria, $1,825* (ps), $1,735* 
(ps); Country sedan, $1,770*; conv., $1,- 
460*, $1,330; Ranch Wagon, $1,460*, 
$1,445; 2-dr., $1,465, $1,460; 4-dr., $1,- 
690°, $1,425*, 2 at $1,395*, $1,320, $1,- 
150. '55 Fairlane Crown Victoria, $1,- 
450° (ps); Country sedan, $1,430* °54 
Victoria, $765*; 4-dr., $785*. 53 Custom 
4-dr., $570*; Main 4-dr., $195. 52 2-dr., 
$275*. °51 conv., $290. 
IMPERIAL—’57 4-dr., $3,860* (ps). 
MERCURY — ’57 Monterey 4-dr., $2,055. 
'56 Custom Phaeton, $1,675* (ps); Mont- 
clair Hardtop, $1,550*, $1,535* (ps). °54 
Monterey Hardtop, $1,055* (ps). 
OLDSMOBILE — ‘57 (98) 4-dr., $2,870* 
(ps), $2,695* (ps); (88) Hardtop, $2,- 
325°. °56 (98) 4-dr., $1,745* (ps); (88) 
Holiday, $1,680*, °55 (98) 4-dr., $1,570*° 
(ps); (88) Holiday, $1,250°. ‘54 (98) 
Hardtop, $1,380* (ps); (88) Super 4-dr., 
$1,195*. °53 (88) Super 2-dr., $550°. °52 
(88) Super 4-dr., $265*. °50 (88) 4-dr.. 
$125°*. 
PACKARD—’52 4-dr., $170*. 
PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
950°. 56 Savoy (8) Suburban, $1,680*; 
Savoy (6) 2-dr., $1,180; Belvedere (8) 
Hardtop, $1,495*. °55 Belvedere Hardtop, 


$1,320* (ps); Savoy (6) station wagon, 
$995; Savoy (8) 4-dr., $835. °53 4-dr., 
$285, $275. 


PONTIAC—’57 Chieftain (8) Safari, 2 at 
$2,470*. ‘55 Star Chief Hardtop, $1,290* 
(ps); Chieftain 4-dr., $1,235*, $1,080*; 
station wagon, $1,000. ‘53 Hardtop, 
$690*. 

RAMBLER—’57 station wagon, $2,050*; 
4-dr., $1,655°. ‘55 station wagon, $1,100. 

STUDEBAKER—’57 Golden Hawk, $2,000. 

WILLYS—’57 Jeep, $1,885, $1,695. '56 Jeep, 
$700. '51 Jeep, $650, $515. 

MISCELLANEOUS — '57 Chevrolet %-ton 
pickup, $1,885, $1,685, $1,650, $1,600, 
$1,370; Willys 1-ton truck, $1,390; Ford 
%-ton pickup, $1,325. ‘55 Willys 1-ton 
truck, $1,060. °54 Chevrolet %-ton pick- 
up, $465. 


BUFFALO, N. Y. 


(Thruway Auto Auction. Sale every 
Monday. Prices are for sale of Sept. 9.) 

(Anniversary sale heavily attended. 
All cars entered said ‘“‘Have Title, Will 
Travel." Many did just that. Seld 77 
cars out of 130 consignments.) 
BUICK—’'56 Super Hardtop, $1,740* (ps). 


"55 Century Hardtop, $1,290*; Super 4- 


dr., $1,200*. °54 Century 4-dr., $900*, 
$810*. °51 RM Hardtop, $115*. 
CADILLAC—’56 (62) conv., $3,250* (ps). 


CHEVROLET—’55 Deiray 2-dr., $930. °54 
Two-ten 2-dr., $600; Bel Air Hardtop, 
$540; One-fifty 2-dr., $425. '53 Bel Air 
Hardtop, $605, $500*; conv., $560; 2-dr., 
$410*; Two-ten 2-dr., $500, $490, $425; 
4-dr., $340. ’52 4-dr., $310*; 2-dr. 

DeSOTO—'55 Firedome 4-dr., $1,120. 
Firedome 4-dr., $440*. '52 coupe, $270*. 

DODGE — ’54 station wagon, $750*. ‘53 
Coronet 4-dr., $465*, $315; 2-dr., $385. 

FORD—'56 Main 2-dr., $730. °55 Sunliner 
conv., $1,110*%, $860*%; 2-dr.. $705. ‘53 
Fairlane Hardtop, $640*; conv., $530*; 
2-dr., $650°; 4-dr., $475*, $330; Ranch 
Wagon, $570*. °52 4-dr., $400; conv.. 
$305. °51 station wagon, $245. 

HUDSON—’'55 Wasp 4-dr., $840. 
net 2-dr., $265. 

MERCURY — '54 Custom Hardtop, $950; 
Monterey 4-dr., $900* (ps); conv., $850° 
(ps). "53 Monterey 4-dr., $710* (ps). 

OLDSMOBILE — '54 (88) Hardtop, $980* 
(ps). °52 4-dr., $405°*. 

PLYMOUTH—'55 Belvedere station wagon, 
$1,340*; Plaza station wagon, $950. '54 
4-dr.. $700. '53 Cranbrook 4-dr., $410, 
$305; Savoy station wagon, $360; 4-dr., 
$300. °51 4-dr., $260. 


"653 Hor- 


PONTIAC — ’55 Chieftain 4-dr., $1,065*; 
Hardtop, $1,025*. °54 Chieftain conv., 
$925°. ‘53 Chieftain 2-dr., $525°. °52 


Hardtop, $225*; 2-dr., $160. ‘51 4-dr., 
290° 


STUDEBAKER — ’°57 Champion station 
wagon, $1,525* (ps). ’51 4-dr., °$115*. 
WILLYS—’55 4-dr., $500*. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 
11.) 

(Appearance of ‘58 Edsels at this sale 
made dealers aware that new models are 
just sround the corner. Station wagons 
and hardteps much in demand.) 
BUICK—’57 Century 4-dr., $2,800* 

"56 Century Riviera, $1,675* 

RM Riviera, $1,345* (ps). ‘54 RM Rivi- 

era, $960* (ps); Super 4-dr.. $925* (ps). 
CADILLAC—'56 (62) 4-dr., $2,845* (ps). 

"55 (62) coupe, $2,345* (ps); 4-dr., $2,- 

240° (ps). "53 4-dr., $975* (ps). "51 (62) 

4-dr.. $645°, $525°. 

—'57 Corvette, $2,800; Bel 
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‘OAKWOOD BLVD EDSEL FORD EXPRESSWAY DEARBORN MICH- 


RECEPTION TO CAR FANTASTIC HAVE WRITTEN SEVEN ORDERS 
DELIVERED FIVE CARSe HAD APPROXIMATELY 2000 PEOPLE 
THROUGH OUR SHOW ROOMe WENT THROUGH 45 GALLONS OF 
COFFEE 26 DOZEN DOUGHNUTSe DARNDEST cCoFFEE AND DOUGHNUT 


C PICKRELL BEACON EDSEL SALES 214 NORTH LA BREA 
INGLEWOOD CALIF=- 
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THE COMPANY WILL APPRECIATE SUGGESTIONS FROM [TS PATRONS CONCERNING [TS SERVICE 


All day Thursday, September 5th, 934 messages 
like this poured in from Edsel Dealers. 





EDSEL DIVISION 


FORD MOTOR COMPANY 


— 


Air (8) Sport coupe, $1,980; Bel Air (6) 
4-dr., $1,680; Two-ten (8) station wag. 
on, $2,010*. °56 Bel Air (8) Harcitop, 
$1,625*; 4-dr., $1,615*; Two-ten (8) 4. 
dr., $1,325, $1,310; Two-ten (6) 4 dr., 
$1,215, $1,190; 2-dr., $1,155. °55 Bei Air 
(8) Sport coupe, $1,370*; Two-ten (8) 
station wagon, $1,380*; 4-dr., 2 at $1,. 
175*; Two-ten (6) 2-dr., $975*. '54 Two. 
ten 4-dr., $730, $695; 2-dr., $690. ‘53 
Two-ten Sport coupe, $705; 2-dr., $550; 
Bel Air 4-dr., $625. 52 4-dr., $320 '51 
4-dr., $280. 

CHRYSLER — ’56 Windsor 4-dr., $1.590* 
(ps). "55 NY 4-dr., $1,395* (ps). '54 NY 
Newport, $1,230* (ps). ‘53 NY 4-dr., 
$525; club coupe, $450; Windsor 4-dr., 
$400* 


DODGE — '56 Royal (8) Lancer, $1,590* 
(ps). '55 Royal 4-dr., $1,110*. '54 Mead. 
owbrook 4-dr., $515. °53 Coronet 4-dr., 
$485. °51 4-dr., $105. 

EDSEL—’'58 Pacer, $3,035*. 

FORD—’'57 Country sedan station wagon, 
$2,050° (ps); Fairlane (8) 500 Hardtop, 
$1,920; Custom (8) 4-dr., $1,730* $1,. 
715. °56 Thunderbird, $2,205* (ps); 
Country sedan, $1,505*; Fairlane (8) 
Victoria, $1,485; 4-dr., $1,420° (ps); 
Custom Ranch Wagon, $1,460; 4-dr. $1,. 
355* (ps). '55 Country sedan, $1,225: 
Fairlane (8) Victoria, $1,290*; 2-dr., $1,. 
145. '54 Custom 4-dr., $790, $785; 2-dr., 
$565; Main 4-dr., $595. °53 Ranch Wag. 
on, $760*, $720; Crest conv., $700*:; Cus. 
tom 4-dr., $650°; Main 4-dr. $495°. ‘52 
Ranch Wagon, $500; 2-dr., $465, $235*, 

HUDSON—’54 Hornet coupe, $605°. 

LINCOLN—’56 Premiere Hardtop, $2,660* 


(ps). 

MERCURY — ‘54 Monterey 2-dr., 
(ps). °53 Monterey 4-dr., $770°*. 
OLDSMOBILE — '56 (88) 2-dr., $1,685*; 
4-dr., $1,670*. °55 (88) Super 4-dr., $1,- 
500° 


$795° 


(ps); (88) Holiday, $1,355* (ps). 

"54 (98) Holiday, $1,235* (ps); (88) 
Super 4-dr., $1,335* (ps), $1,280° (ps); 
2-dr., $1,055°; (88) 4-dr., $1,130° °'53 
(88) 4-dr., $690°. "52 (98) 4-dr., $690*, 
PLYMOUTH—’'56 Savoy (8) Hardtop, $1,- 
485°; 4-dr., $1,325. °55 Plaza _ station 


wagon, $1,010; Belvedere 4-dr., $1,155*; 


Savoy (8) 2-dr.. $990°; Savoy (6) club 
coupe, $940. °54 Belvedere 4-dr., $765; 
Plaza coupe, $690; 2-dr., $640. °51 sta- 
tion wagon, $400. 

PONTIAC—'55 Star Chief 4-dr., $1,340*; 
Chieftain 4-dr., $1,215°. "54 Star Chief 
4-dr., $810* (ps); Chieftain 2-dr., $565, 


"53 4-dr., $420°. "49 4-dr., $105. 
RAMBLER—’'56 4-dr., $1,430°. °55 station 
wagon, $1,195. 
STUDEBAKER—’'52 Hardtop, $230. 
MISCELLANEOUS—’'56 GMC %-ton pick- 
up, $980. "55 Ford %-ton pickup, $795, 
$625. °54 Chevrolet %-ton pickup $535. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale af Sept. 6.) 

(Sharp cars ready te co bringing more 
than the market. Definite need for sharp 
cars. Sold 201 cars out of 296 consign- 
ments.) 

BUICK—’56 Century Riviera, $1,900° (ps), 
$1,845° (ps), $1,630°, $1,530° (ps); Spe- 
cial Riviera, $1,695° (ps), $1,575. ‘SS 
Special 4-dr., $1,155*, $1,135° (ps); Cen- 


tury Riviera, $955° (ps). ‘54 Century 
4-dr., $940°; Special 4-dr., $845, $675. 
"52 Super Riviera, $440°. ‘51 Super 4- 


dr., $225°; Special 4-dr.. $225°, $160°. 
CADILLAC—'56 (62) coupe, $3,105* (ps). 
"49 (60) 4-dr., $235°. 


CHEVROLET — ‘57 Two-ten (8) Delray, 
$1,660. "56 Bel Air (8) coupe, $1,455°; 
Bel Air (6) 2-dr., $1,330°; Two-ten (8) 
station wagon, $1,385; 4-dr., $1,255, $1,- 
135. "55 Bel Air (8) 2-dr., $1,195*, $1,- 
174*, $1,130°, $990; Two-ten (6) 2-dr., 
$935°, 2 at $845, $800°. "S4 Bel Air 
coupe, $855°, $800°; Two-ten 4-dr., $515. 
"53 Bel Air coupe, $655°; 4-dr., $540; 
Two-ten 2-dr., $475, $325. '52 4-dr., $265. 

CHRYSLER—'53 NY 4-dr.. $540°; Wind- 
sor 2-dr., $335°. "52 Windsor 4-dr., $145*. 
*49 4-dr., $125, $100. 

DeSOTO—'57 Fireflite 4-dr., 
Firedome 4-dr., $900* 

$150, $140. 


DODGE — ‘56 Coronet Hardtop. $1,550° 
(ps). "53 Meadowbrook 4-dr., $270; Cor- 
onet 4-dr., $400°, $320. "52 4-dr. $140. 
"51 4-dr., $205, $195. 

FORD—'57 Skyliner, $2,740* (ps), $2,650° 
(ps); Country Squire station wagon, $2,- 
300° (ps); Country sedan, $2,150°; Cus 
tom 2-dr.. $1,600. ‘56 Country Squire 
station wagon, $1,655*°; Ranch Wagon, 
$1,500; Custom 2-dr., $1,360°, $1,155, 
$1,075. °55 Thunderbird, $2,025°; Fair- 
lane (8) 4-dr., $1,070*°; Custom (8) 2 
dr., $970*, $900, $890, $815. 

HU DS 0 N—’5S5S Hornet 4-dr.. $700*. "H 
Wasp 2-dr., $175. "53 Jet 4-dr., $295°; 
Wasp 4-dr., $235. 

MERCURY—’'57 Montclair coupe, $2,100° 
(ps). "56 Montclair coupe, $1,515* (ps). 
"55 Montclair coupe, $1,390° (ps); Mon- 
terey coupe, $1,105*; Custom 4-dr., $950°, 
$700, "52 4-dr., $455°; coupe, $260°. 

NASH—'53 Ambassador 4-dr., $590*. 

OLDSMOBILE—'57 (88) Holiday, $2,435°*. 
"56 (88) Holiday, $1,775* (ps). "55 (88) 
Holiday, $1,400*, ‘53 (88) 4-dr., $710° 
(ps); (98) conv., $615*. "52 (88) Holiday, 
$355°; 2-dr., $340*, $295°; (98) 4-dr., 
$275°. 

PACKARD—'53 2-dr., $285. 

PLYMOUTH—'57 Belvedere Hardtop, $1.- 
885°; Plaza (6) 2-dr., $1,435. °56 Savoy 
(8) 4-dr., $1,170, $1,135, $1,125, $975. 
"55 Savoy (8) 4-dr., $870 $850. ‘53 
Cranbrook 4-dr., $410*, $345, $295°, 
$250; Cambridge 4-dr.. $300, $295; Bel- 
vedere coupe, $375. '52 Cranbrook 4-dr., 
$240, $100. 

PONTIAC —'57 Chieftain Catalina, $2,- 
070°. ‘56 Chieftain Catalina, $1,550°, 
$1,325°. "55 Star Chief Catalina, $1,280°: 
Chieftain Catalina, $1,145*. °54 2-dr., 
$770*. ‘53 4-dr., $465*, $295. 

RAMBLER—’55 Cross Country, $1,040. ‘53 
station wagon, $595°*. 

STUDEBAKER — '55 Champion 4-dr., 
$765*. "51 2-dr. $150*. '50 2-dr., $110°. 

WILLYS—'48 Jeep, $250. 

MISCELLANEOUS—'56 Dodge %-ton pick- 


$2,025°. °55 
(ps). "50 4-dr., 


up, $875. "55 GMC %-ton truck, $650); 
Ford %-ton pickup, $790. 
FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Sept. 12.) 
(Seid 71 cars out of 112 consign- 


ments.) 

BUICK—’57 Century Hardtop, $2,475* (ps) 
"50 4-dr., $135. 

CHEVROLET—'57 Bel Air (8) Sport coupe, 
$2,275; Two-ten (8) 2-dr., $1,470. ‘56 
station wagon, $1,615; Two-ten 4-«<ir.. 
$1,375, $1.340. '55 Bel Air 2-dr., $1,150: 
4-dr., $855; Two-ten 4-dr., $1,105, %1 


‘Continued on Page 36. Col. 1) 














Today, 99.2% of all the ’57 cars come equipped with Rayon Cord Tires! Every automobile manufacturer 
has placed his faith in Rayon. And this is how American Rayon Institute, Inc., brings that fact to the 
attention of the car-buying public: by running these dynamic, full-color ads in Time and Saturday Evening 
Post. Yes, this is the way we keep your customers sold on the tires you sell! 
















These ads tell new-car prospects that— 


@ Emergency vehicles—highway service trucks, police cars, 
ambulances—depend on Rayon Cord Tires for safety. 





The Saturday Evening Inc Foomons Ise1 Wulunov 
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@ Rayon Tire Cord is, pound for pound, as strong as steel. 






@ Rayon Tires run quieter and are free of the troublesome 
“morning thump” found in other tires. 





@ 9 out of 10 cars ride on Rayon Cord Tires. 

@ Rayon Cord Tires deliver premium safety at no premium 
in price. 

@ Rayon—the world’s leading tire cord—is standard equip- 
ment on every auto manufacturer’s new models. 


WE’RE KEEPING YOUR CUSTOMERS 
SOLD ON THE TIRES YOU SELL! 


Pama ptt enim tn maton ye ae ts bg) | mrt | Beat hers Lake came yo | pmo Leg |e 


American Rayon Institute, Inc., 
350 Fifth Avenue, New York 1, N.Y. 





For safety in emergencies... 
rely on Rayon Hi-Test Tire Cord 






When delivering radio-active isotopes that have @ short “hall-life”®, 

trucks of the U. S. Atomic Energy Commission must rush them to the user found No 

before they decay! Most vehicles like this rely on Rayon Hi-Test Tires to —_—cars ride on Rayon! For premium safety at no premium in price, insist on 

do the job—guickly wad safely! Ian's this a good reason why you should ==RAYON HI-TEST Tires. Every car manufacturer uses them as original 
Rayon’ counts r on new models. American Rayon Institute, Inc., 350 Fifth 

the only cord that actually goons im strength as tire heat burlds up at igh road speeds Avenue, New York 1, New York. 

1 Ne of mm eto pees eames of Sethe arte ened he Hall of et aot, 


Be sure you ride on Rayon—world’s leading tire cord 











Here’s the latest ad_ 
In Rayon’s series! 
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RECORD SYSTEM—Remington Rand Di- 
vision, Sperry Rand Corp., 315 Fourth 
Ave., New York 10, N. Y., celebrated the 
golden anniversary of Kardex by intro- 
ducing its Kardex Aristocrat record-keep- 
ing system model with an overall $100,000 
national advertising campaign. Spread 
throughout the country, the Aristocrat 


Kardex, pictured above, will be found fac- | 


ing the public in the windows of some 
200 branch and district offices, during the 


national Kardex display. 
+ 





AFIOOS 


AIR FILTERS—A line of dry-type posi- 
tive air filters for most Clinton, Briggs and 
Stratton, Lawson, Jacobson and Reo small 
engines has been announced by Purolator 
Products Inc., Rahway, N. J. The design 
of these new air filters is similar to those 


made by Purolator for 1957 automobiles, | 


except that they are housed in a metal 
casing which is disposable along with the 
filter element. The products are said to 
filter ovt air-borne abrasives so small they 
ere measured in microns (1/39 millionths 
of an inch). 





VACUUM CLEANER—Hild Floor Machine 
Ce., 740 W. Washington Bivd., Chicago 
6, ll., has introduced a 15-gallon vacuum 
cleaner with a special intake that can 
be used with 1%; 2, and 3-inch hose. 
This feature allows the operator to switch 
from 1¥%-inch hose for light general 
vacuuming to 2 or 3-inch hose for heavy 
or bulky material that cannot be picked 
up with a smaller hose. Delivers air move- 
ment of 240 c.f.m., air speed of 360 
m.p.h., and maximum static pressure of 
72 inches. > nd 


Metal Nameplate Uses 
Fast-Sticking Adhesive 

Only 10 seconds are required to 
apply the new type of deep- 


anodized, self-bonding metal name- 
plate manufactured by W. H. Brady 
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Co., 727 W. Glendale Ave., Mil- 
waukee 9, Wis. New Quik-Plates 
have a permanent pressure sensi- 
tive adhesive that requires no acti- 
vation by water, solvent or heat. 
They are made of aluminum, and 
backed with Permabond pressure 


sensitive adhesive. 
> 


* 





BRAKE ASSORTMENT — Motive Equip- 
| ment Mfgrs., Inc., 5253 W. Roosevelt Rd., 
Chicago 45, Ill., has released its Assort- 
ment No. 77 for serving hydraulic brake 


tainer with 18 compartments. Box meas- 
ures 10% by 6 inches wide by 2 inches 
high. An application and diagrammatic 
cord is included as an added conveni- 
ence to the dealer. The package contains 
a complete assortment of popular cup ex- 
ponders and bleeder screws to service 
practically all cars and light trucks. 
* * * 








| RADIATOR CAPS—Specially designed to 
| overcome the deficiencies of radiator pres- 
sure caps now in use, the line of Wayne 
“Micro-Valve" caps is now being pro- 
| duced by Wayne Metalcraft Division, E. 
| Edelmann & Co., 2332 W. Logan Bivd., 
| Chicago 43, Ill. Principal feature of the 
|Wayne cap is said to be the thick, 
|resilient “Cloroprene” diaphragm, 
precision-molded of a neoprene compound 
| which permanently resists heat, chemicals, 
|and abrasion. The diaphragm is said to 
eliminate the dual-function spring of caps, 
which controlled both sealing pressure and 
pressure release, as well as the thin rub- 
ber gasket used as a seal. Instead, the 
Wayne design embodies a separate stain- 
less steel spring to maintain sealing pres- 
sure, together with a builtin valve con- 


trolling the pressure release. 
.* 2-2 @ 
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LEAK DETECTOR—Oil and water leaks 
ere said to be traced quickly and accu- 
rately with a leak detector kit, introduced 
by Allen Electric Equipment Co., Kalama- 
zoo, Mich. Designed to simplify the loca- 
tion of oil leaks in car or truck transmis- 
sions, the kit employs the use of fivores- 
cent dye with an ultra-violet ray lamp. 
The kit is equally efficient for the loca- 
tion of water leaks in the vehicle coolant 
system, it is said. 


cylinders in a hinged clear plastic con- | 





| ENGINE ANALYZER—An electronic en- 
| gine analyzer, called the “Anal-O-Scope,” | 
| provides a visual picture of the ignition 
| eyetom of an engine, has been marketed 
| by Snap-On Tools Corp., 8028 Twenty- 
| eight Ave., Kenosha, Wis. The “‘Anal-O- 
Scope" may be operated by 110-volt cur- 
| rent or off the car battery. Handling six, | 
| 12, or 24-volt systems, this unit shows the | 
firing cycle of any single cylinder, all) 
four, six, or eight at once, or parades one | 
| after the other, it is claimed. This unit is 
lightweight, portable, and comes with oa 
power timing light and a full set of spark 
plug adapters. 








SCREW DRIVER—A series of air-pow- 
ered screw drivers and nut setters, de- 
| signed to increase production, hos been 
announced by Gardner-Denver Co., 
Quincy, lll. Powered by the Keller Tool 
No. 2 air motor, the 12A-2 series screw 
drivers and 16A-2 series nut setters have 
|a speed and torque range—from high 
| speed, low torque to high torque, low 
| speed, it is said. Lightweight is said to 
be teamed with added power through oa 
small body diameter of only 1% inches. 

> > . 





TRUNK CARRIER— Market Forge Co., 
Everett, Mass., has designed a functional 
|accessory for the reor deck of avtomo- 
| biles. The Bak-Rok has a specially formed, | 
steel channel frame and a deck of six 
| varnished, hardwood slats. It fastens se- 
curely to the trunk with gutter straps, suc- 
| tion cups and rubber coated hooks. The 
| carrier rests securely on the trunk surface 
| without interfering with the operation of 


the lid. 
= 


> 
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CONTINENTAL KIT—A lightweight, eas- 
ily installed (and removable) Continental 
kit has been introduced by the Continen- 
tal Carrier Co., Inc., 32 N. Twelfth, Kan- 
sas City, Kans. The rig makes an acces- 
sory, gives extra trunk room and puts the 
spare in easy reach for flats, it is claimed. 
An arrangement of suction cups, steel sup- 
ports and web straps, this continental kit 
requires no drilling, won't damage avuto- 
mobile finishes and fits any car, it is said. 


American Sealants Offers 
Solution to Lock Nuts 


A solution that is said to lock 
nuts, set screws and adjustment 
screws is being marketed by 
American Sealants Co., 103 Wood- 





NEW PRODUCTS 


bine St., Hartford 6, Conn., under 
the name “Loctite.” 

The company said locked nuts 
may be removed with tools, re- 


treaded and reused. 


* * * 


SPRAY LACQUERS—Six-ounce spray cans 
of lacquer for touching up small scratches 
and nicks on automobile bodies have 
been introduced by Martin-Senour Paint 
Co., 2520 S. Quarry, Chicago, Ill. Colors 
are said to match the latest Ford, Chev- 
rolet, Plymouth and Buick body finishes. 

* * * 


WATER OUTLET CASKETS 
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GASKETS—A water outlet gasket assort- 
and a com-| 


ment and display board, 
panion display assortment of exhaust sys- 
tem gaskets, have been announced by 
Victor Mfg. & Gasket Co., 5752 Roosevelt 
Rd., Chicago 50, Ill. The water outlet gas- 


ket large assortment JV137F and JV138E) 


small assortment include goskets for woter 
outlets, thermostot housings and water 
by-pass for cors including 
The exhaust system gasket ossortment 
JV481 includes gaskets—for muffler, ex- 
haust and tailpipe installations—for most 


populor makes of cars. 


> > > 
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MUFFLER—Mercer Engineering Co., 7175 
Eton Ave., Canoga Park, Colif., has an- 
nounced the addition of the Mercer Cus- 
tom Hollywood Muffler to its line of ex- 


| haust equipment. Being straight through 


and containing no baffles, the muffler is 
said to reduce engine back-pressure and 
increases horsepower. The reason for the 
quiet tone of the muffler stems from the 
design of the inner core which is per- 
forated in swirls that allow the gases to 
pass quickly through the muffler while 
breaking up the shock and sound woves, 
it is claimed. 





LUGGAGE RACK — Market Forge Co., 
Everett 49, Mass., has announced a Con- 
tinental luggage carrier designed espe- 
cially for the Volkswagen and other for- 
eign cars. This baked-on enamel finished 
carrier attaches to the roof with suction 
cups and gutter straps. The deck area 
consists of five heavy-duty, varnished oak 
slats. The unit can be used as a platform 
carrier by the removal of the tubular alu- 
minum guard rail, or as a basic two-bar 
utility carrier, it is claimed. 





1957 models. | 


| marketed by Joseph Vizza, 





IMPACT WRENCH—Black & Decker Mfg. 
Co., Towson 4, Md., has marketed an im. 
pact wrench—the No. 300, with a torque 
range of 300-450 foot pounds. 

The wrench is built with a die-cast aly. 
minum housing, lubricont-sealed ball bear- 
ings, and heat-treated gears, Powered by 
a speciol Black & Decker-built motor for 
use on both AC and DC current (available 
for either 115 or 220 volts), the tool is 
said to be ideal for large, heavy nut run- 
ning of %-inch diameter and up, as well 
as for cop and lag screw driving and re- 
movol. A _ specially-designed centrifugal 
fan and ventilating system give this tool 
the coolest possible operating temperature 
at all times. 





| 


| 


| 





CAR MATS—A line of rubber floor mats, 


| form-fitted for each model car, has been 
introduced by Kraco Products, Inc., 2411 
| N. Santa Fe Ave., Compton, Calif. Named 
the Kraco Monarch, the one-piece mots 
|are available in 10 poste! colors. The 
door-to-door mats are molded to fit over 
the center hump and fit snugly, it is 
claimed. 








| MAGNETIC PLATE HOLDER—A magnetic 

device for holding license plates has been 
414 Brood 
Ave., Belle Vernon, Pa. Designed for 
dealer use, the holder requires no bolts, 
nuts or spring clips, it is claimed. 








AIR FILTER TESTER—An air filter tester, 
which demonstrates when car air filters 
need changing, is being made available 
by Purolator Products Inc., Rahway, N. 4 
By means of the tester, which can be 
plugged in at the island, car owners caf 
get quick positive proof of the condition 
of their air filters, it is said. All the dealef 
has to do is put the filter on, flip the 
switch and watch the gauge. There are 
three measuring points, normal air flow 
(normal gasoline economy), partially clog- 
ged air filter (wasting gasoline), and 
clogged air filter (poor engine perform- 
ance). 











DAY AFTER DAY, MORE 


rl MORE PROGRESSIVE 
AUTO DEALERS JOIN 
a eh 


+ 1957 Rambler Sales Are Setting An All-Time Record. . . 
35% Above the Previous Year. 




















Rambler Dealer Profits Are Far Above the Industry Average. 
Rambler Dealers Can Sell Cars for as Little as $52.00 a Month.* 


More and More New Car Buyers Are Switching to Rambler Every 
Week. 


x KK 


Rambler Actually Has No Competition . .. It is the Only Car to 
Combine Big Car Room and Comfort with European Car Economy 
and Handling Ease. 


Rambler is Tops in Resale Value Among All Low-Price Cars 
... Year After Year. 





* 


cod CASH IN ON RAMBLER POPULARITY IN 1958! 


The best is yet to come for Rambler dealers! For Get on the Rambler bandwagon now. Join the 
the all-new 1958 models—now rolling from the growing numbers of sound, sensible business men 


assembly lines—offer the styling, features and who have discovered that Rambler offers the 
major advancements that will make Rambler franchise with the greatest growth and profit 
more sales appealing than ever. potential in the industry. 





1's true! You can sell a Rambler Deluxe 4-Door Sedon at the full suggested factory delivered price, equipped with Direc- 
tional Signals, Reclining Seats, Twin Travel Beds and White Sidewall Tires—including finance charges at 6% on a 30-month 
contract, one-third down, for $52.00 a month. This, of course, does not include freight, insurance or state and local taxes 


Now ... More Than Ever . . . It Pays For Complete Information — Without Obligation 


to be a RAMBLER DEALER! MAIL THIS COUPON TODAY! 


Director of Dealer Development 
American Motors Corporation 
Detroit 32, Michigan 








We Have the Market... 
We Have the Product... 


Gentlemen: Will you please provide me with more complete information about 
the Rambler franchise. | understand that | am under no obligation and my 
inquiry will be held in strictest confidence. 


NAME 


YOU HAVE THE OPPORTUNITY! 
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Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Although not the first line group 
to organize such a setup among its 
dealers, the revamped and ex- 
panded Studebaker-Packard Deal- 
ers Advertising Assn. has marked 
up some “firsts” in the automotive 
field. 

Organized principally as an 
advertising association, the dealer 
group also serves as a sounding 
board for service, sales and other 
matters. 

Although the factory isn’t direct- 
ly connected with the group, it does 
keep its hand in on the various 
functions the association carries 
out. 


The group recently was organized 
“100 percent” across the nation by 
Russ Paulson, of Burke, Dowling, 
Adams, Inc, advertising agency, 
which administers the S-P account. 
Paulson is national director of the 
association. 


Paulson, who also takes care of 
association matters in the Midwest, 
is assisted by Harry Baker in the 
western region, Lou Corrigan in 
the South, and Steve Mudge in the 
East. 

Each of the 20 district associa- 
tions throughout the nation is 
composed of 12 trustees, who 





Cuiass oF Service 


This is a fast message 
unless its deferred char- 
acter is indicated by the 
proper symbol 











' DEC697 CTB748 

CT CA787 NL PD=CHICAGO ILL 4= 
VANDEZEE, EDSEL DIVN FORD MOTOR CO= 
DEARBORN MICH= 


CROWD TOO GREAT TO HANDLE,ESTIMATED BETWEEN 4000 AND 
‘5000eREACTION ON NEW EDSEL VERY GOOD.TEN ORDERS TAKEN 
THREE DELIVERIES FIRST DAY= 
H DIMAGGIO=ece 





represent other S-P dealers in 
their area. 

As the program is now set up, 
each dealer is assessed so much for 
advertising on each car received 
from the factory. The factory puts 
the amount on the invoice and it 
is paid at the same time ag the 
car. 

Burke, Dowling, Adams, Inc., as 
soon as it has been determined how 
much of a budget the dealers will 
have to work with, sets up a 
standardized advertising program 
for the association members. 

Unlike some of the other line 
groups where dealers in different 
parts of the country might use 
several different media, SPDAA 
is unique in that all promotions 
are standardized from coast to 
coast. 

For instance, the group is pre- 
paring to start a campaign of dis- 
play ads in the classified sections 
of newspapers and all advertising 


| during the three-month period will 


be done in newspapers only. 

And the reasoning behind the 
association's “classified page” pro- 
motions seems to be sound. 

“The classified pages are the 
reference pages for all new and 
used-car buyers,” says Paulson. 
“The potential customers will refer 
to these pages to determine the 





value of their present cars and also 
for prices of new cars.” 

The advertising agency and the 
20 district associations also are 
planning to organize a national 
organization of SPDAA presi- 
dents, which would meet annual- 
ly to go over various dealers’ 
problems “for the mutual bene- 
fit” of all S-P dealers. 

In addition, the association puts 
out a house organ to fill the deal- 
er in on news about his dealer 
group and factory operations. 

Paulson points out that this is 
not the first time S-P dealers have 
had such an association, but marks 
the first time that it has covered 
all dealers in S-P products. 

Working on the theory of 
“United We Stand, Divided We 
Fall,” Paulson says the new stream- 
lined association, it is hoped, will 


be more efficient, more effective | 


and as a result make a stronger 
dealer organization, 
* 7 * 


TV Pays Off for Belcher 


Belcher Buick, Inc., Clifton 
Heights, Pa. has developed a 
method for testing results of tele- 
vision spots. 

James T. Belcher, working 
with WRCV-TV, Philadelphia, 
bought a daily spot on the 6:40 
p.m, time between the weather 
and the news. 

In order to test its effectiveness, 
Belcher developed a questionnaire 
for his sales force. During the test 
period of 13 weeks the Buick 
agency discontinued all newspaper 
advertising. 


— 


prospect or to a customer, he asked| paper section to announce and 


questions about where the prospect 
heard about Belcher, etc. 

Seven out of 10 prospects, but 
not sales, were prompted to call 
on the Belcher firm because they 
had seen the television spot. 

“In these highly competitive days, 
operating in the black takes good 
planning and expensive advertising 
must pay off,” he wrote to Ted 
Walworth, sales manager of WRCV- 
TV. “We find consistent television 
advertising does the job for us.” 

* x oa 


Chrysler Picks Kelly 


Robert J. Kelly has been ap- 
pointed director of public relations 
of Chrysler division, He succeeds 
John O. Montgomery, who has as- 
sumed new responsibilities in the 
public relations 
department of 
Chrysler Corp. 

Kelly is a for- 
mer newspaper- 
man, foreign 
correspondent and 








wartime Army 
public relations 
officer in the Eu- 
ropean Theater of 
operation, He has 

f had nine years 
R. J. Kelly automotive public 
relations experience, including seven 
|years with advertising agencies 
serving Chrysler Corp. divisions. 

> = * 


Lafayette Dealers Act 


Seven franchised dealers in 
Lafayette, Ind., cooperated in pre- 





When a salesman talked to a/| senting an eight-page tabloid news- 
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THE COMPANY WILL A®PRECIATE SUGGESTIONS FROM ITS PATRONS CONCERNING ITS SERVICE 


One of 934 messages received from 
Edsel Dealers on Thursday, September 5. 





~\ 


EDSEL DIVISION + FORD MOTOR COMPANY 


promote September Operation D+ m.- 
onstration with the promotional 
slogan, “The Best Place to Buy a 
Car Is Behind the Wheel.” 

The dealers include Becker Auto 
Sales (Rambler); City Service 
Motor Corp. (Buick); Fireproof 
Garage Co. (DeSoto-Plymouth); 
Walter L. Gray, Inc. (Dodge. 
Plymouth); Horner Motor Center 
(Chevrolet); Mavity Mercury, and 
Glenn R. Pitman, Inc. (Ford). 


* a” * 


DuPont Shifts to Newspapers 

DuPont has revised its media 
budget on Zerone-Zerex advertising, 
with the result that its newspaper 
expenditure this year will be ap- 
proximately double that of 1956, 
according to the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. and Batten, Bar- 
ton, Durstine & Osborn, Inc., agency 
on the account. 

The campaign on the company’s 
anti-freeze products will cover a 
period of six weeks and will 
appear in 315 newspapers —an 
increase of about 125 over the 
number on last year’s list. The 
campaign will extend through 
mid-November, with starting 
dates varying geographically ac- 
cording to climatic conditions. 

A feature of the campaign will 
be the use of half-page horizontal 
spreads. BBDO used the device last 
fall in a test campaign in Texas, 

Total linage per newspaper will 
vary from 4,800 to 8,400, with indi- 
vidual ads ranging in size from one 
third to full-page, including the 
horizontal spreads. 


* * * 


Chrysler’s Up in the Air 
. An airship christened “The For- 
ward Look” is providing an aerial 
stimulus to Chrysler Corp.’s late 
summer and early fall promotion 
of its Plymouth, Dodge, DeSoto, 
Chrysler, and Imperial cars. 
The lighter-than-air ship poked 
its nose eastward from El Centro, 

Calif., on Sept. 5 to begin a six- 
weeks’ cruise over the continental 
United States to highlight the 
company’s nation-wide current 
advertising campaign underscor- 
ing the success of its 1957 ‘Flight- 
Sweep’ cars. 

The most work by the airship is 
reserved for night-time cruising 
when 11-foot-high electrically illu- 
minated letters flash messages to 
the communities over which the 
craft passes. Two advertising mes- 
sages, punctuated by 10-second in- 
tervals, are flashed by the airship 
to the ground. 

The first reads: “Look ahead, buy 
ahead, buy Plymouth, Dodge, De 
Soto, Chrysler, Imperial . . . Own 
more of the future right now.” The 
second reads: “The most advanced 
design of our time . . . Plymouth, 
Dodge, DeSoto, Chrysler, Imperial.” 

During daylight hours the ship 
tows an 80-foot banner carrying 
other advertising messages. 

The airship will complete its 
itinerary in Miami Oct. 16. 

Accompanying the craft, on the 
ground, as it flies from city to city 
are a bus, truck and station wagon. 
These carry the ground crew neces 
sary for setting up the rigging for 
mooring the ship at each destina- 
tion point. A total air and land 
crew of 12 men has been assigned 
to the ship for its tour. 

” 7 * 


Names 


Robert M. Davis has joined the 
Detroit staff of Ward-Griffith Co. 
newspaper representatives. Davis 
formerly was with Sykes Advertis- 
ing, Inc., a Pittsburgh agency. 


W. E. Nellist has replaced Er 
gene F. Anderson as news and edi- 
torial service manager for Wheela- 
brator Corp., Mishawaka, Ind. 


* * * 


Charles J. Sheppard, Detroit 
manager for Shannon & Associates, 
Inc., publishers’ representatives, has 
been elected a vice-president. Priot 
to coming to Detroit; Sheppard was 
in the Chicago office of Shannon 
& Associates, Inc. 


* * * 


Arthur F. Berliner has been ap- 
pointed media supervisor in the 
advertising division of United States 
Steel Corp, in Pittsburgh. Berliner 
formerly was advertising manager 
of Arco Co., Cleveland. 
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There's nothing so powerful as an idea | 


How to make a family adventure out of buying or building a boat... 
how to plan a motor trip that'll be a vacation for the whole 
family, even Mother . . . what to do when the living room seems 
too full of furniture . . . how to get a garden growing... 

how to be a gourmet cook with packaged mixes . . . 

Better Homes & Gardens is a monthly treasure hunt of 
practical ideas about anything and everything that 
interests home-and-family centered men 

and women and their children. 

The ideas in Better Homes & Gardens set people to 
planning instead of just wishing, to doing instead of 

only dreaming. And the more they talk and plan and 

do, the more they buy. The climate BH&G creates 

for advertising is unique among all the major 

media. No wonder this famous idea magazine 

keeps on getting bigger and better all the time! 

Meredith of Des Moines . . . America’s biggest publisher 

of ideas for today’s living and tomorrow’s plans 


4, ot America reads BHaG the family idea magazine 


4,350,000 COPIES MONTHLY 
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Used-Car Auction Prices 


(Continued from Page 30) 


020, $985. $595, $580, $545, 

CHRYSLER — '57 Windsor Hardtop, $2,- 
400°, '52 Windsor 4-dr., $295*. 

DODGE—'53 Coronet, $215*. 

FORD—’57 Country sedan, $2,300* (ps), 
$1,980*; Custom 2-dr., $1,570, $1,540. 
56 Custom 4-dr., $1,390, $1,350. °55 
Fairlane (8) Sunliner, $1,240*; Main (8) 
Ranch Wagon, $1,050*%; Custom 4-dr., 
$1,125* (ps), $990, $925. '54 Crest 4-dr., 
$930, $810; Custom coupe, $725*; club 
coupe, $735. ‘53 Custom 4-dr., $645, 
$630; Custom (6) 2-dr., $625; Main (8) 
4-dr., $550; Main (6) 2-dr., $500, $450. 

MERCURY—'55 Monterey station wagon, 
$1,600* (ps). "54 Monterey coupe, $1,145, 
$1,075; Hardtop, $840. ‘5 Monterey 
coupe, $890, $875; 4-dr., $ ; Custom 
4-dr., $850. 

OLDSMOBILE—’56 (98) Holiday, $2,050° 
(ps). 54 (88) Super coupe, $1,110* (ps). 

TH—'55 Belvedere 4-dr., $1,230. 
’54 Savoy 4-dr., $750. 

PONTIAO — '55 Chieftain 
$1,325. 

MISCELLANEOUS—’'55 Ford 2-ton truck, 
$1,125; Dodge %-ton pickup, $760. 
Opel sedan, $345; Ford %-ton truck, 
$760. ‘52 Ford 1%-ton truck, $200; 
Chevrolet 2-ton truck, $600; Studebaker 
2-ton truck, $505. ‘48 Chevrolet 2-ton 
truck, $450. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 

Friday. Prices are for sale of Sept. 13.) 
(Things were really popping here at 
our sale. Had lots of clean cars and they 
really sold. Sold 176 cars out of 275 con- 
signments.) 

BUICK—’56 Special station wagon, $1,- 
860°; Hardtop, $1,630°; Super Hardtop, 
$1,750*. '55 Super Hardtop, 2 at $1,370*; 
Century Hardtop, $1,250°; Special 2-dr., 

’54 Super Hardtop, $1,070; 4-dr., 
* °53 Hardtop, $585*. ‘51 coupe, 
. "50 4-dr., $150°. 
’56 (62) Hardtop, $2,800*; 
coupe de Ville, $3,300*, $3,200°. "54 (62) 
4-dr., $1,930° (ps). "52 4-dr., $850°. "51 

., $650°. 

LET—'57 Bel Air (8) Hardtop, 

, $2,160*; station wagon, $2,000°; 

, $1,875°; 4-dr., $1,875°; Two-ten 

., $2,000; One-fifty 2-dr., $1,950. '56 
Air 4-dr., $1,250; One-fifty 2-dr., 
$1,030; Two-ten 4-dr., $800. "55 Bel Air 
conv., $1,010; Two-ten 4-dr., $900, $875; 
Delray coupe, $745; One-fifty 2-dr., $735. 

DeSOTO—'55 Firedome 4-dr., $910*. 

DODGE—'56 Royal Hardtop, $1,750°; 4- 
dr., $1,250; Custom Royal 4-dr., $1,450°; 
Coronet 4-dr., $1,350°. "55 Coronet Hard- 
top, $1,075*. 

FORD—'57 Skyliner, $2,650°; Thunderbird, 
$2,500; Country sedan, $2,300*; Fairlane 
(8) 500 Hardtop, $2,200°; 2-dr., $2,010*; 
conv., $1,975* (ps); 4-dr.. $2,025° (ps). 
"56 station wagon, $1,690°; Fairlane (8) 
Victoria, $1,510°; 4-dr., $1,335; 2-dr., 
$1,250°; Custom 4-dr., $1,100. °55 Fair- 

ee 2-dr.. $1,040; Cus- 
tom 4- $990; 2-dr., $735. 

LINCOLN—'55 Capri Hardtop, $1,420°. 

MERC U R Y—'5S5S Custom 2-dr., 
coupe, $710°. "52 coupe, $370*, 

OLDSMOBILE—'57 (88) 4-dr., $2,350°. 
(88) Super coupe, $1,885*; 
top, $1,700°. ‘55 (98) Holiday, $1,525*; 
(88) 2-dr., $1,100. "54 (88) coupe, $1,- 
175°. "51 (98) 4-dr. $200°. 

PLYMOUTH—'57 Beivedere 4-dr., $1,765*; 
Savoy 4-dr., $1,610. ‘56 Belvedere 4-dr., 
$1,250°. ‘55 Belvedere 4-dr.. $1,000*; 2- 
dr., $725. ‘54 4-dr.. $460°. ‘53 4-dr., 
$225°. "51 4-dr., $250. 

PONTIAC—'57 Star Chief Hardtop, §$2,- 
250°. "56 Chieftain Hardtop, $1,650°. '54 
4-dr.. $710°. $530. "53 coupe, $570°. 

MISCELLANEOUS—'56 Ford \%-ton pick- 
up, $840, $720. 


FLINT, MICH. 


(Flint Auto Auction, Inc. 
Wednesday. Prices are for sale 
11.) 

(Activity on the block was brisk. Still 
looks like we are going to sell used cars. 
We believe price adjustments will be 
rather steady. Sold 114 cars out of 181 


53 4-dr., 


station wagon, 


Sale every 
of Sept. 


consignments.) 
BU IC K — ’'57 Century Hardtop, $2,460* 


Simca Executive 
Sees Foreign-Car 


Sales Increasing 


ATLANTA.—A. M. Dolza. New 
York, president of Simca, Inc., pre- 
dicted here that foreign cars will 
make a further penetration into the 
American market this year. 

In Atlanta to introduce the 
French Simca in the Southeastern 
market, Dolza said he based his 
prediction on past figures. 

He pointed out that in 1954, only 
82,403 foreign cars were sold in the 
U. S., a scant .05 percent of total 
Sales. One year later, the penetra- 
tion was .82 percent, with 58,460 
cars being sold. In 1956, foreign-car 
sales had jumped to 98,187, or 16 
percent penetration, he said. 

“For the first four months of 
1957,” Dolza stated, “foreign-car 
penetration in the U. S. market 
reached 2.4 percent, and this will 
continue to grow.” 

Simca imported 400 cars into 
California in 1955, and 2,400 in 1956. 
This year Simca expects to sell 
13,000 cars in the U. S.. with 
Western and Southern markets ex- 
pected to absorb most of them. 

Simca has 10 distributors in the 
country, and “by the end of 1957, 
We expect to have 400 dealers,” he 
said. 


(ps); Special Hardtop, $2,400*, 56 RM 
Hardtop, $1,905* (ps), $1,650° (ps). ’55 
Special Riviera, $1,340*; Century Rivi- 
era, $1,325°*; +» $1,230* (ps). '54 
Special 2-dr., *53 Special 2-dr., 
$625*; 4-dr., $515; Super Riviera, $585. 
"52 Super 2-dr., $380*. '51 Special 2-dr., 
$205. 
CADILLAC—’55 (62) 4-dr., 
54 4-dr., $2,050* (ps). 
CHEVROLET — ‘57 Bel Air (8) station 
wagon, $2,18 4-dr., $2,020°, $1,600°; 
conv., $1,650*; Two-ten (6) station wag- 
on, $1,400; Delray 2-dr., $1,105, °55 Bel 
Air Hardtop, $1,305*, $1,250*, $1,215*, 
$1,045*; 4-dr., $1,255*, $1,115*, $1,045; 
conv., $1,275* (ps); 2-dr., $900; Bel Air 
(6) : Two-ten (6) 
$990; Two-ten (8) 
2 , $865*, $765; One-fifty 
2-dr., $700, ’ Two-ten (6) 4-dr., $550; 
Bel Air 4-dr., $415* (ps), $375. "52 Hard- 
top, $435°; 2-dr., $315*, $305*°. °51 2-dr., 
$285, $180*, $165*; 4-dr., $215*, $110, 
$100. 


CHRYSLER—’53 Windsor 4-dr., $510*. 


DODGE—’55 Coronet 2-dr., $1,025*; Hard- 
top, $965° (ps). '53 Meadowbrook 4-dr., 
$305. °52 Coronet 4-dr., $185. 

FORD—’57 Del Rio station wagon, $1,- 
875; Custom (6) 2-dr., $1,410*. 56 Park- 
lane station wagon, $1,700*; Century 
sedan, $1,650°, $1,575*; Fairlane (8) 4- 
dr., $1,535*; conv., $1,410; sedan, $1,- 
265*, $1,205*; Custom (8) Victoria, $1,- 


$2,180* (ps). 


2-dr., 


325; 4-dr., $1,290*° (ps); 2-dr., $1,200*. 
55 Country sedan station wagon, §$1,- 
480°; Ranch Wagon, $1,070*; Fairlane 
(8) 2-dr., $1,085; Custom (8) 4-dr., 
$950°; 2-dr., $950. °54 Crest Victoria, 
$900; Main (8) 2-dr., $550. °52 Custom 
(8) 4-dr., $355*, °51 Custom (8) 2-dr., 


"53 Jet 4-dr., $175. 
by I —’53 Monterey Hardtop, $665*. 

3 —55 Custom 2-dr., $1,085*. 

OLDSMOBILE—’56 (88) Holiday, $1,865*. 
"55 (88) Super 4-dr., $1,495*; (88) Holi- 
day, $1,350*. °54 (88) Super Holiday, 
$1,025*. '53 4-dr., $405. 

PLYMOUTH’ 57 Belvedere Hardtop, $2,- 
090. '56 Plaza (6) 2-dr., $1,050. ’55 
Savoy 4-dr., $800*. '54 Savoy 4-dr., $395. 
"50 4-dr., $160. 

PONTIAC—’56 Chieftain club coupe, §$1,- 
490°. °55 Chieftain Catalina, $1,170*; 

5*. °54 Star Chief 4-dr., $1,- 
2-dr., 


$1,- 


club coupe, $775*; 
$735* (ps). 
STUDEBAKER—’56 Champion 4-dr., 
5; Commander 2-dr., $940. 
’54 Aero Ace 2-dr., $265. 
MISOELLANEOUS—’56 Ford %-ton pick- 
up, $935*. °51 Chevrolet %-ton pickup, 
$185. 


OMAHA 


(Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Sept. 12.) 
BUICK—’56 Super Riviera, $1,725* 

Hardtop, $1,885* (ps); Century Hardtop, 

$1,485*, $1,465*; Special Hardtop, $890* 

(ps). °53 Special 2-dr., $470°. "50 RM 

4-dr., $135*. °49 Super 4-dr., $210*, 
CADILLAC—'56 (62) 4-dr., $2,975* (ps). 

"54 (62) coupe, $2,150° (ps), $1,915* 

(ps); 4-dr., $1,600*; (60) sedan, $1,350° 

(ps). 48 conv., $560*. 
CHEVROLET—’57 Bel Air 

$1,910; Two-ten (8) 2-dr., 


(8) Hardtop, 
$1,800*, °56 


(ps); | 


Air Base Named for Son 


Of New England Dealer 


PORTSMOUTH, N, H.—Ports- 
mouth Air Force Base has been 
renamed Pease AFB.in honor of 
the hero-son of Harl Pease sr., 
veteran Plymouth (N, H.) auto- 
mobile dealer. 

Capt. Harl Pease jr. was killed 
in action in 1942 while piloting 
a bomber in the South Pacific. 
Pease, his wife and daughter were 
special guests at the dedication 
when a B-17 bomber, the type of 
plane flown by Capt. Pease on 
his last mission, flew over the 
flight line to salute the parents 
of the Congressional Medal of 
Honor winner. 


Two-ten 
"55 Two- 
Bel Air 


Bel Air (8) 4-dr., $1,575*; 
Hardtop, $1,570; 4-dr., $1,44£ 
ten (8) station wagon, ; 
(8) 2-dr., $1,245°; Bel Air (6) 2-dr., 
$950. °54 Delray 2-dr., $800; One-fifty 
4-dr., $705. °53 Two-ten (6) 4-dr., $455*. 
"52 2-dr., $455, $395. 
CHRYSLER—’54 NY 4-dr., $975* (ps). 
Windsor conv., $305*. 
DeSOTO—’55 Firedome (8) 4-dr., $1,285*. 
"51 Custom club coupe, $240. 
DODGE—’56 Coronet 4-dr., 
Coronet 2-dr., $1,290*. 
FORD—’'56 Fairlane (8) Victoria, $1,620*; 
2-dr., $1,150. °55 Fairlane (8) Victoria, 


"52 


$1,445°. °55 


—. 


$1,355* (ps); Custom 4-dp, $1,085*. 54 

Custom 2-dr., $850*; Crest (8) Victoria, 
$845*. °53 Main Ranch Wagon, $820*; 
Victoria, $800*; 4-dr., $625*; 2-dr., $420, 
’52 2-dr., $420. ’51 club coupe, $220; 4. 
dr., $205* 

MERCURY—’57 Montclair 
240*. °56 Monterey 4-dr., $1,540*. ‘55 
Monterey 4-dr., $1,360*; Montclair Hard. 
top, $1,150* (ps). ’54 Monterey Harctop, 
$870; 4-dr., $750*; Custom 4-dr., $835*, 
53 Monterey 4-dr., $885* (ps), $790*, 
"52 4-dr., $800*, $425. 

OLDSMOBILE—’54 (88) Super 4-dr., $1,. 
255* (ps). "53 (88) Super 4-dr., $810*; 
(88) 4-dr., $680*%, $315*. °50 (88) 4-dr,, 
$135*; 2-dr., $100°. 

PLYMOUTH—’56 Belvedere 4-dr., $1,350*; 
Savoy (6) 4-dr., $1,200°. °54 Plaza (6) 
4-dr., $365. '50 2-dr., $290. 

PONTIAC—’57 Chieftain Hardtop, $2,305*, 
'55 Chieftain 2-dr., $1,320* (ps). 'h 
Star Chief 4-dr., $450*° (ps). '53 2-dr,, 
$450. 


Phaeton, $2,. 


CHICAGO 


Chicago Auto Auction. 
Prices are for 


Sale 
sale of 


(Greater 
every Thursday. 
Sept. 12.) 

(Sold 312 
ments.) 
BUICK — '56 RM Riviera, $1,900* (ps); 

Super Riviera, $1,800*° (ps); Special 

Riviera, $1,725* (ps), $1,685* (ps); Cen- 

tury Riviera, $1,720° (ps). 55 Century 

4-dr., $1,370*; Special Riviera, $1,250*, 
$1,120*, $1,095; 2-dr., $1,085*; Super 

Riviera, $1,045* (ps). °54 Special 4-dr., 

$1,080*; RM Riviera, $850° (ps). °53 

conv., $720° (ps), $600° (ps); 4-dr., 
$510, $500°, $385*; Riviera, $505* (ps). 

"52 RM Riviera, $490*, $345*; Super 

(Continued on Page 37, Col, 3) 


cars out of 459 consign- 
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Hillman Fleet for Salesmen— 


(Continued from Page 36) 


Riviera, $240*,. '51 RM Riviera, $245*, *51 Custom Sportsman, $255*. 
$220*, $200; Super Riviera, $200*. DODGE—’57 Coronet (8) Lancer, $2,150*. 
CADILLAC—’56 Eldorado conv., $3,300* *56 Coronet Lancer, $1,535*. '55 Royal 
(ps); (62) coupe de Ville, $3,175* (ps); Hardtop, $1,235* (ps); 2-dr., $1,040*; 
4-dr., $3,105* (ps), $3,055* (ps), $2,915* 4-dr., $930*. ’54 Coronet (8) 2-dr. $530, 
conv., $3,100* (ps). '55 (60) 4- $525°. '53 4-dr., $295, $290, $265*. 52 

2 at $2,425* (ps), $2,025* (ps); 4-dr., $215. '51 4-dr. $210. 

-» $2,320* (ps). °54 (62) coupe, $2,- | FORD—'57 Fairlane (8) 500 conv., $1,- 
(ps), $1,605* (ps); 4-dr., 875°; 2-dr., $1,750*%; Custom (8) 2-dr., 
(ps), $1,875* (ps), $1,850* (ps). $1,625. '56 Thunderbird Hardtop, $2,605* 
4-dr., $1,110*, $960*. ‘51 4-dr., (ps); Country sedan, $1,685* (ps); Fair- 
(ps). *49 coupe, $430*; conv., $290* lane (8) Victoria, $1,575* (ps), $1,365*; 


CHEVROLET — ‘57 Two-ten (8) station| ‘*“"» $1,400° (ps), $1,285° (ps); conv., 
wagon, $2,250°; Two-ten (6) station 
wagon, $1,900; 2-dr., $1,280; Bel Air (8) 


Sport dan, $2,065*, $2,050*°, $1,895*; 
4-dr., $2,000" (ps), $1,780. "56 oi Air Omaha Doubles Fees 


Sport coupe, $1,550*%, $1,480*, $1,- ., ., 

d008; da. Bi2ede (oe), Twovten (63) For Vehicle Inspections 
-dr., $1,285*, $1,280*. '55 Bel Air (8) MAHA.—Omah: bled 
Sport coupe, $1,200*; 2-dr., $1,070* (ps); ay f m has dow 
conv., $1,000*; Delray. $850; Two-ten ees for vehicle inspections at 
® re. 7. 54 Deter, $795*; Two-| city-operated stations. The charge 
en 4-dr., ms 1 Air 4-dr., $855, Y cles will 
$800*, $725; 2-dr., $520. '53 Sport coupe, for ey vehi be $1 be- 
ines, moose aiax name “ay Sees: | A oe OF OO wah be Camaed 6 

ation wagon ‘ an, ee 0 c ed for 

$280, $250. ’51 sedan, $225*, $200. : spected 

CHRYSLER—’57 Windsor Hardtop, $2,490* Se ee cll ae Ser the 
(ps). '56 NY Newport, $2,020* (ps). °55 rst and those with expired 
NY Newport, $1,365* (ps). °53 NY 4-dr.,| inspection stickers. City officiais 


Milt Frumkin, president, K-F Motor Imports Corp., San Leandro, Calif., hands over o oi 2-dr., $430°. °51 Windsor New-/| sai rease needed 
18 Hillman four-door sedans to the Hollywood Studio Furniture Co., San Francisco. eoce, $270*; 4-dr., $250°. 50 4-dr., $230°, te Gile the peeguam. = 


The cars will be used by salesmen for door-to-store conveyance of customers. 


DeSOTO—’55 Fireflite conv., $1,200* (ps). 


Want college alumni? 


The News is read by more college alumni than 


any other New York morning or evening newspaper! 


If you want higher sales from the higher 
I.Q.’s in metropolitan New York... you reach 
more college educated in The News audience 
than any other local paper. In the group with 
more than a high school diploma, The News 
by itself delivers 

130,000 more than the Times 


170,000 more than the 
World-Telegram & Sun 


290,000 more than the 
Herald Tribune 


360,000 more than the Post 
370,000 more than the Mirror 


390,000 more than the 
Journal-American 


College alumni make cash registers cheer, 
are choice prospects for upper price lines and 
all quality products. 

The News best reaches the best customers! 
It has more readers in families with $10,000 
and up incomes, more two-car families, more 
home owners, more families with children, more 
bondholders and stockholders, more prospects 
for quality merchandise—and only The News 


delivers maximum volume 


With more than 4,780,000 readers daily in 
the nation’s largest and richest market, The 
News merits first choice on any sales schedule! 
Ask for all the facts. 


The Lal News, New York’s Picture Newspaper . . . 


with more than twice the circulation, daily and Sunday, of any other newspaper in America . 
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$1,320* (ps); Custom (8) 2-dr., $1,240°*; 
4-dr., $1,135*. "55 Country sedan, $1,250* 
(ps), $1,170*; Ranch Wagon, $985; Fair- 
lane (8) Victoria, $1,100*, $1,095*, $1,- 
080*; 4-dr., $1,050*; 2-dr., $950, $900. 
’54 station wagon, $675, $595; Custom 
(6) 4-dr., $410*%; Main (8) 2-dr., $390. 
’53 Custom Victoria, $560*; 4-dr., $435; 
station wagon, $465*, $380. 52) 4- dr., 
$300*, $225. '51 Victoria, $225°; 2-dr., 
$200. 

HUDSON—’55 Hornet Hollywood, $1,220*, 
$990*; Wasp Hollywood, $870*, °54 Hor- 
net 2-dr., $300*; 4-dr., $225. 52 2-dr., 
$200°. 

IMPERIAL—’57 Crown 4-dr., $3,550* (ps). 
"55 4-dr., $1,700* (ps). ’52 4-dr., $280° 
(ps). 

LINCOLN—’53 Capri 4-dr., $595* (ps). ’52 
Capri 4-dr., $465*, $365°. ‘51 4-dr., 
$285*. 

MERCURY—’57 Monterey conv., $2,125*. 
’56 Montclair conv., $1,750*; coupe, $1,- 
700*; Custom coupe, $1,550*, $1,390*, 
$1,290*; station wagon, $1,305; Medalist 
Phaeton, $1,445*; Monterey coupe, $1,- 
400*. '55 Monterey station wagon, $1,- 
395° (ps); 4-dr., $1,165* (ps); Montclair 
coupe, $1,300* (ps), $1,230*, $1,180*°; 
conv., $1,220* (ps), $1,200*° (ps); 4-dr., 
$1,020; Custom 4-dr., $1,020*, $925. °54 
Custom 2-dr., $795*; Monterey Sun Val- 
ley, $750*. °53 Custom 4-dr., $700*; 
coupe, $500; Monterey coupe, $535*. '52 
Monterey coupe, $325*, '51 2-dr., $225*. 

NASH—’55 Ambassador Country Club, $1,- 
165*, $1,110*; Statesman Country ‘Club, 
$1,050*. ‘54 Statesman 4-dr., $520°. °53 
4-dr., $270. °52 4-dr., $350, $260, $210. 

OLDSMOBILE — '57 (88) station wagon, 
$2,545*° (ps); Holiday, $2,455* (ps); 4- 

r., $2,140*. '55 (88) Super Holiday, ‘$1, 

685* (ps), $1,600° (ps); 2-dr., $1,305°; 
(88) 4-dr., $1,350°, °54 (88) Super Holi- 
day, $1,170* (ps), $1,095* (ps); (88) 
4-dr., $1,110*, $975*; conv., $780°. ‘53 
(88) 4-dr., $595*° (ps); (98) 4-dr., $405°. 
"52 4-dr., $315*. ‘51 (88) 2-dr., $275, 
$250*, $225*, $220°; 4-dr., $200°. 

PACKARD —'55 Panama coupe, $1,250° 
(ps); 4-dr., $1,180° (ps). 

PLYMOUTH—’'57 Belvedere (8) Hardtop, 
$2,050° (ps); Savoy (6) 2-dr., $1,590. 
"56 Belvedere (8) 4-dr., $1,245°; Plaza 
(6) 2-dr., $1,085*, $990; Savoy (6) 2-dr., 
$880. ‘55 Belvedere (8) coupe, $1,060*; 
Suburban station wagon, $975; Savoy 
(8) 2-dr., $935*, $890°, $755°; Plaza (6) 
2-dr., $665, $490; 4-dr.. $655, $570. "54 
Belvedere 4-dr., $625°; Savoy 2-dr., 
$535*. °53 Suburban, $490; Cranbrook 
4-dr., $435, $425, $390, $300; 2-dr., $375; 
Cambridge 2-dr., $290, $260; 4-dr., $230. 
"S52 2-dr., $240. °51 Suburban, $275. 

PONTIAC—'56 Star Chief conv., $1,620*° 
(ps); Catalina, $1,500°. ‘55 Star Chief 
Catalina, $1,250°, $1,240°. ‘54 2-dr., 

"53 coupe, $430°. ‘51 Catalina, 


RAMBLER — 56 Cross Country, a 
(ps). °55 Cross Country, $1,120 2 
station wagon, $235. 

STUDEBAKER—'56 Flight Hawk, $1,315*. 
"55S President Hardtop, $1,235°. 

MISCELLANEOUS—’57 ‘Volkswagen 2-dr., 
$1,660. ‘56 Volkswagen 2-dr., $1,460. '55 
Ford %-ton pickup, $950, $900. ‘53 
Kaiser 4-dr., $210°*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 12.) 
(Ne more change in market from pre- 
ceding two weeks. Sold 108 cars out of 

132 consignments.) 

BUICK—'53 Super 4-dr., $400°. ‘51 Super 
4-dr., $225; Special 4-dr., $255, $265°. 
"49 4-dr., $120. 

CADILLAC—'57 coupe, $4,100° (ps). *53 
(62) conv., $1,125° (ps). 

CHEVROLET—'57 Bel Air (8) Hardtop, 
$2,000; Two-ten (6) station wagon, $1,- 
775. ‘56 Bel Air (8) 4-dr., $1,300°. ‘SS 
Bel Air (8) 4-dr., $1,190°; Bel Air (6) 
4-dr., $1,150, $1,080; Two-ten (6) 2-dr., 
$940. ‘54 Delray coupe, $860°; Two-ten 
2-dr., $700. °53 Bel Air 2-dr., $595 ; 
conv., $575, $460; 4-dr., $425°. "52 4-dr., 
$285°; 2-dr., $215°. "Si 4-dr., $265. "50 
2-dr., $270; 4-dr., $145, $120. 

CHRYSLER—’'51 Windsor 4-dr., $185. 

DeSOTO—’'57 Fireflite Sportsman, $2,375°. 
"53 Firedome 4-dr., $410°. "52 Hardtop, 
$250; 4-dr., $200°. "51 4-dr., $175. 

DODGE—’57 Coronet Hardtop, $2,375*. "56 
Coronet 2-dr., $1,485°. "55 Coronet 2-dr., 
$855. "52 4-dr., $150. '51 Hardtop, $200°. 

EDSEL—'58 Edsel Ranger, $2,600°. 

FORD—’57 Custom (6) 2-dr., $1,580. "56 
station wagon, $1,425; Fairlane (8) 
conv., $1,500°; 4-dr., $1,500° $1,400° 
(ps): Custom (8) 2-dr., $1,140, $1,065. 
’5S Fairlane (8) Victoria, $1,200°; Cus- 
tom 4-dr., $770. '54 Country sedan, $920; 
Custom (8) 4-dr., $580, $470. "53 Ranch 
Wagon, $750; Country sedan, $740; 2- 
dr., $480, $410, $300. '52 4-dr., $190*, 
$150. °51 2-dr., $225°; 4-dr., $120. "50 
2-dr.. $100. 

MERCURY—'53 Custom 2-dr., $300. 

OLDSMOBILE—'53 (88) 2-dr., $685°, ’52 
(88) Super 4-dr., $265°. '51 2-dr., $265. 

PACKARD—’'53 Clipper 4-dr., $380*. 

PLYMOUTH—’'56 Savoy 4-dr., $1,160. °55 
Savoy 4-dr., $580. "54 Plaza 2-dr., $510. 

PONTIAC—’55 Chieftain Hardtop, $1,200°. 
’54 Chieftain 2-dr., $500. '53 Chieftain 
4-dr., $510° (ps). '52 Catalina, $470*. 

RAMBLER — ’55 4-dr., $925. °53 station 
wagon, $605. 

STUDEBAKER—’'54 coupe, $340. 

MISCELLANEOUS — ‘54 Chevrolet 1-ton 
truck, $545; %-ton pickup, $650. ‘53 
Chevrolet %-ton pickup, $475. ‘51 Hill- 
man conv., $240; Chevrolet %-ton pick- 
up, $325, $320; Ford %-ton truck, $320. 

* * * 


— Auctions in Brief — 
WINDSOR, VA. 
Windsor Auto Auction, Sale every Thurs- 
day (Sept. 12). This week we had one of 
the largest sales on record, with a high 


percentage of cars being sold. 
* * * 


ATLANTA, GA. 

Dixie Auto Auction, Sale every Tuesday 
(Sept. 10). Consignment was firm and per- 
centage of selling was excellent ds both 
buyer and seller hit the happy medium. 

* * * 


BEL AIR, MD. 

Bel Air Auto Auction. Sale every Thurs-’ 
day (Sept. 12). The sale was hot and sp 
was the weather. Practically all the deal- 
ers who brought cars to sell went home 


happily with money instead. 
+ * a 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Sale every 
Thursday (Sept. 12). Same story today; 
clean cars remained strong—average and 
rough cars off slightly, Demand for cars 
in this area very, very strong. 
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take over a General Motor dealer-|3T processing techniques in treat. 


Auto Personnel 





R. E. Lenhard, formerly presi- 
dent of Ohio Chemical & Surgical 
Equipment Co., Madison, Wis., a 
division of Air Reduction Co., Inc., 
has been named executive vice- 


U.S. Car Imports 
Called Vital to 


Europe’s Economy 


LONDON. — The growing popu- 
larity of European-built automo- 
biles in America may become a 
major dollar earner for European 
economy, according to Dr. Sidney 
E. Rolfe, chief economist for CIT 
Financial Corp. 

Rolfe addressed the Reform Club 
here in the course of a six-week 
tour of Europe to meet with eco- 
nomic leaders to explain how in- 
stallment credit works in America 
and to study the progress of mass 
financing in Europe. 

“Until the small-car market be- 
comes a mass market for U. S. 


auto manufacturers,” he said, “the! 


increasing acceptance of small 
European models—particularly as a 
second car—will be important to 
Europe’s economy.” 

Rolfe also said that consumer in- 


president of the parent company’s 
major division, Air Reduction Sales 
Co. 

W. A, Lunger, formerly vice-pres- 
ident of Ohio Chemical, has been 
named president of that division. 
Lenhard joined Air Reduction in 
1935, and Lunger has been with 
the company since 1939. 

* * * 


Thomas and Gillespie 


Promoted by Goodyear 
Richard V. Thomas, since 1955 
manager of the Los Angeles plant 
of Goodyear Tire & Rubber Co., 
has been appointed assistant to 
Russell DeYoung, executive vice- 
| president of production, 
Thomas is succeeded as plant 
| manager by Marshall F. Gillespie, 
Los Angeles Division A _ superin- 
tendent, currently is on special as- 
signment in Hurlingham, Argentina, 
7 * * 


‘Promotions, Retirements 


|Announced by Chain Belt 


Four appointments and three re- 
tirements have been announced by 
Chain Belt Co., Milwaukee. Retired 
are Alfred R. Abelt, sales vice- 
president; Edmund P. Meyer, Mil- 
waukee works manager, and Louis 


stallment credit could provide a| J. Michiel, foundries sales manager. 


vigorous force to stimulate the 
economy of free Europe. 


| Appointed were Luther H. Bos- 
nian, senior vice-president; William 





J. Sparling, manufacturing and fa- 
cilities vice-president; Edward M. 
Rhodes, industrial equipment sec- 
tion general manager, and Harold 
Patzer, foundries sales manager. 
George Woodland, industrial equip- 
ment general sales manager, will 
assume Abelt’s duties. 

* * * 


Lorenz Named Assistant 


To McNamara at Ford 


Paul F. Lorenz has been ap- 
pointed executive assistant to 
Robert S. McNamara, group vice- 
president in charge of Ford Mo- 
tor Co.’s car and truck divisions. 

Lorenz has been executive as- 
sistant to the general manager of 
Mercury division for the last 
year and previously had been 
Mercury controller, He joined 
Ford in 1949. 


* * * 


Hall Heads Office 


Eben C. Hall has been named 
manager of the New York export 
office of the materials handling 
division of Yale & Towne Mfg. Co. 

* 


* * 


Belden Promotes Walsh 


Don Walsh has been named sales 
service manager for the Merchan- 
dise Sales division, 
Co., Chicago. He has been with the 
company since 1950. 

= > 7 


GMC Boosts Carvey 


Walter J. Carvey, a veteran of 
32 years with GMC Truck & Coach 
division, has been named Portland 
(Ore.) zone manager for GMC, suc- 
ceeding J. C. O'Connor, who left to 


Belden Mfg.) 





ship. 


* * * 


Dworshak Appointed 


Ward W. Dworshak has been 
named U. S. general sales manager 
for Massey-Harris-Ferguson Ltd., 
Ottawa. He is a former Ford trac- 
tor and implement dealer and also 
served in the division’s home office. 

ca + * 


Gould Appoints 3 


Gould-National Batteries of Can- 
ada, Ltd., has named J. B. Hart 
industrial sales manager with head- 
quarters in Toronto. A. F. Smith 
was appointed automotive sales 
manager, and D. H. Shaw was 


named Montreal branch manager. 
* + + 


Belden Promotes Glende 


Ralph Glende, south Texas sales- 
man for Belden Mfg. Co., has been 
promoted to the Chicago office 
where he will take over the Illinois 
and Missouri territory. Bill Dona- 
hoe has been assigned to Houston 
to cover south Texas, and Bob Will- 
werth has been assigned to Dallas 
to cover north Texas and Okla- 
homa. 

= * * 


2 Goodyear Researchers 


Receive Dinsmore Award 


Two technical development men 
for Goodyear Tire & Rubber Co. 
have received the Dinsmore Merit 
Award for outstanding achievement 
in 1956. 

They are Jess W. Meherg, hon- 
ored for “outstanding work in the 
development of Goodyear’s special 
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Here’s still another of the 934 messages sent 
in by Edsel Dealers on Thursday, September 5. 





EDSEL DIVISION 


* FORD MOTOR COMPANY 


—— 


ing fabrids,” and John P. Urbon, 
cited for “outstanding improve- 
ments in compounds used to make 
the Captive Air tire.” 

& a + 


Goodyear Hikes Johnson 


Walfrid E. Johnson has been 
named New York district truck tire 
salesman for Goodyear Tire & Rub. 
ber Co. Headquartered for two 
years at Freeport, N. Y., as a gen- 
eral line salesman, Johnson hag 
been associated with the New York 


district since 1949. 
& * + 


Van Allen Retires at Willard 


After 35 Years’ Service 


J. C. Van Allen, manager of 
of Willard-Exide original equip- 
ment and government sales, hag 
retired after 35 years’ service with 
the firm. 

Before joining the Omaha branch 
of Willard in 1922, he managed a 
Willard distributorship and a serv. 


ice station for four years, 
* * * 


Acheson Hikes Sprague 


John C. Sprague, secretary- 
treasurer of Acheson Industries, 
Inc., New York, has been elected 
vice-president in charge of adminis- 
tration and finance. He will con- 
tinue as secretary-treasurer and 
will maintain his headquarters at 
Port Huron, Mich. 

oa * 


* 


Standard Names Drake 


Zac G. Drake has joined Stand- 
ard Motor Products, Inc., as a field 
sales manager. He will work out of 
the office of the general sales man- 
ager in Long Island City, N. Y. aug- 
menting the efforts of Standard’s 


present three field sales managers. 
> = 


Goodrich Names Nygaard 
Business Research Chief 


Karl O. Nygaard has been ap- 
pointed director of business re- 
search for B. F. Goodrich Co, 
Akron. 

Nygaard, who succeeds Dean 
E. Carson, retired, joined Good- 
rich as an economist in the busi- 
ness research department in 1954, 
following four years with the 
U. S. Department of Commerce. 

o > * 


Armstrong Appoints Six 


To District Sales Posts 


Six new sales representatives of 
Armstrong Cork Co.’s industrial 
division have been assigned to dis- 
trict offices on completion of their 
training. 

William P. Brinton jr., has been 
assigned to the Chicago office; 
Richard L. Forrester to Detroit; 
John S. Gebbie to Greenville, S. Cj 
Donald J. Kolb and Thomas B. 
Porter to New York, and Donald 
H. Saum to St. Louis. 

William W. Downs has been 
named to work on a _ technical 
project in textile products sales at 


Lancaster, Pa. 
> > - 


Garagemen Elect Hartnett 


Daniel J. Hartnett, Western repre- 
sentative of the Motor and Equip 
ment Wholesalers Assn., has been 
elected chairman of the Independ- 
ent Garage Owners Advisory 
Council Group in California. 


- - + 


Addressograph Picks Two 

Addressograph-Multigraph Corp. 
of Cleveland has appointed D. G. 
Hartman as addressograph sales 
manager and W. S. Anderson as 
Multigraph sales manager. Both are 
new positions. 

* cS 


Leighton Named at Owosso 


Donald Leighton has been ap- 
pointed assistant to David E. Wal- 
bert, general manager of the Owos- 
so division of Midland Steel Prod- 
ucts Co. 


x * . 


Grommet Advanced 


Elmer Grommet, 37, has been ap- 
pointed comptroller of the Los An- 
geles plant of Chrysler Corp. 

” 


AC Spark Plug Appoints 
Dunkle to New Position 


Andrew J. Dunkle, director of 
works standards at the Flint plant 
of AC Spark Plug since 1953, has 
been appointed to the new post of 
superintendent of production engi- 
neering. 

Gordon L. Isenhath, director of 
work standards at AC’s Milwaukee 
plant, has succeeded Dunkle. Jos 
eph H. Carah replaces Isenhath. 








“YOU BET IT’S A GOOD DEAL... 


having ethylene glycol antifreeze installed at the factory!?’’ 


“Our factory sure is saving us a lot of headaches by installing glycol 
antifreeze right on the assembly line. It pays off all the way around. 


“First, it’s the kind of antifreeze our customers want. They know 
glycol antifreeze permits efficient operation of a car’s cooling 
system. They want all the heat they can get from the heater. They 
want sure protection all winter long without worrying about 
sudden weather changes. 


“‘Now look at it from our side. Add up the time and labor, the mess 
and bother of draining and backflushing a cooling system com- 
pletely. Factory installation saves us all that . . . so our glycol anti- 


freeze profit is pure profit on every car, instead of the marginal 
profit we get when we have to install it ourselves. 


“And there’s no more danger of cars being delivered with insuf- 
ficient protection! Besides, when engineering-approved glycol 
antifreeze is factory installed, it gives us another selling point on 
quality. Customers know it must be best for their car. And it’s 
this kind of quality service that keeps customers coming back— 


1? 


for service . . . for parts and accessories . . . for another new car! 


The Dow Chemical Company formulates ethylene glycol antifreeze 
to meet the specifications of individual automobile manufacturers. 


The Dow Chemical Company, Midiand, Michigan 











Borgward Signs Moench— 


Bill Moench, right, head of Moench- 
Davis Imports, signs franchise agreement 
to become a Borgward dealer in South- 
west Los Angeles. Witnessing signature 
of the new deocler is Russ Thor, resident 
manager, Earle C. Anthony, Inc., an im- 
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What's New... 


In Parts and Accessory Distribution 


Dealers to Show Public 


Uses of Tempered Glass 

PHILADELPHIA. — United Auto 
& Flat Glass Dealers Assn, of Cen- 
tral Eastern Pennsylvania and 
Western New Jersey has adopted a 
community wide education pro- 
gram on tempered glass. 

Members will visit civic organi- 
zations, presenting tempered glass 
demonstrations and explaining dan- 
gers involved in unwise use of 
tempered glass in automobiles. 

* am + 


MEWA Sales Council 
Elects Boland in Ohio 


CUYAHOGA FALLS, 0.—Charles 
J. Boland, Boland Ignition Co., 
Cleveland, has been elected chair- 
man of the newly formed North- 
eastern Ohio section of the Motor 


secretary was Ray Harpley, Hopkins 
& Kipp Auto Electric Co., Akron. 
Sections of the MEWA Council of 
Sales Executives are being estab- 
lished in all parts of the country. 
Their goal is to bring about more 


_Massey-Harris 
Drops Auto Bid 


TORONTO. Massey - Harris- 

Ferguson of Canada has cancelled 
its bid to acquire Britain’s Stand- 
ard Motor Co. Value of the bid was 
| placed at $29.4 million when it was 
|} made on July 17. 
A drop in the price of Massey- 
| Harris stock on North American 
markets and unsettled conditions 
due to French currency devaluation 
were blamed for the move. 


Standard directors, who at first 


& Equipment Wholesalers Assn.| backed the plan, agreed to the 





| Council of Sales Executives, Named | withdrawal. 


porter of the German car. 





It’s the “Jiffy” Hook 
that does the trick! 


Amazing—but she does it! So did thou- 
sands of others last winter in the areas 


where Campbell “Jiffy” Chains were introduced. You—and your 
customers—can put on these new “Jiffy” Chains just as fast. 


With “Jiffy” Chains there’s no need to jack the car—no need to 


move it. And there’s no hard-to-fasten inside lock. 


No dirty work, 


either—free plastic sleeve guards come with every pair. 


So stock up now—demonstrate and sell these revolutionary “Jiffy” 
Chains before the snows fly. Call your Campbell distributor, or 
write direct. 

















Patented Lug-Reinforced construction digs in for 


wear. Free applier included 
with every pair. 







Water-resistant, 
colorful box &, 
stores chains easily 

—keeps them neat & 
and clean. Makes 
attractive display. 





CAMPBELL LUG-REINFORCED STANDARD CHAINS 


tion—greater protection against skids and side slips—longer 





better trac- 


CAMPBELL CHAIN Goxéany 


a 


CAMPBELL 
CHAIN 


Factories and Offices: York 


Portiand, Oregon East Cambridge, Mass 





rlington, lowa 


Sacramento, Calif 











profitable wholesaling through e 
better sales management, made For more advertising for Ww 
possible through the exchange of 1 in 
ideas and experiences. your dollar concentrated be 
oa on those with more dol- 
Jobber-Factory Relations lars to spend, use the Pe 
Aired in MEWA Bulletins MorningCourier-Express. 2 
CHICAGO—The Motor and ‘ 
Equipment Wholesalers Assn. has It reaches the top 45% te: 
launched a new “Wholesaler- of the families in ABC Se 
Manufacturer Relations Service” lee 
to pinpoint attention on impor- | Buffalo...nearly 1/3 of be 
tant industry problems. all families throughout on 
Bulletins reporting the com- , 
bined views and advice of both the 8 Western New York M: 
manufacturers and wholesalers counties. su 
on a wide range of industry prob- i na 
lems will be mailed frequently to meta neceaiaiaan .. . te - 
cae ae _ Ruark, general state’s largest newspaper outside 
e ° e of Manhattan. D 
° ROP COLOR a 
Los Angeles Office available doily and Sunday Py 
Member: Metro Sunday Comics and 
Opened by Barrett Sender magesine Networks Lt 
‘ 
LOS ANGELES.—Barrett Equip- Iov 
ment Co., manufacturer of brake | BUFFALO a 
service equipment, has opened an/ COURIER-EXPRESS qui 
office at 947-949 W. Venice Blvd.| me = Geen n 
here. Pacific Coast: Doyle & Hawley , 
H. B. Barrett, president, said the 
office includes a training school for | _ + 
jobber management, salesmen and | aut 
mechanics and a repair and service | in 
department. A limited stock of| of 


items for immediate delivery of 
emergency orders will be main- 
tained. 

The office is under the supervi- 
sion of I M. Gregory, Barrett’s 
West Coast regional manager. He 
is assisted by Jack O’Halloran and 
Jim Presswood. 


Buick’s Holbrook 
Shifted to Florida 


FLINT.—Appointment of William 
A. Holbrook, 35, as manager of 
Buick’s Jacksonville (Fla.) zone has 
been announced by Edward C. Ken- 
nard, general sales manager. Hol- 
brook succeeds Frank M. Leigh, 
who has been named manager of 
Buick’s Pacific 


TURNTABLES 
° 


Manufactured by 


Macton Machinery Co. 


DYKE LANE 


region, 

Holbrook, cur- Stemford 2. 
rently assistant Conn. 
zone manager at 
Memphis, joined 


Buick in 1950 as 
a district manager 
in the Atlanta 
zone. He moved to 
Charlotte in the 
same capacity 
when that zone ‘or 
was opened three W. A. Holbrook 
months later. In April, 1955, Hol- 
brook went to Memphis as car dis- 
tributor and was made assistant 
zone Manager in December of the 
same year. 

Charles D. Godwin, 41, was 
named to succeed Holbrook in 
Memphis. 


Warren Elected 
Chrysler Director 


NEW YORK.—Louis B. Warren, 
Chrysler Corp. general counsel and 
a partner in the law firm of Kelley, 
Drye, Newhall & Maginnes of New 
York City, has been elected a 
Chrysler director, 

Warren also is a director of Aga- 
wan Aircraft Products, Inc.; Guin- 
ness Imports, Inc.; Laboratory for 
Electronics, Inc.; and Morco Corp. 

Neil H. McElroy, who will be- 
come Secretary of Defense, has 
presented his resignation as Chrys- 
ler director, effective Sept. 30. 





Gas-Combustion Heater 


Offered for Volkswagens 

ESSLINGEN, Germany.—A gas- 
combustion heater for the Volks- 
wagen is being produced here by 
J. Eberspacher. 











Watch for 
AUTOMOBILE AMERICANA 
Announcement Soon 
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GILBERT ASSOCIATES INC. 
161 Mass. Ave., Boston @ 00 6-5208 
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The heater is being made avail- NAME H. A 
able through all VW distributors ADDRESS Survive 
in the U. S. It is independent of city ee De 
the engine and controlled from a a ee Kan 
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NADA Directors to Vote on Mo. Plan... 
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Dealer Poll on APSA Weighed 


(Continued from Page 1) 


or plans but rather to getting the 
job done by any satisfactory 
means.” Bell said he personally 
was “obviously committed” to carry- 
ing out the policies of the NADA 
board of directors. 

oa * * 


Peace Talk Urged 


9 The Montgomery County (Day- 
* ton) Automotive Dealers Assn. 
in Ohio called for a unity con- 
ference between NADA and ADSA. 
Secretary-Manager Ralph E. Caver- 
lee declared the “open bickering 
between two factions is doing no 
one any good.” 

3. The Automobile Trade Assn. of 
Maryland joined in urging dealer 
support for NADA. Earlier, the 
national group got similar backing 
from the associations of Illinois, 
New Jersey and North Carolina 


4, The Washington State Auto 
Dealers Assn. said first returns of 
a membership survey on both 
plans showed: NADA, 97; ADSA, 
20; neither, 13; undecided, 4. 

5. ADSA received membership 
checks from county associations in 
Iowa and North Carolina and issued 
a special appeal to “America’s 
quality authorized dealers.” 

“You can no longer depend upon 
your regular associations to correct 
these merchandising evils,” the 
appeal stated, “because their mem- 
bership is made up of all kinds of 
authorized dealers who are divided 
in their opinions as to the method 
of automotive merchandising and 
servicing.” 

6. The officers and directors of 
the Kansas Motor Car Dealers 
Assn. last week passed a motion 
backing the NADA program to 
stamp out bootlegging and cross- 
selling. If NADA's efforts fail, the 
Kansas group recommended a Fed- 
eral test case to ascertain if terri- 
tory security is legal. 

> > > 
as emphasis upon “quality 
authorized dealers” in the ADSA 
pen letter spurred speculation that 
the Oklahoma-born association 
might attempt to live on as a 
“quality dealer” society if and when 
its primary target of a territory 
Bales bonus is attained. 

However, ADSA continued to 
State in its latest message that 
achievement of a bonus system in 
franchise pricing agreements would 
Mean its dissolution and a return of 
funds to members. 

The “bickering” of which Day- 
ton Manager Caverlee warned, 

the exchange between 

Association President 
McMahon and NADA President 
Sutter. 

McMahon, a Pontiac dealer in St. 
Louis, chided Sutter for his Sept, 4 
letter denouncing the ADSA plan. 
The Sutter letter was sent to all 
state associations. 

“I regret to inform you,” Mc- 
Mahon wrote Sutter, “that our 
executive committee was not in the 
least impressed by the methods 
NADA used to smear the intent of 
the ADSA plan.” 


* * a” 


Pro-Minority View? 
a= Missouri executive group 
considered Sutter’s letter at the 


Session at which it called for an 
- 7” 


«& 


DSA Aims Aired in Kansas City— 








NADA membership poll on the 
ADSA plan. 

“Some members of our committee 
freely expressed the opinion that 
the entire document was slanted 
toward the minority membership 
who oppose any measure that would 
serve to retard the loose sales and 
service policies resorted to by this 
group,” McMahon said. 

“Unfortunately, your entire 
written condemnation of the 
ADSA, to say the least, gives aid 
and comfort to the 40 percent of 
your membership who oppose any 
trend or pattern toward the return 
of the intent and meaning of the 
word franchise.” 

Referring to Sutter’s challenge of 
the legality of the Owner Assurance 
Service Plan, McMahon suggested 
that it was based on the General 
Motors wholesale parts rebate plan, 
now in effect. 

Reporting that the ADSA plan is 
attracting increasing attention in 
the Midwest, McMahon said the 
NADA leaders “should make every 
effort to capitalize on the momen- 
tum of this movement.” 

“I fear,” he wrote Sutter, “if you 
don’t act and act quickly, the di- 
visive potential of this independent 
plan might become a _ serious 
reality. 

“It would be death-dealing to our 
national organization (God forbid) 
if an independent movement such 
as ADSA should come up with an 
acceptable deterrent to one of the 
greatest evils facing our mutual 
interests.” 

> = > 

ELL, in an exchange of letters 

with John Reinauer (Chrysler- 
Plymouth), Oklahoma City, assailed 
the ADSA plan by declaring that 
“any plan that would require the 
automobile manufacturers to donate 
half a billion dollars a year without 
increasing the cost of their product 
to the dealer or to the public seems 
to me to be rather unreasonable.” 

(NADA’s proposal would pay for 
the intra-territory sales bonus by 
raising prices an equivalent 
amount.) 

Reinauer, who had asked NADA 
to endorse the ADSA program, 

to Bell that the factories’ 
present bonus plans indicate that 
addition of ADSA’s proposed 
override would “not necessarily” 
bring about a price boost. 

“You observe, Admiral,” Rein- 
auer wrote Bell, “that the plan 
proposed by ADSA has been re- 
jected by NADA as nonrealistic, and 
that it would result in some cost 
to the manufacturers. You called 
the additional cost a donation. 

“Obviously, you must not be 





Irked by NADA Blast, 
Ledterman Quits ADSA 


TULSA—R. L. Ledterman 
(Cadillac-Oldsmobile), former of- 
ficer of NADA and former Okla- 
homa director, has resigned from 
the Authorized Dealer Survival 
Assn. in protests against anti- 
NADA statements made in the 
first issue of the “ADSA News- 
letter.” 

Ledterman, speaking before a 
meeting of Tulsa dealers, called 
ADSA’s references to NADA and 
its leadership “cynical, undigni- 
fied and disillusioning.” 
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H. Mead Norton (Buick), center, Oklahoma City board chairman, Authorized Dealer 
Survival Assn., discussed ADSA aims at a meeting of the Greater Kansas City Motor 





Dealers Assn. in Kansas City. From left, are W. W. Egelhoff, secretary-manager 
Kansas City dealers organization; Tom Aliton (Ford), Columbia, Mo.; Norton; N. S. 
==! P'Neill (Oldsmobile), Kansas City, and Paul Greenlease (Cadillac), Kansas City. 


reading your current mail because 


most manufacturers today, includ- 
ing Cadillac, are paying liberal 
bonuses as additional sales incen- 
tives, and we do not believe even 
the factories would be unkind en- 
ough to call these bonuses now paid 
donations.” 
* * * 

Argue Plan’s Legality 

ELL also maintained in his letter 

to Reinauer that the Depart- 
ment of Justice would refuse to 
accept the ADSA bonus plan, al- 
though the ADSA has insisted that 
its plan is legal under the anti- 
trust laws. 

“Any measures that will benefit 
you and the new-car dealers of 
America will be followed and fought 
for by my associates and by me to 
the best of our ability,” Bell wrote 
Reinauer. 

“Let us, though, before we go 
into battle, be very, very sure not 
only of our objective but of our 
weapons and our methods.” 

In reply, Reinauer asked Bell: 


“Don’t you think that you should | 
leave the question of legality to the| 


manufacturers? Do you also con- 
clude that the many bonuses that 


are currently being paid are il-| 


legal?” 
Reinauer expressed fear that 


NADA, by spurning ADSA “is pass-| 


ing up a golden opportunity to pro- 
vide protection for the quality 
dealers and possibly, at the same 
time, keep unity within NADA it- 
self.” 


The Maryland association's state- | 
ment said NADA is the “only or-| 
ganization capable of presenting a/| 


united front for dealers throughout 
the country.” 
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Want to project 


NEW CAR SALES in Cleveland 
for the ’58 models? 


You'll find many important clues in the 
Plain Dealer Automotive Report. Our 
market research department counted new 
ear sales by MAKE, by MODEL, by 
DEALER and by ECONOMIC SECTOR 


of the market. 


You can quickly see that most new car sales, 


You sell two great 
RETAIL MARKETS 
in the Plain Dealer 


RETAIL SALES IN CLEVELAND AND ADJACENT COUNTIES 


CLEVELAND 
CUYAHOGA COUNTY 





COMMODITY 






Total Retail Sales 


26 ADJACENT 
COUNTIES — 
(000) (000) 
1,999,804 4,247,701 


2,247,897 


in Greater Cleveland, were made in economic 
sectors where families have the most buying 
power. These are the areas where the Plain 
Dealer is the most widely read. 

If you haven’t received your copy of this 
detailed report . . . write, wire or phone The 
Cleveland Plain Dealer. 


Cleveland *2% billion 
26 adjacent counties *2 billion 


TOTAL sAlA billion 













Retail Food Sales 549,318 484,163 1,033,481 
Retail Drug Sales 85,930 55,457 141,387 






Automotive 382,082 390,920 773,002 
Gas Stations 120,031 157,081 277,112 
Furniture, Household Appliances 124,695 102,572 227,267 







(Source, Sales Manag t Si of Buying Power, May 10, 1957) 





*Akron, Canton and Youngstown’s Counties are not included in above Sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Detroit, Atlanta, 
San Francisco and Los Angeles. Member of Metro Sunday Comics and Magazine Network. 
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Salesmen’s Strike Is Averted 


By Frank Gawronski 
Staff Writer 

A STRIKE by automobile sales- 
men in the Youngstown (O.) 
area was averted last week when 
dealers expressed a willingness to 

talk contract. 
According to John Hanlon, execu- 
tive officer of the Automobile Sales- 
men’s Union Local 
327, a strike vote, 
scheduled for last 
Tuesday (Sept. 17), 
was postponed as the 
result of a contract 
proposal submitted by the Youngs- 
town Automobile Merchants Assn. | 
In a public letter to the union, | 
Jack Armbrecht, association 
president, pointed out that the 
association’s constitution does not 
permit it to bargain with unions | 
for employes of association mem- | 
bers. 
Instead, Armbrecht requested | 
that the union negotiate with deal- | 





ers as individuals rather than as an | 
association. 

“We decided to go along with 
their proposal,” Hanlon said. “After 
all, we’re trying to help them, not 
hurt them.” 

The union, which says it repre- 
sents some 187 salesmen, is seek- 
ing a monthly salary of $275 for 
salesmen with two years’ experi- 
ence, $350 for salesmen with three 
to five years’ experience and $400 
for salesmen with more than five 
years. It is also asking a 3 percent 
commission on used cars and a 
minimum $50 commission on the 


sale of new cars. 
* * * 


Ike Rejects Reuther Plea 


EANWHILE, President Eisen- 
hower rejected a request by 
the United Auto Workers that the 
Federal Government call a confer- 
ence on the union’s proposal that 
auto makers cut prices on 1958 
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FILL OUT AND SEND COUPON BELOW: 


models in exchange for modified 
wage demands. 

Walter P, Reuther, UAW presi- 
dent, promptly urged the Adminis- 
tration to reconsider its refusal. 

James P. Mitchell, secretary of 
labor, stated the President’s posi- 
tion in a letter to Reuther. Such 
a meeting “would tend to inter- 
ject the Government directly into 
matters which ultimately must 
be solved by collective bargain- 
ing,” Mitchell wrote. 

In his reply to Mitchell, Reuther 
said the union’s suggestion has 
nothing to do with collective bar- 
gaining. 

“It appears there is some mis- 
understanding of the nature of our 
request,” he added. 

Reuther said he believed that his 
proposal for a meeting of repre- 
sentatives of auto manufacturers 
and the union was no different, in 
essence, from the President’s an- 
nounced attempt to marshal all 
possible influence to keep unneces- 
sary price increases from occurring. 

7 > 7 


THE factory front, a strike 

at Chrysler Corp.’s transmission 
and power steering plant in Indian- 
apolis was still in progress late last 
week with negotiations continuing | 
between the company and United | 
Auto Workers Local 1226. 


* * * 

NEW developments in the field of 

state legislation and regulation 
affecting labor-management rela- 
tions, as reported from state capi- 
tals, include the following: 

California: County “right to 
work” ordinances, banning the 
union shop and other forms of 
union security contracts, are con- 
tinuing as issues in California. 


directors of the Yolo County Farm 
Bureau voted to request the Yolo 
County Board of Supervisors to en- 
act such an ordinance, similar to 


In one of the latest developments, | 


Supervisors in Trinity County 
earlier voted against rescinding 
that county’s ordinance despite 
threats of a union economic boy- 
cott and a legal opinion the meas- 
ure is unconstitutional. 

Oun10: Incorporation papers were 
filed with the Ohio secretary of 
state by the Ohio Labor Committee 
for Rights to Work, Inc., which 
announced plans for a statewide 
campaign aimed at obtaining the 
enactment of a state “right to 
| work” law. Proposals for such a 
law have been unsuccessfully intro- 
duced in the last six sessions. 
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The strike began on Sept. 8, | 
idling about 2,800 workers. It cen- 
ters around work standards and 
other union grievances. 

The layoff of 270 workers at the 
Plymouth assembly plant in New- 
ark, Del., resulted in a one-day 
shutdown of the plant. 

The workers were laid off to 
make room for 400 employes trans- 
ferred from Detroit. Some of the 
other employes refused to enter 
when they say the dismissed em- 
ployes gather outside. 

A company spokesman said the 
400 workers were transferred from 
Detroit under an agreement with 
the UAW. The plant employs 1,900 
persons. ‘ 

> > 


Mechanics Win Raise 


A NEW contract providing for 
wage increases amounting to 
50 cents over the next three years 
has been negotiated by auto me- 
chanics at 60 auto shops in Kansas 
City. The new contract does not 
cover mechanics at automobile 
dealerships, as was reported last 
week. 

According to Bill Egelhoff, | 
manager of the Motor Car Deal- | 
ers Assn. of Greater Kansas City, | 
the association’s last negotiations 
with the Machinist union took 
place in 1956. The present con- 
tract does not expire until July, 
1958, and calls for a pay rate of 
$2 an hour for mechanics. 

The new job shop agreements 
provides rates of $2.67 an hour for 
machinists this year, .$2.82 next 
year and $2.97 in 1959. 

Auto mechanics at 11 Southern 
Illinois garages have won Machin- 
ist union representation, according 
to Charles E. Van Bibber, business 
representative for Machinist Dis- 
trict 9 in St. Louis. 

The union obtained a $2.50 an 
hour rate for mechanics, $2.60 for | 
body men, jury pay, vacations with | 
pay as long as four weeks for 20-) 
year men and other benefits. The | 
garages are in East St. Louis, | 
Granite City, Madison and Wood 
River. | 

The National Labor Relations 
Board has ordered an election 
among the service department em- 


Mack to Make 
Cross-Country 


Luxury Buses 


PLAINFIELD, N. J.—Mack 
Trucks, Inc., has introduced a long- 
distance luxury bus. 

Elliott G. Ewell, Mack vice-presi- 
dent-sales, said the new vehicle will 
accommodate 41 passengers and 
contains such features as air condi- 
tioning, airglide suspension, foam 
rubber reclining seats and individ- 
ually controlled double reading 
lamps. 

He said the luxury bus, sheathed 
in anodized aluminum panels, will 
be produced at Mack’s Sidney (O.) 
factory. 
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White Returns with Pontiac 


ama, Willys Export Sets Parley at Paris Show hi : R 
TOLEDO.—Willys - Overland Ex-| Toledo - made “Forward Contro1|SiINOIS NEMOVES Jim White, who has been out of | Plymouth dealership, has reentéred 
inty''Y port Corp. distributors in Europe, | ‘Jeep’ FC-170" will be shown. of the auto business since 1952,|the field with a Pontiac dealership 
ling | Africa and the Middle East will| Forty-five distributors from some Tax on Parts when he disposed of his Chrysler-| in Santa Monica, Calif. 
oa have their annual business meeting|40 countries will be briefed on [es 
joy- in Paris, Oct. 3-13, during the Paris| plans for 1958 by top officials of : 
eas- || Automobile Salon at which the new | the export firm. Warranty Exemption 
Benefits Dealers 
vere CHICAGO. — The Chicago Auto- ae 
at mobile Trade Assn. has advised its| [i UNITED STATES 
tee members that the Illinois Depart- i} 
hich J ment of Revenue has reversed| (iwc CAR TE STi NG co. 
vide itself and has ruled that parts in-| Fagg 
the stalled in customers’ cars under ane 
, to factory warranty are exempt from “ay 
- a tax liability. ra 
'tro- > ® = 3 I The new rule is retroactive to * 
Equip your Demonstrators with Bumpa-Tel Signs!) , uly 11, the date that Gov. Wit. | [Ee Greatest Coverage 
liam G, Stratton signed the bill 4 ' 
We) at the Lowest Cost! 


adding repair service parts to tax- 
able items, The new rule means 


that dealers need not report tax | 


on such parts when completing 
their August return to the State. 
If dealers have collected tax on 
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such parts and have not reimbursed | 
the customer or factory, all such | 
amounts must be remitted to the | 


State in accordance with the Use| 





-o--News Flash!.....June 19. 
On this day alone, twelve dealers across the nation switched | 


Touts 


eA. 


NEWEST 


THING ON WHEEFI 





}100 

















EDSEL ®@ 
le 


Bumpa-Tel signs do not mar or scar your car in any way— 
require no drilling. ON OR OFF IN 5 SECONDS WITHOUT 
TOOLS! after original installation which requires about 
thirty minutes. 


Constructed of High Strength Aluminum Tubing with sheet 
steel panel finished in baked enamel. Sign panel is 40" x 12”. 


OORT TERED cccccscecneccccnscsssesescecescocccsssesecanscsessscssssoossessessss s.« $14.00 
LETTERED (max. 80 letters) .............---00cccccsemssneceenessnenmene $18.00 
LETTERED ON FULL SCOTCHLITE .........-.-.......:cceceeceeeeees $26.50 


All prices f.o.b. Mounds, Ill. 
2% discount check with order—or pay postman on delivery. 
Please state make and model of car when ordering. 
IMMEDIATE DELIVERY ON SIGNS FOR ‘58 EDSELS 


Now booking orders for all '58 models; shipment within two 
weeks after New Car showings (probably sooner.) Write 
us for parts to convert your present signs to fit '58 models. 


BUMPA-TEL SIGN CO. 


MOUNDS, ILLINOIS 


Will accep? collect calls for orders of 5 or more. 
U. S$. Patents — Canadian Patents Pending. 


She Cprowing 


RCESTER 
RKET 


Only Boston exceeds Worcester 


91.9% 


intensive coverage by 
the Telegram-Gazette 
160,531 Dailyt — 106,655 Sundayt 


*Sales Management Survey of Buying Power May 1957 
tMarch 31, 1957 A.B.C. Publisher's Statement 


The Worcester 


TELEGRAM ano GAZETTE 
WORCESTER, MASSACHUSETTS 
Howard M. Booth, Publisher 
MOLONEY, REGAN & SCHMITT, Inc. 


National Representativ 



























Tax Act, which provides that all | 


monies collected by a retailer as 
tax must be remitted. 
If, however, the dealer has re- 


mitted the tax on such warranty | 


parts without previously having 
collected it from his customer or 
from his factory, or if he has re- 
imbursed the customer for such 
previous tax payments, he may 
apply for a credit memorandum 
from the revenue department for 
the tax. 

The CATA called the new rul- 
ing “most welcome inasmuch as 
the previous rule of tax liability 
on such parts was considered 
most unfair, and CATA hag been 
constantly working to relieve the 
situation.” 

According to the association, the 
rule was changed because the de- 
partment, in reconsidering its pre- 
vious position, “agreed with CATA 
that a new-car warranty agree- 
ment is actually paid for by the 
customer when the vehicle is pur- 
chased, and such buyer is there- 
fore entitled to subsequent service 
for the installation of parts and 
labor without additional charge. 
Consequently, it follows that tax 
should not be charged on such 
warranty.” 

Tax 


tinues in the case of used car 


warranties of the 50-50 and similar | 


types. The tax in these cases is due 
on the customer’s portion of the 
parts installed while the dealer's 
portion reverts to internal labor 
and is tax exempt, CATA explained. 


According to the department's | 


revenue ruling, charges for lub- 


rication work are taxable if | 
handled in the usual manner. In | 


the event, however, that a sepa- 
rate charge is made for the 
actual grease used and such an 
entry is made on the repair order 
in the parts column, then only 
that item of the lubrication job 
would be subject to tax. 

The balance of lubrication labor 


| charges may then be listed as a 
tax-exempt item. (Example: Grease, | 


20 cents, Lubrication labor, $1.30). 


The department also has ruled | 
that painting, waxing, polishing, | 
washing and undercoating are} 


labor services and as such are 
exempt from tax, provided they are 
listed on the repair order as sepa- 
rate items. Such services included 
in the selling price of a car would 
be subject to tax. 


Sutter to Head 
NADA Panel at 


Jersey Convention 


ATLANTIC CITY. — Frederick 
M, Sutter, NADA president, wil! 
head a panel of NADA speakers at 
the 39th annual convention of the 
New Jersey Automotive Trade 
Assn. here Oct. 1-3. 

Sutter will speak on “Where Is 
Service Responsibility Headed?” 

Other members of the panel and 
their topics are: 

James R. Johnson, NADA direc- 
tor from Connecticut, “Personnel 
Relations;” Carl E. Fribley, New 
York State director, “Public Rela- 
tions;” William Frame, metropoli- 
tan New York director, “Advertis- 
ing Ethics,” and William L. Mallon, 
New Jersey director, moderator. 

Another convention speaker will 
be W. Heartsill Wilson, assistant 
to the Plymouth sales vice-presi- 
dent. 


liability to the State con-| 


from other warranty companies to the United States Car | 
Testing Company. Scores of testimonials from satisfied 
dealers are available. 
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Call Collect for More Information 
Offices from Coast-to-Coast 


Atlanta, Ga. TR. 5-4157 
Boston, Mass. ___ LI. 2-0121 
Chicago, Ill. _______DE. 2-4197 
Dallas, Tex. __ RI. 7-5895 
Denver, Colo.__.____MA. 3-4776 
Detroit, Mich. _WO. 1-0153 
Los Angeles, Calif.__WE. 8-4562 
New York, N. Y._____ PL. 5-4376 
Oklahoma City, Okla._CE. 2-3719 
Philadelphia, Pa. RI. 6-5153 
Pittsburgh, Pa._____GR. 1-0282 
Portiand, Ore. CA. 8-1804 
Salt Lake City, Utah.__EM. 4-8363 
San Francisco, Calif._YU. 6-2252 
St. Louis, Mo. CE 
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DAYTON 7, OHIO 
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John BEAN’S 
NEW ON-THE-TRUCK 





















Here’s the economical, money-making way to get into the truck 

wheel balancing business. And with more and more fleet owners anxious to 

cut operating costs with extra tire mileage, it’s a business you can grow on. 

John Bean’s new On-the-Truck Wheel Balancer gives you unmatched speed 

and ease of operation . . . plus a precision balancing job on any size truck 
wheel. Fast, positive “J”-bolt mounting requires no disc adapters . . . no 
wheel parts need be removed. Heavy duty wheel spinner has plenty of power 
to handle heaviest truck wheels and stand up under constant use. 


™ Balance a Wheel in Four 
Easy Steps: 


1. Mount balancer 
2. Spin Wheel 


3. Determine location and 
amount of weight needed 
(an arrow shows the exact 
spot .. . easy-reading scale 
shows how much) 


4. Attach necessary weights 


You'll be interested in how 
economically you con se? up 
your truck wheel balancing 
department. 


WRITE FOR DETAILS TODAY. 






0-3961 





ATTACH COUPON TO YOUR LETTERHEAD OR A POST CARD 


Le ww ewer eee ew ee wee oe ww me wees cee eer eee ese = ccmceeeceseoee= —<<< 


‘ 

' 0 New On-the-Truck C Off-the-Car Wheel 

1 send me Giant Gunes Heremeata 

' 0) New On-the-Cor C0 Wheel Balancing Tools 
; data on Wheel Bolancer end Supplies 

‘ 

' 
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KEEP YOUR 
TESTERS 


OFF THE STREETS! 


. f az 
Pry re 
| 5). oon 

Avoid the hazards of road 


testing ... damages... injury 
...Claims! Now you can 


TEST ON THE 
SERVICE FLOOR 
WITH THE NEW 


lon. 


“DYNAROLL” 


with Built-in AIRLIFT 


FLUSH-FLOOR 
MODEL 


You save time, labor, eliminate 
road hazards, reduce costly 
come-backs...cash in on serv- 
ice profit potential through 
“Dynaroll’s” dynamic testing. 
“Dynaroll” built-in Airlift locks 
rolls, lifts car out of rolls, closes 
space between for complete 
safety. 


Plus + INERTIA FLYWHEEL 


Fa 


Exclusive Convertibility feature! 
Only Clayton “Dynaroll” has 
been designed as a set of road 
test rolls that can be converted 
as desired, to include Inertia Fly- 
wheel and/or a Power Absorp- 
tion Unit. 


Plus + cower 


ABSORPTION UNIT 





¢ 


Addition of Power Absorption 
Unit and/or Inertia Flywheel 
gives you a complete duplication 
of all road conditions right in the 


SERVICE VOLUME 
SERVICE PROFITS 
QUALITY CONTROL... 


MAIL COUPON NOW! 


CLAYTON MANUFACTURING CO. 
EL MONTE, CALIFORNIA = AN-9 
Gentlemen: Please send complete 


information on the new 
“Dynaroll” can increase our 
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Press Sees New Models. . 


S-P Expected to Add 
Small German Car 


(Continued from Page 2) 


worked in Detroit auto plants dur- 
ing World War I. 

The Goggomobil is slightly 
smaller than the Austin A-35 and 
slightly larger than the Isetta, al- 
though its engine is comparable 
to the Isetta in displacement. 

The Goggomobil is 9 feet six 
inches long, 4 feet 2 inches wide 
and has a wheelbase of 5 feet 11 
inches. Horsepower rating of the 
bigger engine is 17. 

The rear-mounted engine is a 
two-cylinder, two-stroke unit, which 
means that oil must be mixed with 
the gasoline. 

* *” * 

HURCHILL said that there had 

been a steady improvement in 
the health of the S-P dealer organi- 
zation. During the last three 
months, he said, dealer profit and 
working capital have been in- 
creased. A new program is under 
way to expand sales of dealers in 
parts and accessories. Certain non- 
automotive lines will be added. 

Some 244 S-P dealers have been 
given the Mercedes-Benz line. 
This is a selective program with 
a goal of 500 dealers. 

As for prices on the 1958 models, 
Churchill said S-P “would try to 
hold increases in realm of cost in- 
creases” to the factory. 

On the company’s financial posi- 
tion, Churchill said that a year ago 
the target for profitable operations 
was the end of 1957. 

“I see no reason to change that 
target date,” he said last week. 

On Sept. 23, 25 and 27, S-P will 


58 Auto Sales 
To Top 1956-57, 
Expert Predicts 


TOLEDO. — The 1958 automotive 
year should be “substantially bet- 
ter” than 1956 or 1957, a University 
of Michigan business forecaster 
told the Credit Assn. of Northwest- 
ern Ohio. 

Prof. J. Philip Wernette, of the 
U-M School of Business Adminis- 
tration, said many persons who 
purchased 1955 models with in- 
stallment credit were now in a po- 
sition to buy new cars. 

So far as credit is concerned, 
Wernette said he would not be 
Surprised to see the present level 
of interest rates continued with- 
out major change. 

“While many persons feel today’s 
interest rates are high, they actual- 
ly represent a recovery from the 
abnormally and even artificially low 
interest rates of the late 1930s and 
early 1940s,” he explained. “In the 
long-term view, present rates are 
actually near normal.” 

Wernette called the Federal Re- 
serve Board tight money policy a 
“perfectly sound” means of keep- 
ing inflation in check, but pre- 
dicted it would be changed rapid- 
ly if the inflationary threat ended 
and if a business downturn de- 
veloped. 


Coast Body Urges 
State Control of 


Exhaust Devices 
SAN FRANCISCO. — The Bay- 


‘|Area Air Pollution Control Ad- 


visory Council has suggested that 
the California Public Utilities Com- 
mission regulate exhaust equipment 
on the vehicles under its jurisdic- 
tion. 

Control Officer Benjamin Linsky 
told the council that vehicle ex- 
hausts could be blamed for “some 
60 to 70 percent of the air pol- 
lution.” 

He said faulty spark plugs or 
poorly tuned engines are often to 
blame for the fumes. He added: 

“It wouldn’t be a bad idea at all 
for state and city officials to de- 
mand that exhaust equipment on 
trucks and automobiles be oper- 
ating at maximum efficiency the 
same as they demand that safety 
equipment be in working order.” 


hold dealer meetings and drive- 
aways for dealers east of the 
Rockies, Some 2,000 cars and trucks 
are expected to be moved out, 

On Oct. 7, a meeting and drive- 
away will be held in San Francisco 
for dealers west of the Rockies, 
with 200 vehicles to be moved, 

Sidney Skillman, sales manager, 
said a black and white model has 
been added to the Scotsman line. 
Optional on all station wagons will 
be a third seat. These models will 
use Captive Air tires, doing away 
with the spare. 


New Hampshire Purchases 


9 Cars from Al-Warren 

CONCORD, N. H.—A _ contract 
for purchase of nine new auto- 
mobiles for New Hampshire’s state 
car pool has been awarded to the 
Al-Warren Ford dealership in Man- 
chester. 


To Fight Inflation ... 





One of 20 S-P Dealer Advertising Groups— 


These members of the Studebaker-Packard Dealers Advertising Assn. for the Detroit 
Zone met recently to elect officers and plan a newspaper advertising campaign. They 
are, clockwise, starting with R. W. Campbell, president, of Flint, in the foreground, 
Karl Hoston, secretary-treasurer, of Grosse Pointe, Mich.; Erwin Hartman, Saginaw, 
Mich.; Russ Paulson, of Burke, Dowling, Adams, S-P'’s advertising agency; W. L. Dallas, 
Detroit Zone manager for S-P; Robert Hanshumaker, Delphos, O.; Cecil J. Aldrich, 
Kenton, O.; William Venhuizen, Holland, Mich.; Don Morris, Lansing; Dale R. Davis, 
vice-president, of Rochester, Mich.; Roy C. Williams, Benton Harbor, Mich.; Irvin G, 
Katz, Detroit; Daniel W. Cavffiel, Toledo; George Fischer, Muskegon, Mich., and 
Michael Husak, Detroit. The group represents dealers in Michigan, northwestern Ohio 
and part of Indiana. (A story about SPDAA work appears this week in the Auto 


Advertising column on Page 34.) 


Romney Urges Industry Bargaining 


(Continued from Page 1) 
most important single aspect of the 
current inflationary spiral. 

“In my judgment, other factors 
contributing to inflation are less 
important than the excess concen- 
tration of economic, social and 
political power that has been 
created in recent years—particu- 
larly the concentration of union 
power which has enabled unions to 
secure ever-increasing economic 
concessions which now exceed an- 
nual increases in productivity. 

“Does any individual company 
in the automobile industry have 
the power to bargain effectively 
against the total strength of the 
UAW backed by the entire AFL- 
clo? 

“While I believe industrywide 
bargaining should be avoided if 
possible, I have reached the con- 
clusion that inflation is a more 
immediate and vital danger. An- 
other contract settlement with 
economic increases of the magni- 
tude of that reached in 1955 or the 
even larger one declared to be the 
1958 objective of the UAW could 
start in motion an accelerated wage- 
price spiral that could threaten not 
only the future of the automobile 
industry but of the entire national 
economy.” 

Romney accused the Administra- 
tion and Congress of being lax in 
the fight against inflation. 

“With no prospect of Presiden- 
tial or Congressional support for 
limitation on the concentration of 
union power in the bargaining 
process,” he added, “I believe that 
all automotive companies should 
unite to use their combined 
strength to keep wage and other 
economic benefits granted in ne- 
gotiations next year to a level not 


1,000 Guse at a Time— 


in excess of those justified by 
reasonably anticipated improve- 
ments in productivity and the 
maintenance of a balanced econ- 
omy. 

“The President’s request for vol- 
untary restraint and the Federal 
Reserve Board’s monetary controls 
will, in my judgment, prove inade- 
quate unless backed by the neces- 
sary eeonomic power to offset the 
pressures for excessive economic 
concessions.” 

Romney also called for a mod- 
ernizing and strengthening of anti- 
trust laws as applied to American 
industry. 

“The basic conflict between the 
antitrust laws and the labor laws 
should be eliminated,” he asserted. 

“It is an economic absurdity to 
discipline prices through the 
competitive process and, at the 
same time encourage inflationary 
wage increases through unre- 
stricted concentration of union 
power. 

“The biggest economic decision 
our nation should make is whether 
to permit industry to go down the 
present union road of unrestricted 
concentration of power, or whether 
to restrain both and make them go 


Space Draw Set 
For Phila. Show 


PHILADELPHIA.—Space draw- 
ing for the Philadelphia auto show 
will be held tomorrow (Sept. 24) in 
the offices of the Philadelphia 
Automobile Trade Assn. 

The Philadelphia show, billed as 
the “world premiere” show of the 
1958-model season, will open Nov. 
16 in Convention Hall. 





Here are 600 new Fiat cars just after being unloaded at Los Angeles. The Italterra, 
background, Fiat's own trans-ocean auto ferry, has 400 more to unload. The Italterra 
is a former Liberty ship, converted by Fiat with Fiat diesels. Fiat brings its cars 
directly from its Turin (Italy) factory to California. 


down the American road of division 
and distribution of power. 

“It is regrettable that this need 
is being ignored and that risky ex- 
pedients such as industrywide bar- 
gaining have to be proposed to pre- 
vent the 1958 auto settlement from 
pouring more fuel on the fires of 
inflation.” 

“There is and has been no joint 
approach by automobile manufac- 
turers to industrywide bargaining,” 
Romney said. “I don’t know how 
they feel about the proposal but if 
we can’t do it on an industrywide 
basis, I am willing to go it alone 
or on any basis possible.” 


10 Idaho Dealers 
Join in Ad to Balk 
‘Referral? Buying 


TWIN FALLS, Id. — Ten auto 
dealers here joined forces to help 
combat a rash of “referral car buy- 
er” schemes in the area. 


In a newspaper ad, the dealers 
reprinted a news story explaining 
the perils of the “car referral” 
prospect plan. 

The Boise story contained @ 
warning from Kenneth Miller, 
manager of the Idaho State Auto- 
mobile Assn., against the referral 
plan. 

Participating in the ad were: 

Ashworth Motor Co.,, Browning 
Auto Co. Carleson Pontiac-Cadil- 
lac, Dean Motor Co., Glen G. Jen- 
kins Chevrolet, Bob Reese Motor 
Co., Theisen Motors, Inc.; Union 
Motors, Inc.; Wyllies Twin Falls 
Motors and Wills Motor Co. 

A spokesman for the group said 
the ad “did a great deal to warn 
prospective car buyers on the refer- 
ral scheme. “And the prestige of the 
participating dealers was en- 
hanced.” 


SAAB Displayed 


|At Eastern Show 


WEST SPRINGFIELD, Mass.— 
The SAAB, a Swedish economy car, 
was displayed at the Eastern States 
Exposition here. 

The car’s name is derived from 
Svenska Aeroplan AB, which is the 
name of the Swedish aircraft com- 
pany which builds it. 

The SAAB was introduced in the 
U. S. early this year, and sales have 
been limited to the Eastern states. 
The company said this was done to 
insure good service facilities. There 
are 60 SAAB dealers in the area 
and their mechanics have been 
graduated from the company’s 
service school. 


Buick Deal Opened 
Lee Vaughan Motor Co. (Buick) 
has been established in North 
Little Rock, Ark. by Lee Vaughan, 
president of Lee Vaughan Buick 
Co., Little Rock. 
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GM Phases Out, Chrysler Resumes .. . 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 



































Car Output Declines 





45 


1,957 units the previous week to 
1,900 last week. 


* * * 


OTH AMC and Studebaker, how- 
ever, are operating at a higher 
output level than during the aver- 
age week of the first eight months 
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Chrysler 200 445 2,407 72,863  93,596| bled the previous week. les plant on Tuesday. Chevrolet} The previous week its Chrysler 
Im rial SEC ees 100 6,572 30,272 Ford Motor, with only its Mer- | turned out 30,439 units the previous| division (excluding Imperial) 
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fer- [Isetta line by adding a sedan which} the steering column is mounted. | pecome a part of this progress.” Parc des Expositions. On the Brougham, the 15-inch 
the [seats four. A second seat with room for two low-profile tire lowers the car’s 
en- is placed behind the front seat height but makes it possible to 













The front of the sedan is much 


uctions Handle 
irst Edsels at 
2,750 to $3,245 


DETROIT. — Wholesale used-car 
uctions have started listing ‘58 
1 transactions. 

The reports, of course, do not list 
ls which may have changed 
ands on the auction lot before 
er having reached the arena. 
At the Albany Auto Auction, Al- 


and the two-cylinder, air-cooled 
motor is mounted in the back of 
the car. 

The rear seat is entered from a 
single door placed on the right side 
of the car. The sedan, like the 
coupe, has a separate chassis 
frame. 

The motor develops about 22 
horsepower. Tire size is 10 by 5.20. 
The sedan is expected to sell for 
the equivalent of about $925 at the 
factory. 

The sedan will have a fully syn- 


keep the 12-inch brake drums. 


Of top interest at the dedication 
was a giant rubber-fabric con- 
tainer developed by U. S. Rubber. 
It looks like an overgrown tooth- 
paste tube that may radically affect 
the transportation of liquid cargo 
for the trucking, railroad and barg- 
ing industries. 

Called the Sealdtank, it makes 
possible for the first time the dry, 
liquid two-way haul—transporting 
dry cargo in one direction and 
liquid cargo in the same standard 
trailer or truck on its return trip. 


ites. , a Ranger two-door hardtop|Chronized transmission with four * 
ot fed Ge & “ibenite ear™ brought | forward speeds, The BMW system Allen Industries Leaves 
nere #B2.750. of knee action is used in the sus- St. Louis; Cites High Costs 
area A four-door Pacer at Central| pension of the front wheels. The ST. LOUIS The “high 

. . _— t of 
2eN Btates Auto Auction, Mason City,/rear wheels are independently ” . atone 
ny’s wan necked Gown fer 00608. operation” here was blamed as Al- 








similar mode] at Arena Auto 
uction, Chicago, brought $3,130. 

Five Edsels were sold at Denver 
Auto Auction. Three Pacer hard- 


sprung with torque arms and coil 
springs. 

The headlights are mounted 
somewhat higher than on other 


4 A ae ge 





len Industries, Inc., manufacturers 
of seats, upholstery and interior 
trim for autos, moved from St. 
Louis to Herrin, Il. 


small cars and a dimmer like |BMW Adds an Isetta Sedan— = Jerome L. Shapero, plant mana- 
those used on US. cars is added. Bavarian Motor Works has added this four-passenger sedan to its Isetta line. The| ger, said city, county and state 

The sedan’s spare tire _ is| design retains the “front door” to the front seat with a door on the right’side open- taxes and labor were too high. The 
mounted in the front door. ing into the rear seat. company’s home office is in Detroit. 








tops brought $3,140, $3,153 and 
$3,245. A Ranger hardtop went at 
2,904 and a Ranger sedan went 
fhrough at $2,870. 
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60 Edsel Dealers Listed 





An additional 60 dealers for the 
Edsel were listed last week by the 
division. The new names bring the 
number reported so far to 837. 


Latest named dealers are: 


COLORADO 


Harrison Motor Co., Burlington, 
Hobart M. Harrison; Gene Palm- 
rose Motors, Wray, L. O. and E. E. 
Palmrose, and Harsin Motor Co., 
LaJunta, A. J. Harsin jr. 


FLORIDA 


Howard Wilson Edsel Sales, Inc., 
Key West, Howard E. Wilson, and 
Martyne Motor Co., Fort Lauder- 
dale, Robert H. Martyne. 


GEORGIA 


Pritchett Edsel Sales, 
bany, J. G. Pritchett. 


ILLINOIS 


Thornton Edsel, Bloomington, 
James F. Thornton; Hirsch Edsel 
Sales, Inc. Chicago, Joseph E. 
Hirsch; Swets Edsel, Harvey, John 
Swets, and Town & Country Cars, 
Oak Lawn, Albert M. Mulkey. 


Fred Harris Edsel, Aurora, Fred 
Harris; H & H Edsel Sales, Elgin, 
Gar Hamilton and Joseph Horace; 
Ray Tomaseski Edsel Sales, Inc., 
LaSalle, Ray Tomaseski, and Kil- 
lela Motor Sales, Ottawa, James T. 


Killelea. 
INDIANA 


L. Fleming Edsel Co., East Chi- 
cago, Leon Fleming, and Ennis 


Chrysler Develops 
Brake Fluid with 
High Boiling Point 
DETROIT. — MoPar Hi-Temp, a 
new heavy-duty brake fluid which 
is said to have superior heat resist- 


ance, will be introduced this fall on 
1958 Chrysler Corp. cars and trucks. 


Paul C. Ackerman, company vice- 
president and engineering director, 
said the fluid is the result of five 
years research and road tests. He 
added that it will be available to 
all car owners through Chrysler 
Corp. dealers. 


Charles M. Heinen, assistant chief 
engineer for chemical engineering, 
said the new fluid has a minimum 
boiling point of 390 degrees Fahren- 
heit, nearly 100 degrees above the 
current specifications established by 
the Society of Automotive Engi- 
neers for heavy-duty brake fluid. 


He explained that fluid with a 
high boiling point is essential to 
safety because the stopping action 
creates heat between the brake lin- 
ing and drum and results in a 
tremendous buildup of heat, much 
of which is transferred to the brake 
fluid. 


Inc., Al- 


If the temperature of the fluid 
exceeds its boiling point, gas bub- 
bles are formed in the lines with 
the resultant “fading” of brakes or, 
in severe cases, loss of braking 
effectiveness. 





Boiling Test— 


John Wright, Chrysler project engineer, 
runs a boiling test on brake flvids, one 
of the steps in development of the new 
Hi-Temp heavy-duty brake fluid that Chrys- 
ler will have in all its 1958 cars and 
trucks. The new fluid, which is more 
resistant to both heat and cold than 
predecessor products; adds to braking 
certainty under extreme conditions. 








Gulley Motors, Winchester, Ennis 
Gulley. 
LOUISIANA 
B & B Motor Co., Houma, Wil- 
liam E. Blakely. 


MARYLAND 
Park Motors, Inc., Lexington 
Park, George C. Miles, and Moyer 


Edsel Sales, Inc., Frederick, J. 
Frank Moyer. 
MICHIGAN 


Davey’s Garage, Ironwood, Sam- 
uel J. Davey. - 


MINNESOTA 

Border Edsel-Lincoln, Interna- 
tional Falls, Joseph A. Jones; 
Country Living Motors, Spring 
Park Bay, Spring Park, Chris Bollis 
and Robert W. Gibson; Blue Earth 
Hi-Way Motors, Inc., Blue Earth, 
Robert L. Dusek, and Bretto Edsel 
Sales, Hibbing, Joseph T. Bretto. 


MISSISSIPPI 
Crain & Jackson Edsel, Inc., 
Gulfport, Doyle Crain, and George 
Smith Motors, Hattiesburg, George 
T. Smith. 
MONTANA 
Taylor-Smith, Inc., North Glas- 
gow, Leslie L. Hanson, and Lo-Mac, 
Inc., Miles City, Bruce McLean. 


NEBRASKA 
: Clemmy Holmes Motor Co., Ne- 





Obituaries 


Andrew M. Marshall 


WARREN, Pa. — Andrew M. Marshall, 
37, a district sales manager in the Pitts- 
burgh zone for General Motors truck and 


coach division, died Sept. 6 at his home 
here. 
* * * 
Clayton J. Pilot 
SYRACUSE.—Clayton J. Pilot, 56, pro- 


prietor of Pilot Chevrolet Co. in Marcellus, 
N. Y., died Sept. 11. He formerly was as- 
sociated in business with his father, James 
Cc. Pilot, founder of the dealership. 

* * * 


Harold A. Benson 


FRANKLIN, N. H.—Harold A. Benson, 
70, partner in Benson Auto Co. since it 
was founded 46 years ago, died at Frank- 
lin Hospital after a long iliness. 

* * * 


A. L. McKean 


NIXON, Tex.—A. L. McKean, 68, vice- 
president of Nixon Motors, Inc. (Ford), is 
dead. He had been in the auto business 
since 1912 and headed McKean Brothers 
(Ford) here for 30 years. 

- * * 


Philip L. Collins 


ELMIRA, N. Y.—Philip L. Collins, 
automotive veteran, died Sept. 
was sales manager for Southern Tier Mo- 
tor Co. for 30 years and more recently 
was with the former Luckenbill Motor Co. 

* * * 


Frank Gregory Stewart 


WASHINGTON. Frank Gregory Stew- 
art, a 50-year automotive veteran, died 
Sept. 
Mr. Stewart was president 
Automotive Supply Co. and Stewart Mfg. 
Co. Before World War I, he was a Reo 
dealer in the District of Columbia. Mr. 
Stewart was founder and first president of 


an 


of 


| the Washington chapter of the Automobile 


Oldtimers. In 1954, he was chairman of 
the automotive industries show in Chicago. 


> . « 


Theodore M. McKinney 


CLEVELAND.—Theodore M. McKinney, 
58, divisional vice-president of Universal 
C.1I.T. Credit Corp., 
pital here after a brief iliness. 

* * * 


John D. Costlow 
BALTIMORE, — John D. Costlow, 73, 
customer relations manager for Jarman 
Motors, Inc. (Dodge-Plymouth), died Sept. 
12. He was with Plymouth before joining 
the dealership. 
* * 


J. R. Baumberger 


DALLAS.—J. R. Baumberger, 69, owner 
of several Dallas automotive firms, died 
Sept. 11 in Little Rock, Ark., while on a 
business trip. 

* * * 


Charles M. Norfieet 


WINSTON-SALEM, N. C.—Charles M. 
Norfieet, 76, president of Norfleet Motors, 
Inc., from 1921 until 1949, died Sept. 12 of 
a heart attack. He was also chairman of 
the board of the First National Bank of 
Winston-Salem. 

* * * 
Dr. John J. Prendergast 

DETROIT. — Dr. John J, Prendergast, 
medical director of Chrysler Corp, for 18 
years, died Sept. 15 in Sarasota, Fila., 
where he had resided since his retirement 
in 1954. He was a pioneer in the field of 
industrial hygiene research. 

* * * 
W. Floyd Byram 

ASHEVILLE, N. C.—W. Floyd Byram, 
69, a pioneer auto dealer here, died Sept. 
14 of heart disease. Byram’s first motor 
company sold the old Roamer, He later 
became a real estate dealer, 

* * * 
Edward Schram 

ELMHURST, Ill.—Edward Schram, 74, 
a Buick dealer, died Sept, 12. Mr. Schram 
had been an auto dealer since 1910 and 
had owned his Elmhurst dealership since 
1924. He was secretary of the York Auto 
Dealers Assn. 


9 at 66. He} 


10 after a heart attack. He was 65. | 
Standard | 


died Sept. 11 in a hos- | 


braska City, Clemmy Holmes. 


NEW YORK 

J & E Edsel Motors, Inc., Mas- 
sena, John R. Boyce; Castle Edsel 
Sales, Herkimer, Robert J. Castle; 
J & R Edsel Sales, Dunkirk, John 
G. Haywood, and Sidney Edsel 
Motors Associates, Rome, Sidney B. 
Geffen. 


NORTH CAROLINA 
Kivett-McManus Motors, Burling- 
ton, John G. McManus; Hardesty 
Motors, Morehead City, Lionel 
Gordon Hardesty, and Buie Motors, 

Inc., Smithfield, W. O. Buie. 


NORTH DAKOTA 
R & H Edsel, Devils Lake, Leslie 
L. Riggin, and Pioneer Edsel Sales, 
Bismarck, Dan Flynn, 


OHIO 
Loyal R. Cochran Motors, Inc., 
Newark, Loyal R. Cochran; D. K. 
Bebout, Mount Vernon, K. D. Be- 
bout, and Rudy’s Edsel Sales, 
Celina, Rudy Buschor. 


PENNSYLVANIA 

Brady Edsel Sales, DuBois, Max 
Brady; Baron Edsel, Inc., Clairton, 
Paul C. Baron; Haranin Motors 
Sales, Bellefonte, Henry A. Har- 
anin; McEldowney Motors, Inc., 
Johnstown, Robert McEldowney, 
and Robbins Motor Co., Sharon, 
Harold A. Robbins. 


SOUTH DAKOTA 

Don’s Edsel, Fort Pierre, Donald 

P. Burns. 
TEXAS 

Caperton Motors Sales, Snyder, 
Ford F. Caperton; LaQuey Motor 
Co., Odessa, Bud LaQuey; Hacker 
Motors, Inc., Henderson, R. J. 
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| HELP WANTED 

SALESMAN - Experienced in selling re- 
placement parts and accessories to new 
car dealers in Alabama. Established ter- 
ritory. We prepay freight. Guaranteed 
car expenses, salary, liberal commissions. 
Our men average approximately $10,000 





yearly. Only those with at least two 
years’ experience need apply. Position 
open for full time representative only. 


Write full details in first letter to Box 
7534, c/o Automotive News, Detroit 26. 








_ OWN YOUR OWN 
BUSINESS 


We will put you in business for your- 


self. No investment. Second oldest 


company selling 1 year guarantee to 
dealers. Our men earn 
$10,000 per 
Tampa, Fia., earning $15,000 yearly; 
M. Dallas, Boston, Mass., doing 
$17,000. Approved nationally by deal- 
| ers. Repeat sales on the increase. Send 


substantially 


over yeor: F. Lyons, 


complete details stating experience. 


Sure-Car of America, Inc. 


Main Office: 


Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 42) 





AUTOMOBILE SALESMEN: Would you 
like to live in California? The world’s 
most wonderful climate; excellent hunt- 
ing and fishing of all kinds. Two Chev- 
rolet dealerships, long established; one 
hour from San Francisco; offers splendid 
opportunity for earnings ($10,000 to $20,- 
000 annually) and advancement for men 
who qualify and prove their ability. 
20,000 people employed in industry within 
radius of five miles, California's fastest 
growing county. Only highly experienced, 
qualified salesmen need apply. Send per- 
tinent facts regarding qualifications with 
photograph to Box 7498, c/o Automotive 
News, Detroit 26. 








RETAIL SALES MANAGER—A Milwaukee 
Chevrolet dealer, well established for 
many years, modern facilities, 700 to 800 
ear potential, offers an outstanding op- 
portunity for permanent employment and 
high income. Applicant should be mar- 
ried and between 35 to 45 years of age, 
qualified by experience in the automobile 
retail sales field to employ, train and 
develop an outstanding profit producing 
retail sales organization. If interested 
and qualified, please address letter giv- 
ing resume of experience, together with 
references and photo. All communica- 
tions will be held cenfidential. Box 7514, 
c/o Automotive News, Detroit 26. 
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Hacker, and Cullom-Walker, Tex- 
arkana, R. B. Cullom. 

Hilburn Motor Co., Sherman, Joe 
Hilburn; Etex Motor Co., Marshall, 
Paul W. Wood; Shambeck Motor 
Co., Inc., Lubbock, Willie Sham- 
beck, and Longview Motors, Long- 
view, Paul W. Wood. 


VIRGINIA 
Twin County Motor Co., Inc., 
Galax, R. Frank Felts. 


WEST VIRGINIA 
Raines Edsel Sales, Charleston, 
Dale E. Raines. 


WISCONSIN 
Beloit Auto Sales, Inc., Beloit, 
Paul F. Alongi, and Leyda Motors, 
Inc., Richland Center, C. D. Leyda. 


WYOMING 
Cook Ford Sales, Inc., Sheridan, 
Willard Cook and Harvey Johnston. 


30th Birthday 


‘Sellathon’ Tops Activities 


At Fla. Dealership 


ST. PETERSBURG. — Waldron 
Pontiac, Inc., marked its 30th anni- 
versary with a program that in- 
cluded a 30-hour, all-night “sella- 
thon.” 

A radio station broadcast the 
selling event for 7% hours. The 
dealership also held an open house 
and served refreshments to guests. 

George W. Waldron and William 
A. Westwood took over the Pontiac 
franchise here in 1927. Waldron and 
his son, Richard J., later bought 
Westwood’s interest and renamed 
the firm Waldron Pontiac, Inc. 
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HELP WANTED 


| NATIONAL IMPORTER, 
York, now developing service organiza- 
tion; 
for promotion of service program and 
parts distribution. Sound technical back- 
ground essential. Experience at factory 
zone level or of manufacturer's repre- 
sentation desirable. We 
a responsible man with initiative, pre- 
pared to work to establish himself in 
this rapidly expanding field. Replies con- 


located in New 





fidential. Send resume including salary 
required to Box 7513, c/o Automotive 
News, Detroit 26. 

SALESMAN to sell Pontiacs, GMC trucks 
and Vauxhalis in San Francisco Bay 
area. Well established East Bay dealer 


(26 years). Highest pay scale in country. 
Only men with proven ability to produce 
10 or more car sales per month will be 
considered. Reply with complete resume. 
Box 7517, c/o Automotive News, Detroit 
26. 

AUTOMOTIVE ACCOUNTANT Business 
manager. $600 per month plus profit- 
sharing plan. New car furnished. Life- 
time opportunity with new Dodge dealer 
in New Orleans, Louisiana. Box 7516, c/o 
Automotive News, Detroit 26. 





COMBINED ACCOUNTANT 
AND OFFICE MANAGER 


For large GM dealer located in Atlanta, Ga. 
GM accounting essential, prefer man with 
Motors Holding experience. Income range 
from $600 to $1,000 per month depending 
upon qualifications. Give full details and 
picture if available to Box 7536, c/o Auto- 
motive News, Detroit 26. 
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Dayton Increases 
Price, Nylon 


In Truck Tires 


DAYTON, O.—Dayton Rubber Co, 
has announced it is increasing the 
nylon-cord content for all its ny- 
lon truck tires. At the same time 
it advanced nylon truck-tire prices 
by 7% percent. 

A sizable increase in nylon-cord 
content, according to I. Eisbrouch, 
vice-president of Dayton Rubber’s 
tire division, has long been con- 
templated by the industry to boost 
tire quality and cost - per - mile 
economy. 

Eisbrouch said the price hike re- 
flects increased material costs and 
brings nylon truck-tire prices into 
amore realistic manufacturing- 
cost relationship with rayon truck- 
tire prices. 

He said Dayton Rubber decided 
to increase the nylon content after 
an 18-month program of testing 
and market research. 


GM Researcher to Report 


On XP-500 Auto in Paris 

DETROIT.—Arthur F. Under- 
wood, manager of General Motors 
Research Staff facilities, will pre- 
sent a technical report on the GM 
experimental free-piston auto- 
mobile, XP-500, at the Paris meet- 
ing of the Societe des Ingenieurs 
de l’Automobile, Oct. 15. 

Underwood, who joined the re- 
search staff in 1928, will deliver 
his presentation in French, 
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___ HELP WANTED 


SALESMAN for high grade foreign car 
dealer located east side Detroit. Previous 
experience required. Must be active, ag- 








gressive, endowed with imagination, re- 
sponsible and trustworthy. Draw against 
commission. Loafers need not apply. 





Write Box 7515, c/o Automotive News, 
Detroit 26 

POSITION WANTED ii 

GENERAL MANAGER, 6 years factory 





and retail experience. BA degree account- 
ing. Age 32, single. Will relocate any- 
where. Prefer GM or Ford franchise, 300 
to 600 units per year. Have funds to in- 
vest if desired. Box 7497, c/o Automo- 
tive News, Detroit 26 

NEW OR USED CAR SALES MANAGER 
with 20 years’ experience in all phases 
of automobile merchandising. Will fur- 
nish references and resume on request. 
Metropolitan Chicago only. Box 7510, ¢/o 
Automotive News, Detroit 26. = 

ACCOUNTANT—Age 47. Twenty-five years’ 
accounting experience, 10 years’ experi- 
ence Ford and Chrysler accounting sys- 





tems Steady, reliable Presently em- 
ployed but desire to change location— 
small town in middlewest or Florida pre- 
ferred. Will furnish references from 
Chrysler regional office and any other 
information required. Available 15 to 30 
days. Box 7523, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER—Efficient top vol- 
ume operator. Permanent connection with 
aggressive dealer. Master mechanical 
background. Expert GM—accept other 
franchises. Relocate immediately proper. 
opening. No guess work, my control 
Presently employed. Confidential. Bot 
7519, c/o Automotive News, Detroit 26 


DEALER SERVICES 





Need 


Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 
or make up a combination plan of your own from the more than 90 


plans which we can furnish you, 
ship. 


covering all key people in your dealer- 


All taken from our research with currently operating dealers all over 
the nation. Mostly incentive type. It would cost you hundreds of dollars 


to obtain them yourself. 


THEY WILL MAKE YOU THOUSANDS OF 
DOLLARS ADDITIONAL PROFITS. 


DEALER PRICE...........Complete for $17.95 


Mail your check today. 


Put them to work immediately. 


Also write us about our annual “Research Management Service” 


AUTOMOTIVE ENTERPRISES 


Retail Research Specialists 


10600 Puritan Avenue 


Detreit 38, Mich. 
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POSITION WANTED 


GENERAL MANAGER OR SALES MAN- 
AGER—Young family man desires posi- 
tion with southern auto firm—nine years’ 
auto experience including sales, sales 
manager and ownership. Box 7518, c/o 
Automotive News, Detroit 26. 


§EN=RAL MANAGER with know how, 
knowability, brain power and common 
sense. Twenty years’ working experience 
in shop, parts and sales, 10 years’ man- 
agement absentee owner, 500 new car 
and truck deal. Very successful. Avail- 
able due to death of owner and liquida- 
tion of business. Box 7524, c/o Automo- 
tive News, Detroit 26. 


ACTION GENERAL or sales’ manager. 
Eighteen years’ ‘‘Know How’’ in hiring, 
training, directing. No tricks—push or 
bush, but hard, enthusiastic work and 
creative live selling. Strong closer, rep- 
resenting highest ethics in modern mer- 
chandising and customer relations. Dy- 
namic energy tempered with sound 
business judgment, Now with metropoli- 
tan volume GM operatibn in midwest. 
41, family man, good habits, Live and 
work by the square, Seek challenging 
opportunity with reputable, well financed 
GM dealer. Box 7520, c/o Automotive 
News, Detroit 26. 


Fak tc 
SALES MANAGER OR PARTNER — 30 
years, married, 10 years’ experience— 
last six operated own used-car business 
very successfully, from 350-450 units 
retail every year. Want to locate in 
Florida with General Motors, Ford or 
used-car dealer only. Box 7521, c/o Auto- 
motive News, Detroit 26. 


I 
IERVICE MANAGER, Long range experi- 





ence, knowledge. Thorough. contro] all 
service. Adaptable all conditions, 100% 
control, employe, owner, factory rela- 


tions, Consider Florida opening. If in 
need, do not pass this ad. Box 7522, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER—Capable any car. 
Complete service phase covered. If you 
want one of best call MUtual 7-9912, 
Lakeland, Florida. Best of references. 
Available immediate interview. 


— ———————— 
SOBER, AGGRESSIVE FAMILY MAN, 28, 
five years in sales, wholesaling and buy- 
ing with GM and Ford managerial ex- 
perience, desires sales or used car man- 
ager position. Good references will 
relocate. Box 7537, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


DLING OLDSMOBILE, GMC, Inter- 
national. Best truck stop between Kan- 
gas City and Tulsa, highways 54 and 
169. Box 303, Iola, Kansas, phone 1000. 


LERSHIP ESTABLISHED 20 YEARS 
‘handling Pontiac—300 car deal in metro- 
‘politan district af northern New Jersey. 
cellent location, beautiful used-car lot. 
No accounts receivable or real estate to 
j uy. Box 7529, c/o Automotive News, 
Detroit 26. 


[AL HANDLING PONTIAC-CADILLAC 
Svailable in northwest Iowa county seat 
‘town. Good facilities with 80-90 car po- 
ential. Priced to sell. Box 7530, c/o 
Automotive News, Detroit 26. 































FRANCHISE AVAILABLE 


Sweden's “hot new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 
last precision, sports car handling and 
performance. VOLVO dealerships now 
available in our territory: Alabama, Ar- 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT | 
1901 Milam Telephone CA 49456 
Houston, Texas © 
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DEALERSHIPS AVAILABLE 


NOW EXCLUSIVE OLDSMOBILE 
DEALER, 600 cars per year. Located in 
Mid-Atlantic States in heart of multi- 
industrial empire, with bountiful forests, 
fishing and hunting nearby, Ultra mod- 
ern facilities with latest showroom and 
shop equipment, Excellent service pene- 
tration and absorption, Inquire Box 7505, 
c/o Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING FORD. 
100 car potential, county seat. Buy only 
the parts and equipment you need. What’s 
left goes with us to larger dealership 
being purchased. Terms can be arranged. 
Buy or lease building. Edwards County 
Motors, Albion, III. 


DEALERSHIP NOW HANDLING MER- 
CURY, 25,000 Texas recreational area 
town—trade area 150,000 combined with 
another lucrative franchise. $15,000 buys 
parts (none obsolete), accessories, im- 
movable equipment, air-conditioning, 
heating system. Net including owner's 
salary since April ist, $8,937.00, Build- 
ing and lot lease $260 per month, 3% 
years with option. Reason—opening larger 
deal, Box 7512, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING MERCURY, 
selling 100 units yearly. Central Florida 
in prosperous farming community. No 
accounts receivable to buy, priced to sell. 
Terms. Modern building on main high- 
way within city limits available for 
saie or lease, Knight-Flesher Mercury 
Co., Wauchula, Fla. 


DEALERSHIP HANDLING FORD in 
west central Wisconsin city of 3,000, 
twenty miles from population of 40,000. 
Same name since 1911. Facilities modern 
and adequate—adjacent used car lot. 
Must sell. Building for lease or sale. 
Box 7415, c/o Automotive News, Detroit 
26. 


DEALERSHIP NOW HANDLING BUICK 
—i125 car deal. Beautiful Shenandoah 
Valley of Virginia. Offered larger dealer- 
ship; must move this one first. Replies 
strictly confidential. Box 7500, c/o Auto- 
motive News, Detroit 26. 


AGENCY HANDLING DeSOTO- PLYM- 
OUTH,. Established 1928. Located in 
fastest growing county in Northern Cali- 
fornia (Bay area). Good location, favor- 
able lease and facilities. Reasonably 
priced. Dealer leaving area. Box 7538, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING OLDSMOBILE for 
sale in fast growing Florida coastal 
town. 120 new car potential, Zone of in- 
fluence around 60,000 population. Write 

c/o Automotive News, De- 

troit 26. 


HANDLING CHRYSLER CORP. LINES— 
South Florida east coast. Good deal for 
capitalized and qualified party. Write 
Box 7526, c/o Automotive News, Detroit 
26. 


AGENCY HANDLING PONTIAC, central 
Pennsylvania. Lease or sell real-estate. 
New building. Calvin H. Dager, 101 8. 
George St., York, Pa. 





FOR SALE. Northern New England dual 
dealership handling Cadillac. Serving 
trading area of 60,000 population. Mod- 
ern building with adjoining large used- 
car lot. Ample customer parking space. 
Building for sale or lease. GM factory 
approval necessary. Reason for selling, 
full time interest in Florida. Box 7527, 
c/o Automotive News, Detroit 26. 





FOR SALE: Dealership handling Chevro- 
let. Prosperous central New York area, 
150-200 units yearly. Box 7528, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS WANTED 


CHEVROLET DEALERSHIP WANTED, 
Southern Florida, Miami area. Fact 
approved. Replies in confidence. Box 
7531, c/o Automotive News, Detroit 26. 
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CHRYSLER AND PLYMOUTH over 600 
car deal wanted in Western states area. 
All replies held in confidence. Box 7503, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


HILLMAN - SUNBEAM - TRIUMPH 
ROVER - LAND ROVER 


DEALERSHIP FRANCHISES AVAILABLE 
TO A LIMITED NUMBER 
OF QUALIFIED DEALERS 
The most complete line of the finest English automobiles. 


Economy Cars—Finest sports cars top quality and lux- 
ury cars and FWD commercial units. 


Dealership Franchises for cars as listed are available in 


the states shown below: 


HILLMAN 
SUNBEAM 


Arkansas 


TRIUMPH 
Colorado 
Kansas 
Missouri 
Montana 
Nebraska 
New Mexico 
North Dakota 
Oklahoma 
South Dakota 
Texas 
Wyoming 


Missouri 


Texas 


Louisiana 


Oklahoma 
New Mexico 


ROVER 
LAND ROVER 


Arkansas 
Colorado 
Kansas 
Louisiana 
Missouri 
Nebraska 
New Mexico 
North Dakota 
Oklahoma 
South Dakota 
Texas 


ADDRESS INQUIRIES TO 


MID AMERICA CORPORATION 


P. O. BOX 9103 





HOUSTON, TEXAS 


DEALERSHIPS WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7422, c/o Automotive 
News, Detroit 26. 


CHEVROLET DEALERSHIP WANTED in 
San Francisco area. Factory approved 
applicant, All replies confidential, Box 
7532, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED—Prefer east or 
west coast of Florida Oldsmobile or 
Dodge, Factory approval assured. All 
replies strictly confidential, Box 7533, 
c/o Automotive News, Detroit 26. 


WILLING TO INVEST $15,000-$20,000 in 
Ford or GM deal on a buy-out or part- 
nership basis. 33 years old, family man 
with 10 years’ experience as successful 
sales manager, assistant general mana- 
ger. Box 458, Grand Haven, Michigan. 

WANTED, AUTOMOTIVE CORPORATION 
with large tax loss at discount, Box 
7535, c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


AUTO PAINT and Body Shop, wrecker 
service and prop. On plot 50 x 150, 
two story concrete block bidg., located 
busy Alabama town.’ Owner 1941. Com- 
plete machinery and equipment. Averag- 
ing $10,000 net profit yearly. Iliness 
forces sale. Priced to sell. (Brokers pro- 
tected.) Rendlog Sales Co., 1780 Broad- 
way, New York City. PL 7-5345. 


ATTENTION! Buying or selling a dealer- 
ship, real estate, etc., cars, trucks? Na- 
tionwide listings — strictly confidential. 
Partnerships arranged. Quick service. 
Automotive Clearing House, 950 Bluff 
Rd., Glencoe, II. 


DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis, 
MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milvia 
Berkeley 4, Calif. THornwall 5-2275 
ee for Military 





























Inventory Service 
Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 


Call or write for service details. 


Automotive Inventory 
Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 


CARS FOR SALE 


USED CAR BUYS 
FOR DEALERS! 


"56 PLYMOUTHS 


with Power-flite 


ONLY ‘475 


FORDS, too! 


Any Quantity...Large or Small! 


All 4dr, ex-taxis with heater/defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months, Many available with 
power steering. 
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Don't wait ... call, wire or write 


CURRY CHEVROLET 


Broadway and 133rd Street 
NEW YORK & ADirondack 4-6000 


Foreign & Sport Cars 


New York's largest foreign car whole- 
saler must dispose of a terrific group 
of one-owner, low-mileage cars taken 
in trade against Mercedes-Benz and 
other expensive cars. Our top-heavy 
inventory brings yee @ real oppor- 
tunity for some sharp buys . . . all 
makes, years. 

~ JAGUAR @ 

AUSTIN-HEALY - 


TRIUMPH 
PORSCHE 
MERCEDES-BENZ 
Mercedes-Benz Division 


Studebaker-Packard Salon 
1751 Broadway, N. Y. 
Largest 


19 JUdson 2-5123 
New York's Foreign Car 


DECAL TRANSFERS’ 

TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio, 


DECAL TRANSFERS 


DECALS, WOOD GRAIN, for all Ford- 
Mercury station wagons. Quick service, 
low price. Send for price chart and sam- 
ples, Canell Co., Little Ferry, N. J. 
(Distributorships available to jobbers 
calling on Ford-Mercury dealers and/or 
body shops.) 


PARTS FOR SALE 





USED-CAR 
LIGHT REFLECTORS 


Stop lighting up the sky and light up your 

cars. $15.00 per 100. These reflectors are 

all aluminum, non-rusting. No bolts needed. 
RALPH TAYLOR AUTO SALES 

4111 Gravois St. Lovis 16, Mo. 





PARTS WANTED 


WANTED 
OBSOLETE PARTS 


Gears, Ring Gear/Pinions, Chassis Parts, 
Blocks, . 


WE PAY CASH 
Please submit list. 
FIMEX CORPORATION 
261 Broadway New York 7, N. Y. 





TRUCKS FOR SALE 
AMERICAN LaFRANCE FIRE ENGINE, 


perfect running condition. Rodosta Mo- 
tors, Inc., 2035 Poydras St., New Or- 
leans, La. 


WRECKERS: ’55 Chev. LCF 5400 V-8, 12 
ton Hubbard, factory equipped, mud and 
snow tires 825 x 20, 2-spd. rear, $3,000. 
*51 GMC — 250 — 460 Holmes w/cradle 
and factory bed, $2,250. 
low mileage—twin spots Beacon Ray 
lites and loaded with extras.) Lew’s 
Garage, 4025 Salem Ave., Dayton, Ohio, 
OR 5339. 


SHOP EQUIPMENT FOR SALE 


LATE MODEL WASHMOBILE with all at- 
tachments. Will sell for $200.00, cost 
$1,500. Reply to Wendell Crowe, Coving- 
ton, Georgia. 


ANTIQUE CARS FOR SALE 


1928 DeSOTO—4-door, restored, used as 
showroom advertisement. Sale 
original bill of sale dated August 29, 
1928. $500 price includes 1931 Plymouth 
for many interchangeable parts. W. Gate- 
wood, 605 Tuckahoe Bivd., Richmond, 
Virginia. 








FOR SALE—1915 DODGE 
TOURING CAR 


Ready to drive away—solid body, new 
tires, motor in good shape. This is a real 
buy for a collector of antique cars. Con- 
tact Sandy Miller at 


B. W. Blaushild Motors 


16333 Kinsman Rd. Shaker Hts., Ohio 





MISCELLANEOUS 


CHROM RE-NU 


The New Look! — 100 Bumper Kit 


Refinish bumpers, grilles, wheel discs, etc. 
Anyone can apply. Ideal for customizing in- 
side or out. Cost less than 20c a bumper. 
Rustproof, guaranteed one year. 

100 bumper kit only $19.75. Special 2 kit deal 
only $24.50. Write for quantity prices. Send 
check or money order—kit will be sent post- 
paid. Also agents wanted. 


Chrom Re-Nu Sales 
2400 Stevens Dr., N. E. 
Albuquerque, New Mexico 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.B. Factory Net) 
2.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.O.B. Factory Net) 
$9.90 Fed. Tax Included 
e ® 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four one Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
* cs 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


‘Leaders in the Industry 
Since 1939" 





DRIVE TO Central, South America—Com- 
plete information with map Pan-Ameri- 
can highway. Send $1.00 to Capt. John 
T. Flynn, Apartado 5470, Panama, R, P. 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 si 


souremsci, $6445 


BRAKE HOOK-UP.......... 
QUICK-TOW Bumper- 


TRI-KING 3-Point Hook- 


TowKinG (5.705, 


Hook-Up 
Tow Bar Sales Co. 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect "5,53" 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 


$35.00 
$45°° 





CLASSIFIED WANT ADS 
BRING RESULTS 














“RESEARCH MANAGEMENT’ 
IS EFFECTIVE— 


Dealers everywhere are proclaiming it as the most effective 











Soles and Service 








Telephone 2-7126 
Long Distonce 21 


TWX-MERID-173 
P.O.8OX 311+ TOM BAILEY Drive - MERIDIAN, MISSISSIPPI 


























development in the automotive sales field, in years. It is 







just like having a full time research department of yourf 






ae Sy a own. Only the cost is nowhere near what it would be iff} 


you established your own. For a cost as low as 27c a day 
you can have this fine service for an entire year—52 weeks, 







Automotive Enterprises Letters like the one shown here, are coming in every day 


10600 Puritan Avenue 
Detroit 38, Michigan 









from all over. They are commending us on having pio- 





Mr. R. J. Young No. 17-58-01 neered this fine service, which could not otherwise pos- 





ATTENTION: 








so sibly be within your reach from a practical standpoint o 






We think your recent releases of "Top Topics" are mst timely. cost. 








We also believe that the periodic check sheets on the dealers 














For a total investment of as little as $99.45 Automotive 


rtant. These thorough and complete check i" . . f 
ere eee , 7 Enterprises’ “Research Management” Service will work 


sheets for the deslers operation are very helpful in checking with for you day and night for a full 365 days. You couldn't 







and . . 
inexperienced department heads. It keeps them on the ball possibly go wrong, for you can recall having spent tho 


icy. We believe it will be excellent : : os . 
Ge Ge Sep: sands of dollars in promotion and advertising, with only 






‘ shes. ; 5 
training material as well. Best wishes a fraction of the effectiveness. 



























Yours Truly, 


RELIABLE CHEVRO 


PLACE YOUR ORDER AT ONCE 


CONGRATULATIONS 


To You, Mr. R. S. Lincoln 


WHERE CUSTOMERS SEND THEIR FRIENOS 





Yes, congratulations on your confidence in the 
automobile business, with your fine new build 
ing and facilities. Chevrolet owners in the 
area served by Meridian, Mississippi can no 
be assured of the best in everything. 





Thanks also for your kind words regarding 
“Research Management” Service. 


ORDER 


METHOD OF PAYMENT oseDate o.oo eococceccceee 


WHAT IS "RESEARCH MANAGEMENT" 
SERVICE? 





It is a new service for dealers under which we 
canvass dealers all over the nation for good 
selling ideas, as well as more effective manage- 
ment methods. It is designed to enable the 
dealer to do a greater volume of sales, with 
less expense, thus creating greater profits. 





We have checked below the method by which we will pay you for above: 

( ) Enclosed is our check for $29.25 in payment of the first quarter, and we 
will pay a like sum each quarter thereafter when billed by you. The total 
I  haeccciaeccesieecinitacciettigisihsc cs hekeinie Snelson tettedeldichisindiackeaceatabdictesninabeasiaaaee 


All material is carefully scrutinized by people 
rr reer ce i | RINE i icucacleensesanipellipientisntanninesiasninsentaialesesipieibatednantiaiis Tengidlitealainniadabcnuseliaaae 
tail. Then it is submitted to a small but very 

successful group of active dealers who act as SAVINGS TO US .0......ecccccccccceeees 
our associates. When it has passed their ap- Term of service will begin as of the date of this order. 
proval, it is made available to you for the 


Very truly yours, 
betterment of your business in all phases. 


Mailing address 


Something new every single week in the year 


Make of car handled Units Yearly 
at a net cost to you of as low as $1.95 a week. 





Dealership Name 






Complete and mail in the attached order today. Telephone No. Sig. of Principal Title 


10600 Puritan Ave. (just off Jas. Couzens) Detroit 38, Mich. »« Phone: UN 4-7886 


